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SALESMEN: 
A great nationa: 
advertising cam- 
paign is helping 
dealers sell Ever 
cady Radio Bat- 
teries. And in- 
tensive advertis- 
ing in all the 
important trade 
magazines 1s 
helping you sell 
Eveready Radio 
Batteries to the 
dealers. This is 
a_ reproduction 
of the current 
advertisement in 
trade papers. 
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THIS BATTERY WILL 
MATERIALLY REDUCE 
YOUR OPERATING 
COSTS ON HEAVY 
CURRENT SETS 
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Extra Large Cells— 


Extra Long Service 


Sert the New Eveready Heavy Duty 45-volt “B” Battery for maximum 
‘“B” Battery economy in the following general cases: 

1—On all receiving sets operating at 90 volts or more, having four tubes 
without a “C” Battery. 

On all sets having five or more tubes, with or without a “C” Battery. 
3-—On all power amplifiers. 

4—On all sets that pull heavy currents from the “B” Battery. 

Under the above conditions, the New Eveready Heavy Duty 45-volt “B” 
Battery will give much longer service than the 45-volt “B” Battery of 
usual size. 

This is the battery for those who demand maximum ““B” Battery economy 
and convenience even under the most severe conditions of use. 

No matter what receiver your customer uses, there is an Eveready “B” 
Battery for him, supreme in economy and efficiency. Sell Eveready Radio 
Batteries—they last longer. Buy them from your jobber. 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
Headquarters for Radio Battery Information 
New York—San Francisco 


Canadian National Carbon Co., Limited Toronto, Ontario 


EVEREADY 


Radio Batteries 


~they last longer 


EVEREADY 


Eveready Heavy Duty “B” Battery. 
45 volts. Three Fahnestock Clips. 
Length, 8% inches; width, 4 7% 
inches; height, 73% inches; weight 
1334 pounds, 


New low price, $4.75 


No. 7111 
Eveready Radio 
“A” Dry Cell 

Specially 

manufactured for 


use with dry cell 
tubes 


Eveready 6-volt Storage 
“A” Battery 


No. 766 
Eveready ““B™ 
22% volts. Six 
Fahnestock £pring 
Clip Connectors : No. 772 
‘ Vertical 45-volt, large 
size “B™ Battery 


No. 771 
Eveready “C™ Battery 
Clarihes tone and 
prolongs ““B” Battery 
life 


Vertical 22 4-volt 
“B” Battery 
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HE JOBBER’S SALESMAN 
issues a list of electrical jobbers 

in the United States and Canada, and 
is now completely revising this list 
The hope is to have it 100 per cent 
correct at the next printing—every 
company name and individual’s name 
correctly spelled, addresses right, 
branch office indications correct, cle 
To this end a questionnaire was sent 
out a short time ago to all jobbers. 
A large percentage have responded 
but there are still about 200 who have 
not. Another questionnaire has 
therefore been mailed and it is 
urgently requested that all who have 
not done so fill it in and return at 
once. It is to your interest that your 
entry be up-to-date, for the list is 
quite widely used by manufacturers 
and others and generally looked upon 
as the most authentic one published. 
* 


* * 


HERE is a wonderful opportun- 

ity for the electrical dealer to get 
a lot of store lighting business this 
Fall if he will go out and call on mer- 
chants. That is one thing he must do, 
however, and it is up to the jobbers’ 
salesmen to get him started. A very 
interesting and helpful article on 
ways and means to do this will be a 
feature of the next issue, by W. E. 
Underwood whose straight-from-the- 
shoulder way of putting things is 


familiar to all readers of this maga- 
zine. 





* +. * 
HE page on “Market for Elec- 
trical Supplies” which appears 


regularly in each issue is compiled 
from actual reports from jobbers and 
is a really good index of conditions. 
A hundred or more jobbers co-operate 
every month without fail and we fully 
appreciate this service. The blue 
questionnaires, however, go out 
regularly to a considerable number 
who have not fallen into the habit of 
filling them in. May we ask of those 
who are not now doing so that they 
co-operate? 


nd class matter October 24, 1922, at the postoffice at Chicago, Illinojs,-thder the Act of Mar. 3, 1879. 
Copyright, 1924, by The Electrical Trade Publishing Company. 
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National Metal Molding Co. 


1116 Fulton Building, Pittsburgh. Pa. 





WORLD’S LARGEST PRODUCERS OF ELECTRICAL CONDUITS AND FITTINGS 








Ovalflex 


A Flat Armored Cable 
only ;°;” thick. Bends 
edgewise and flatwise. 
Lay it on brick, tile or 
concrete without cut- 
ting or chipping and 
plaster right over it. 





Fliextube 


Non-metallic, solid wall 
Conduit. Never kinks! 
Bend it, jerk it, twist it, 
easily works back into 
shape again. The soap- 
stoned interior makes 
fishing easy. 






PP urate, 
ME / MOE. 


— % Ge Athen 
tay” RY 


National Metal Molding and Fittings 


The Standard for Surface Wiring. Neat, 
inconspicuous and absolutely safe. 


National Insulating Brackets 


Designed on a new principle permitting 
wires to be carried through them. 


Liberty Wires, Cables and Cords 


For 600 volts or less. 





Sherarduct 


A Rigid Conduit that can be “cold bent” right 
on the job. Smooth as an ice-coated sidewalk, 
so that fishingiseasy. Sherardized—an alloying 
of pure zinc with steel pipe under intense heat 
—and then covered with a baked-on coating 
of acid-resisting enamel. Clean, sharp threads. 


Fiexsteel 


Flexible Metallic Con- 
~~) duit, pliant as a rope of 
} woven steel! Designed 
to withstand weather 
and moisture. Of great 
flexibility and perma- 
nance. Full line of sizes. 


Black Enameled Rigid 

Conduit protected by 

double-dipped acid- 

oud fa ‘ resisting coating of en- 
(4 7 amel—baked on. 


Lname 









National Conduit and Cable Fittings 


Locknuts. Bushings, Box connectors 
and other items. 


National Outlet Boxes 
Boxes or covers for every possible need. 


Liberty Automobile Products 


Carburetor and Exhaust Tubing. Flexible 
Metallicand Non-Metallic Wiring Conduit 


REPRESENTED «- IN © ALL ¢ PRINCIPAL « CITIES 
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Editor’s Page 


What Surroundings Will Do 
Nie long ago we visited the plant of a 


jobber and met with an agreeable sur- 

prise. While this company has always 
stood well in the community, does a large busi- 
ness and is highly respected by other jobbers, 
it had been our custom to meet the executives 
of the company in miscellaneous cubby holes 
situated at the rear of the main floor. And we 
sometimes had wondered how they accom- 
plished so much under the conditions. The 
sales organization particularly had been crowd- 
ed for space and worked amid surroundings 
that were not conducive to the best results. 

The surprise came when we found that a 
revolution had taken place in the last few 
months. More space had been taken in the 
building and the whole business office force had 
been moved from the back to the front. On the 
main floor were commodious quarters for the 
sales organization—-a desk for every man in- 
stead of leg room on somebody else’s desk, 
ample space for the sales manager and his 
secretary, everything new and shining. And 
we could not help but “Notice the Lighting 
Kquipment.” ‘There was a great abundance 
of light and air. From a point of vantage, the 
window trimmer for the first time saw the 
effect of his ingenuity on the passersby. 

On the second floor were the executive offices 

president, general manager, accounting, cor- 
respondence, filing, ete. Here, again, were all 
kinds of light and air, new furniture, polished 
floors and everything that goes to make an 
office a pleasing place in which to work. 

All this had cost some thousands of dollars 
we assume, but if our Judgment is correct this 
will all be written off in a few months simply 
through the increased energy, enthusiasm and 
efficiency of the whole force, from the presi- 
dent himself down. We could vaguely feel 
this upon first entering the door-—the place was 
more alive—alert. - After talking a few minutes 
with various members of the organization the 
fecling was emphasized—every man seemed to 
fecl as though he had been born again and ‘was 
literally on his toes. 

So far this has been a year of quite general 
rebuilding and remodeling on the part of elec- 
trical jobbers. They are grasping the modern 
idea of the jobber as a distributor and a mer- 
‘handiser who should do business in an up-to- 
late place in a modern way instead of in cellars 
and lofts as did his jobber ancestors in the old 
divs when they did what the name indicates— 
det in job lots. 


~ 7 _ 


Painted Lilies Are Hard to Sell 
NEW YORK police judge was question- 
A ing a youth whose address as he had given 
it showed that he lived in a distinctly 
Irish neighborhood. He gave his name as 
Isadore Patrick Mandelbaum. ‘What’s the 
Patrick for?’ asked the judge, suspiciously. 
“Protection, your Honor,” said Isadore sweetly, 
and brought down the house. 


It is much the same with safety switches. The 
enclosing box is for protection only, and can 
no more alter the character or function of the 
switch inside than Isadore’s middle name could 
change his nationality. Yet we are still inclined 
to regard our armored friend as some strange 
animal, calling for special selling rituals and 
ceremonies, and to be offered reverently as a 
thing of wonder. 

The safety switch is not a specialty, any more 
than the open, or in fact, any other switch. 
They ail do the same thing. All the boxing and 
safety in the world will not make a switch do 
anything beyond its capacity. Neither will it 
make a poor switch less dangerous in itself. 
The box part should be taken as a matter of 
course. ‘To elaborate on the switch because it 
is enclosed is to create unnecessary sales re- 
sistance by making the buyer think he is being 
converted to some new doctrine. 

“Sell ’em a good switch with safety thrown 
in.” This is the way a man sells an insulated 
screwdriver—fine steel, good shape and proper 
weight, plus immunity from shocks. 


x x* * 


Tinkering With the Works 

Literally speaking, there is never any such 
thing as a state of general over-production. 
Think of the numberless things that you want 
and don’t have. Multiply yourself by the num- 
ber of people in this little world. The world 
for a long time to come cannot produce more 
of anything than it wants. What does happen 
often times is that something goes wrong with 
the exchanges. Unemployment and unremun- 
erative prices always result from unbalanced 
industry. And sometimes it works the other 
way around. When a manufacturer or a jobber 
or anybody goes out with an inferior article, or 
because of “wise” merchandising ideas, and 
begins slashing prices. he is helping by just 
that much to throw the machinery of industry 
out of balance. ‘True he may be able to see 
the wheels go round for awhile. But what does 
it get him? 
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This is Your Sales. 
Mate for Regulated 
Electric Light 


You sell regulated electric light to the 
dealer. This window trim sells it for him. 
A real DIM-A-LAMP clamps right on it. 
You can induce sales by offering this dis- 


play free with the dealer’s order for | 
dozen DIM-A-LAMPS. 
























Sold in three attractive finishes—brush 


) Dy a's 74 Nod Bes aa, © 2B brass, $4.50; bronze or ivory, $5.00. A 


Gives 5 changes of light good profit for him and you on every sale. 











Clamps—S tands—H angs—Anywhere 


DIM-A-LAMP is the best looking and most convenient 
adjustable lamp made. More than that—it has the added 
exclusive features of the famous DIM-A- 
LITE, giving regulated electric light. Five 
changes, from full-on to out. Saves 30% | 
to 80% current. Fatten your ! 
pay check this week—and 
next; sell regulated electric 
light ! 
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George C. Knott Doherty-Hafner Company George A. Gray Co. 
67 Park Place 730-38 West Monroe St. 910-912 Howard Street 
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Pass & Seymour, Inc. Benjamin Electric Mfg. Co. 
Export Managers Canada 
66 West Broadway, New York City 
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The Factor That Keeps You 


in. Business 


The Central Station is Confronted With the Problems Incident to Manufac- 
turing, Distribution, and Contracting in Addition to Those Distinctly Its 
Own. Co-operative Relations Between Jobber and Central Station 


contractor-dealer. How many of 
us have realized that one member 
of this group can be classified to 
cover all groups. 

The central station is a manu- 
facturer and has all the problems 
incident to any manufacturing 
plant, plus a few more; it is also 
a distributor, as its distribution sys- 
tem is its only means of selling its 
product; it is the central station; 
and finally, in nearly every case, 
does some contracting and is one of 
the most aggressive and up-to-date 
electrical dealers in the town. In 
addition to covering these fields, 
the central station is a very large 
factor in what we call public opin- 
ion. The increasing tendency of 
the central station companies to 
take in the public as stockholders 
has made them the leading influence 
in the community. 


Do the other branches of the industry give proper 
credit to the central station and its development work? 
Many times I am inclined to believe they do not. 
are apt to criticize and complain about certain things 





Kenneth Lindsay 


By KENNETH LINDSAY 


Sales Manager, Terry-Durin Co., Cedar Rapids, Ia. 


E all know that the electrical industry is natur- 
ally divided into four main groups: the manufac- 


turer, the jobber, the central station and the 





which they do not fully understand. So, with the thought 
of urging all jobbers and their salesmen to gain a more 
complete and better understanding of central station 


problems, this article is written. 

The stockholders of a central 
station are not stockholders for 
health purposes, any more than you 
are in the jobbing business for your 
health. Their rates must be ade- 
quate to provide a satisfactory re- 
turn on their investment. The job- 
ber’s salesman should therefore ob- 
tain first hand knowledge of the 
various classes of rates in force by 
each central station in his territory 
and be able to explain them to any 
dealer, industrial plant, or consum- 
er that he comes in contact with. 
An intelligent explanation of a 
“ready to serve charge” will heal 
many sores and cannot help but 
benefit the life blood of your busi- 
ness in your territory—the central 
station. Could you make a satis- 
factory explanation of this charge 
if you were asked to do it now? 


New capital must be attracted to the central] station 
branch of the industry to take care of new equipment that 


They is to take the place of obsolete equipment or to provide 





for greater service and so stock must be sold to the public 
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to provide these funds. 


issues and do you urge any of your friends to buy such 
Oil stock will pay larger returns—sometimes— 


stock ? 
but for a safe investment with 


mrt en 


Are you familiar with such towns. 


This is the jobber’s job; proper economical di 
tribution of the merchandise; the central station’s job 
proper and economical distribution of electricity. 

Many central stations are 





a fair return can you do better 
than to buy stock of your cen- 
tral station? 


Now that the central station 
has been financed and going 
strong, the salesman should 
next learn the various currents 
available, also the voltage that 
can be regularly supplied for 
larger loads, the lamp voltage 
recommended by the company, 
and a general outline of any 
transmissions systems operated 
by the company. A knowledge 
of the rates for wholesale cur- 
rent often tends to a discussion 
with smaller towns, who even- 
tually become customers of the 
larger company. Officials of 
the smaller companies often 
discuss such rates with the job- 
ber’s man and if he is prepared 
to discuss the problem intelli- 
gently, he will better his stand- 
ing with both companies in- 
volved. 


dinal points: 


load builders. 


only. 


ness.- 





) ta selling the Central Stations 
bear in mind these seven car- 


(1) They buy nearly every 
item in your line. 

(2) They have time payment 
facilities on merchandise in con- 
nection with their billing. 

(3) Primarily interested in 


(4) Want quality material 


(5) Their financial problems 
are your problems. 

(6) Their good will and 
sphere of influence can be in- 
creased by you. 

(7) Their wheels turn 24 
hours a day, 365 days a year 
keeping the rest of us in busi- 


inclined to buy from manufa. - 
turers direct, principally b 

cause of an extra 5 per cent 
or so, but I believe this ten- 
dency is not as strong now as 
it has been in the past few 
years. Some of the reasons 
that the jobber should get more 
of this business are: With the 
general tendency of prices 
downward, the loss through de- 
cline in price to the central sta- 
tion on the stock on hand 
(purchased in large quantities 
direct to give service) has been 
more than the additional dis- 
count which the central stations 
received; manufacturers are 
finding out that their sales’ 
costs for range campaigns, etc., 
are considerably more than 
their profits and are now turn- 
ing this sales’ work back to the 
jobbers; central station lamp 
business can be increased very 
materially by the jobber’s 








It is very noticeable in talk- 
ing with contractor-dealers how a few of them are famil- 
iar with the rates for power and also cooking rates. In 
order to sell a contractor an electric range, for instance, 
the salesman should be able to tell him the rate per 
kw.-hr. for such a load so that the contractor can make a 
very fair estimate of the cost per month for operating 
the range. Then too, a knowledge of the central station’s 
plan for handling this class of business will many times 
eliminate any argument which arises from the central 
station’s refusal to connect a range at a certain place. 
This is offered merely to show some of the ways that 
can be employed to co-operate with the central station. 

When a central station installs a new turbine or builds 
a new line, this work is all done according to a definite 
plan carefully worked out in advance. It is logical to 
assume therefore that if you are to sell merchandise to 
a central station that you should submit a plan carefully 
worked out that will result in the building of the load, 
increasing of the profits and in educating the public to 
the comfort, safety and convenience of electrical ser- 
vants. 

The present day tendency of eliminating the smaller 
and less efficient power plants by the building of high 
tension lines has made a marked change in the jobbers’ 
It might be com- 
pared to what has already happened in the telephone 
field. When the smaller plants are bought up by the 
larger companies, the location of the purchasing agent 
for the line material, ete., for that small town has 
changed. Not only are the larger plants getting larger, 
but their requirements are more and they have to rely 
on a jobber to distribute the materials to their various 


selling plan within the past 10 years. 





salesman who can sign con- 
tracts in their smaller towns for the purchase of lamps 
through the central station contract. 

The cost of calling on all managers and sales’ repre 
sentatives of a central station is heavy for the manufac 
turer and getting to see them all is uncertain. The cen- 
tral station recognizes this and naturally does not like to 
bear the expense of calling in all their men every time 
they take on a new line or even consider taking one on. 
This situation can be met only through having the job- 
bers’ men call at each point and sell each manager and 
his entire force on the proposition up for consideration. 
This is economical and logical, as each jobber’s salesman 
is the business manager of his territory and he knows 
where the central station merchandises. 

There is a decided tendency on the part of central 
stations to recognize the jobber more and more, because 
the jobbers are doing a better job for them all the time. 
Syndicate companies especially, are finding out what 
shipping and handling costs are and realize that they 
are not equipped to handle this branch of their business 
as economically as the jobber. They are realizing that 
in the matter of returned goods, shortages, etc., that their 
troubles are cut down a great deal by buying from tlie 
jobber. In this particular territory, there is one central 
station that has turned its entire kitchen lighting cam- 
paign over to the jobber and it was done because (1) tlic 
jobber’s men sold each individual division manager and 
his force; (2) they planned the details for each cai 
paign so that it would not interfere with any prearranged 
activity in that particular divison; (3) they made shi)- 
ments in just the quantities desired based on the number 
of meters in that division; (4) (Turn to page 9) 
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Spreading the Idea of Electric 
Cookery 


The Electric Range as a Business Builder 


By THOMAS F. CHANTLER 


cf the Staff of the Society for Electrical Development 


to dispense with the services of all but one parti- 

cular electrical labor saver, either one which you 
now have or one that you look forward to owning, what 
would be your selection? 

That question was submitted to a woman writing upon 
electrical subjects for women recently and her answer 
supplied the keynote of this article. If that answer is 
correct, as it appears to be, then the electric range offers 
unique opportunities to the electrical supply jobber as a 
business builder. There is a negative side to all this, of 
course, just as every hill has its valley, and “profits” is 
the antithesis of “loss”. But we are talking about hills, 
not the valleys. 


Si inne that in your own home it were compulsory 


“T have often 
considered that 
same question my- 
self,” she said, “and 
can answer you 
right off. I should 
select the electric 
range. Every elec- 
trical appliance that 
goes into the home 
plays its own im- 
portant role. None 
could be foregone 
without loss, and 
for that very reason 
comparisons are in- 
deed odious. The 
question, however, 
forees such a com- 
parison. Practically 
half of the average 
family’s budget 
goes for foodstuffs, 
easily half when 
there is added a fig- 
ure to cover fuel 
ind accessories. 
"oo, cooking is done three times daily 365 days in the 
ear; likewise the items of time and labor required in 
preparing the family’s meals also are very important. 
ind in this field great relief is offered through the services 
f the electric range; no other electrical appliance plays 
uch an important role and hence, no other appliance 
vould be so badly missed. At least that is how it appears 
‘9 me.” 

“Do you believe,” she was asked, “that many women, 
r the majority, would conclude as you have done?” 
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The Jobbers’ 1923 Range Business Was Nearly Three Times As Great As in 
1922 As Shown By the Relative Areas of These Drawings. far less than the 


“Who can say! Besides, it is the economics of the 
situation, rather than opinions and prejudices that would 
force such a conclusion. Few indeed are the families 
that can afford to purchase everything that is needed, or 
desired. With the majority it boils down to a question 
of doing without one thing in order to purchase another. 
So on the one hand we have an arbitrary condition that 
decides the amount of expenditure for us; and on the 
other hand the ever-persistent urge for greater health, 
comfort and happiness forces a selection of those things 
which contribute most to their realization. In other 
words, we may say that the relative salability of products 
intended for use in the home depends upon the measure 
in which they contribute to those ends. A house- 
wife may not even know of a certain new product 
but that matters not. Sooner or later the economics 
of the situation will lead to a recognition and de- 
sire for that product, willy-nilly. So that is why, 
having analyzed the situation in advance, I am 
sure that I should never regret selecting the elec- 
tric range in preference to any of the others, im- 
portant as they all undoubtedly are.” 

“What are these 
ways,” she was ask- 
ed, “in which the 
electric range con- 
tributes to health, 
comfort and _ hap- 
piness?” 

“Some little time 
began, 
“it was reported 
that Uncle Sam, 
impressed by the 
number of butchers 
throughout the 
country that were 
complaining that 
they were selling 











ago,’ she 
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customary number 
of roasts in proportion to other cuts of meat, made a 
survey to discover the reason. It developed that women 
were not using roasts as freely as formerly, despite some 
reduction in price, because the preparation of a roast 
necessitated their super-heating their kitchen and hover- 
ing around the range all afternoon, while the urge for 
pleasure prompted them to spend the afternoon other- 
wise and elsewhere—at the movies in many instances, 
according to the reports. Yet every woman understands 
that roast and stews are economical and more conducive 
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to good digestion than so much fried food—or other things 
that can be prepared in a rush, after an afternoon away 
from the kitchen. 


“cr 


‘hanks to the electric 


The records within the electrical jobbing field suppl) 
added reason for taking an optimistic view. During 1922 
electrical supply jobbers reported sales of electric ranges 
to the total of $3,778,000. Last 





range, the woman who owns 
one can put a roast and vege- 
tables into the oven and then 
leave the house for the after- 
noon, secure in the knowledge 
that when she returns the food 
will be done to a turn and 
ready to serve. And the man 
who would know how much wo- 
men value being able to roast 
and bake without making of 
kitchens fiery furnaces seven- 
times heated has only to spend 
an afternoon, especially a hot 
one, in the kitchen while those 
operations are being carried on 
with a fuel range. The fact 
that the particular woman pre- 
siding in that kitchen may pos- 


rolls 





HE idea of electric cookery 
merrily on its way, 
gathering momentum as it goes 
and displaying the well-known 
characteristics of the proverbial 
snowball. Marketing the range 
boils down to a question of sell- 
ing the idea. The jobber’s sales- 
man who understands that and 
works accordingly will secure 
more business than can be se- 
cured by treating the range as 
so much fabricated metal and 
talking about what it is instead 
of what it does. 


year the total amounted to al- 
most three times that figure. 
In other words, electric ranges 
climbed up in the list of key 
products from the position of 
twenty-seventh in 1922, to 
nineteenth in 1923. 

What the total will be for 
this year remains to be seen, 
but there is one thing that is 
certain: the idea of electric 
cookery is spreading. Articles 
upon the subject of electric 
cookery are regularly appear- 
ing in newspapers reaching a 
reading public of many mil- 
lions. Magazines that go into 
the homes are devoting more 
and more attention to the sub- 








sibly be ignorant of the electric 
range and its advantages and deprecates its importance 
accordingly boots little. There were days, too, when 
the majority of women did not know that such things as 
the bath tub, telephone, ice box, sewing machine, and so 
on had been invented. But the fortunate woman who had 
one or another of those advantages talked, and the women 
to whom she talked also talked, as did the next woman, 
and the next, and the next. And thus the idea spread and 
spread and spread. The merits of those articles were 
too real and vital to be long ignored; the economics of 
the situation forced their adoption. And it will be so 
with the electric range; women need it. And women since 
Eve have had a way of securing what they have set their 
hearts upon, conditions to the contrary notwithstandiing.” 


Quoting from a recent Society for Electrical Develop- 
ment publication, ‘‘scarcely more than 15 years ago electric 
ranges were known only in laboratories and testing rooms. 
Today the idea of ‘Do it Electrically’, as applied to cook- 
ing is permeating the whole world. Here in the United 
States and Canada, there are some 7,000 or more com- 
munities, where the rates prevailing for electric service 
permit of the economical use of the electric range. Esti- 
mates vary as to the actual number in use but it is con- 
servatively stated to be in the neighborhood of 145,000. 
The market is indicated by the fact that there are nearly 
12,000,000 wired homes in the United States and Canada, 
a large percentage of which are in communities where 
there is no legitimate competitor to electric service. All 
such households are prospects for electric ranges. 

“Some seventeen manufacturers are now in the field, 
turning out a rapidly increasing number of ranges and 
more and more lighting companies are investigating the 
possibilities of the electric range load, with a view to act- 
ively promoting its use. From present indications, there- 
fore, based on the growing interest in cooking by electri- 
city, it would appear that looking back from the vantage 
point of another 15 years of progress, the accomplish- 
ments of this, our present day, will seem trivial by 
comparison.” 


ject; and domestic science 
schools are rapidly coming to make use of electric ranges 
in their cooking classes. There are communities today 
where every house is equipped with an electric range and 
very many communities indeed where the saturation ap 
proximates completeness; and real estate promoters and 
apartment house owners are featuring the installation of 
electric ranges as an argument to attract tenants and 
buyers. Uncle Sam is already depending upon electric 
ranges to a considerable extent in his navy; and they are 
almost a sine que non in the modern yacht. Motorists’ 
camps at not a few places are now equipped with electric 
ranges attached to coin-in-the-slot meters, and many are 
the “Babbits” and “Main Streeters” that carry back home 
with them first-hand evidence of the merits of electric 
cookery. 


In short, the idea of electric cookery rolls merrily on 
its way, gathering momentum as it goes, and displaying 
the well-known characteristics of the proverbial snowball. 

Marketing the electric range boils down to a question 
of selling the idea—the idea of electric cookery. That is 
true to perhaps a greater degree than with any other 
product handled by the electrical supply jobber. And 
the jobber’s salesman who understands that and works 
accordingly, selling the idea of electric cookery, will se- 
cure more business than could be secured by treating the 
range as so much fabricated metal and talking about what 
it is instead of what it does.” 


There comes a time, of course, when it is effective to 
talk about the range itself, as, for instance, when influ 
encing the prospect to select a particular make. But the 
prospect progresses that far only after having been sold 
in general on the idea of cooking electrically. And until 
that has been done there is little to be gained by referenc« 
to constructional and operating features. 


The tendency to stress constructional and operating 
features is one that the jobber and his salesman com: 
by quite naturally, for those are the very things whic! 
the manufacturer’s representative emphasizes to the job 


ber’s buyers when presenting the (Turn to page 56) 
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“C. O. D. Until Further Notice” 


What the Contractor and Dealer Do to Earn This Touching Little Note and 
How to Help Them 


By ‘S. B. WILLIAMS 


Editor, ‘‘The Electragist’’ 


HE other day a contractor in New York made the 
boast that he had just gone through a profitable 
failure. 

Who paid him this profit? The jobber! 

Every day some contractor or dealer is getting behind 
in his payments. The credit man of the jobbing house 
knows it—he is watching Mr. Contractor or Mr. Dealer. 
Pretty soon he closes down on the account. “No more 
goods”’, is the order “until further notice, except C. O. D.”. 

Then the contractor if 
he is trying his best to 
pay his bills; and most 
of them are, pays a little 
each month reducing the 
account bit by bit until 
it is wiped off the books 
and then—he gets credit 
again the same as before. 

What has the jobber or 
his credit man done to 
make this account a bet- 
ter credit risk? The 
chances are he has tried 
to help the contractor in 
a number of ways because 
the jobbers’ credit men 
are doing a more con- 
structive job every day. 
But there is one thing 
they are not doing—in- 
sisting that the delin- 
quent keep a set of ac- 
counts that will keep him 
from getting behind. 

Why does a contractor 
get behind? Generally 
because he bids too low 
on a job or two and 
misses out not only on a 
profit but also on cover- 
ing expenses. Somebody 
las to wait until this fel- 
low makes some profit to 
pay off his losses. 

Now don’t let us look 
at this in a patronizing 
way but as a cold business proposition. If contractors 
who were slow pay were required to keep a good set of 
ceounts in order to secure credit there would be fewer 
had accounts on jobber’s books. 


ing Medicine. 
This Medicine.”’ 


There is one such system, designed particularly for the 
ontractor and dealer, it is the Standard Accounting 
System published by the Association of Electragists. 





“In a Way They Are Like Children Who Fight Against Tak- 


The Jobber Owes It to Himself to Administer 


It is not a bookkeeping system. 
system. 


It is an accounting 


Bookkeeping for contractors is dangérous because it 
lulls them into a false sense of security. Keeping books 
tells a contractor nothing. It merely shows what he took 
in and what he spent, where and for what. 

What the contractor wants to know is what it costs to 
do a certain job. ‘With a bookkeeping system he will 
have to wait until the end of the year to know whether 
or not he has made any 
money. 

With the Standard Ac- 

System he 
when a job is 


counting 
knows, 
done, whether or not he 
has made a profit and 
He doesn’t 
have to wait eight or nine 
months to find out if he 
misfigured that job. 

A bookkeeping system 
never discloses the over- 
head while the Standard 
Accounting System gath- 
ers overhead together 
and isolates it. In that 
way the contractor is 
able, once he knows his 
prime cost, to take care 
of his overhead and pro- 
fit in the markup. Those 
contractors and dealers 
who do not have an ac- 
counting either 
guess at their overhead 
or they do not figure they 
have any. 

No contractor is with- 
overhead. If he 
owns his own building 
he has rent to pay to 
himself. He has a tele- 
phone. There is depre- 
ciation and repairs for 
the. flivver he drives to 
work. He has stationery. 
There is his own time on the job and the time he takes 
at night to figure jobs and to do his selling. If he isn't 
getting it all back and some more he isn’t making money. 
If he isn’t making money he isn’t growing and if his busi- 
ness isn’t growing his account isn’t as good as it might 


be. 


Moreover, a contractor without an accounting system 


how much. 


system 


out 
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is a menace to the other contractors. 


his costs he may under sell the other fellows. 


By not knowing 
This creates 


them fail who foots the bill? 
There are roughly 1500 electrical contractors and 


The jobber! 


a bad competitive condition and then when one or two of dealers who go out of business (Turn to page 104) 





The Electragist and His Canon of Ethics 


What is an electragist? 


What does he stand for? 


We would be willing to say 


that the majority of the readers of this magazine when asked could only answer that 
“Electragist” is a new name, thought up some time ago, to take the place of “con- 


tractor” or “contractor-dealer.” 


The name stands for a great deal more than that. 


Consequently we are giving herewith a brief review of what an electragist is and 
how he is supposed to conduct himself in order to be worthy of the name It will 
be of material benefit for all of us to refresh our minds on this subject.—Editor’s 


Note. 


The word “Electragist” was adopt- 
ed in 1921, and is registered as a 
trade-mark in the United States and 
Canada. Literally translated, the 
term means an active leader in the 
business of high grade electrical con- 
tracting and retailing, who is a mem- 
ber of the Association of Electragists, 
International. He advocates and up- 
holds at all times the following high 
standards of business practice: 

An electragist uses only high grade 
and standardized materials, knowing 
that inferior products cannot be 
serviced properly and will not meet 
the needs of the public. 

He does quality work in every de- 
tail of the job. This is his most im- 


A canon of ethics adopted for the 
general guidance of the members of 
the Association of Electragists, Inter- 
national. 

Section 1. Members of the Asso- 
ciation shall regard themselves as 
being engaged in a business in which 
there is a well defined duty and obli- 
gation towards the public and them- 
selves. The business demands that 
members use every honorable means 
to uphold the dignity and honor of 
this vocation, to exalt its standards 
and to extend its spirit of usefulness. 

Section 2. Every member of this 
Association should be mindful of the 
public welfare and should participate 
in those movements for public better- 
ment in which his special training and 
experience qualify him to act. He 
should not, even under his client’s in- 
struction, engage in or encourage any 
practices contrary to the rules and 
regulations safeguarding life and 
property, for as he is not obliged to 
accept a given piece of work, he can- 
not, by urging that he has followed his 
client’s instruction, escape the con- 


AN ELECTRAGIST 


portant point of competition—quali- 
ty. In all of his transactions he 
specifies quality, assuring safety in 
installing and merchandise. 

His servicing is dependable and 
trustworthy. No matter how big or 
how small the job, he does it to the 
satisfaction of the customer. Ac- 
quiring good will is more important 
than the amount of profit gained. He 
competes fairly. His business associ- 
ates always get a square deal. 

He endeavors to make a fair re- 
turn on his investment. If he can- 
not make a just profit and maintain 
his quality and service standards at 
the same time, he frankly explains 
this situation to the customer. 


CANON OF ETHICS 


demnation attaching to his act. Every 
member of this Association should 
support all public officials and others 
who have charge of enforcing safe 
regulations in the rightful perform- 
ance of their duty. ‘ He should care- 
fully .comply with all the laws and 
regulations touching his vocation, and 
if any such appear to him unwise or 
unfair, he should endeavor to have 
them altered. 

Section 8. It is unbusinesslike for 
a member of this Association to as- 
sist unqualified persons to evade or to 
lend himself in the evasion of any 
of the recognized rules and regula- 
tions governing electrical work. 

Section 4. Members of this Asso- 
ciation should expose, without fear, 
or favor, corrupt or dishonest conduct 
and practices of the members of their 
business, and it is their duty to bring 
to the attention of the proper author: 
ties the existence of electrical con- 
ditions which are unsafe to life and 
property. 

Section 5. Members of this Associ- 
ation shall not falsely or maliciously 


He upholds the National Electrical 
Code. Never will he knowingly 
skimp a job or make an installation 
not in accord with the Underwriter’s 
rules. He realizes that violations are 
costly and reflect on his ability. 

He aims to carry adequate stocks, 
but only sufficient to result in econo- 
mies to himself and to his customers. 
His place of business is arranged to 
permit of maximum efficiency at low- 
est overhead expense. 

He believes in and seeks to pro 
mote association work. He knows 
that anything that helps the industry 
helps him, and he co-operates with 
other branches as well as his own 
for the common good of all. 


injure, directly or indirectly, the busi 
ness reputation, prospects or business 
of a fellow member of this Associa- 
tion. , 

Section 6. Members of this Asso- 
ciation shall not attempt to supplant 
a fellow member after definite steps 
have been taken toward his employ- 
ment or toward the letting of a con- 
tract to him. Nor should they offer 
any interference in the carrying out 
of said contract or commission to th: 
end that loss or damage may result to 
the fellow member. 

Section 7. Whenever disputes or 
differences arise between members, it 
should be the duty of the parties to 
the controversy to submit the troubl 
to an arbitration of two disinterested 
members of this Association and in th: 
event of a failure to arrive at a satis 


factory settlement, then, upon request. 


the Chairman of the National Asso 


ciation shall appoint a third member 


of the Commission and the decision 0' 
the majority of said Commission sha!: 
be final and binding. 
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Adventures of Hard Luck Sam 


The First Liar Aint Got No Chance 


there’s always been a flock of people (like me, 

for instance) going clear out of their class, talk- 
ing out of turn and getting slapped over by cruel Fate. 
What’s more, it’ll be the same when the Great Lakes 
are covered with flat buildings—there’ll always be some 
bird staying on a pair, some nation trying to lick the 
world, ete. In the old days’there was Hyperion, who 
sneaked into his old man’s Solar Six and tried to steer 
the sun around for a day. But he got the pedals mixed, 
went overboard on Dead Man’s Curve and they sent his 
remains to Mother Juno in a 
tomato can. There was Icarus, 
the first aviator, with his wax 
wings. He flew too near the 
sun and down he came to ruin 
a skylight in the suburbs of 
Athens. 


D « PHIL:—From Adam’s time to Prohibition 


There was Alexander the 
Great, who pitched for Mace- 
donia in the Far East League. 
He conquered the world, but 
he thought he could mix canned 
salmon and Persian 
brew, and learned about pto- 
maine from them. 
Cleopatra, who thought 
could vamp both partners in 
the same firm—she died of a 
of snakes. 
with everything he 
wanted and the eyes of the 
world upon him. But no, he 
had to play traffic cop and tell 
the North Sea to stay back 
while he hunted for two-bits he 
lost at the three-mile limit. 
When they dragged him from 
under a 20-ft. roller he had 
enough water on board to last a camel across the Sarah 
Desert. Then came Don Quixote, the Spanish Slasher. 
His specialty was fighting windmills with a spear; he 
put the liniment and bandage business on its feet. 


home- 


There was 
she 


case Next came 


Canute, 





In modern times we have the bowlegged girl in short 
skirts, the man who packs his wife’s trunk, the prize- 
fighter acting in the movies and the sap that tries to 
beat. a Scotchman in a money deal. Then there’s the 
whiskey tenor who insists on singing Tosti’s Good Bye. 
Pity the poor fellow who tries to find how much gas 
a Ford tank will hold. Every now and then we chip 
in a buck apiece to buy flowers for a friend who figured 
a »anel-board price in his head. Never go out of your 
closs, boy, never go out of your class. 

‘’ve been guilty time and again, but I never dreamed 
| would try and qualify as an artistic liar. However, 
I think a little lying is O. K. You've been in the army, 
P' il, and you know Washington never kept them dough- 
bovs of his on their toes by telling ‘em its going to be 











“If He’d of Found the Four Cans of Sardines in My 
Pack, I Guess I’d Be in Leavenworth.” 


a hard winter and be good to the mules, we’ll need ‘em 
for meat around Xmas. No, sir, he probably told the 
men that Hessians was something good to eat and that 
when he caught Cornwallis they could split the British 
payroll. Now that I’ve proved a few fibs is O. K. I'll 
tell you how I was bitten by the little bug Ananias 
Americanus. It was at one of our nightly fanning bees 
during the recent shindig at Seaport, Mississippi. I 
didn’t expect much of a hand from my first story, I just 
wanted to get the real liars started. 

Well, I told them how you and I was playing golf 
at Sunset Hill and how I found 
my ball just off the fairway 
hidden in the grass. I made 
note of the spot, and lay down 
on the fairway waiting for 
you to come up with your iron. 
Well, you smacked it and here 
came the ball and hopped right 
along where mine was only it 
went about 40 ft. fartner. You 
came up and I showed you 
where it stopped. You said no, 
it wasn’t yours—you was 
shooting a Colonel and this was 
a Gray Goose. Over I dashed 
and sure enough it was my 
ball. Then we went back to 
where I had lit and there was 
your Colonel. You hit me and 
knocked me up a ways. 

Well, the hounds screeched 
and choked and belted me over 
the ears till I was silly. Then 
Avery says he couldn't beat 
that one but he'd run it fool- 
ish. He says Pickering made 
a long mashie 
bunker onto the green where 
he couldn’t see it light. Avery was standing near the 
flag and the ball hopped up under his arm and stuck. 
He held it till Pick started hunting, then asked him if 
he would play it where it lay. Pick says sure, so Avery 
says: “Well, look out you don’t tear my shirt—it’s under 
my arm.” 

McCall went to bat next. 
a midiron from the tee on a 208 yd. hole. 
hit the edge of the green and suddenly disappear. When 
he rushed up the old man who was sprinkling the green 
says: “You better git a step ladder, mister, your ball’s 
in the can.” 


shot over a 


He says he hit one with 
He seen it 


It was too—in that can on top of the pole— 
some courses have it instead of a flag. “Well” says Art 
Klein, ‘that smells out loud, but listen to this.” Then 
he tells how he and a friend was waiting on the green 
for another friend to catch up. It was a short hole and 
when they seen who it was they yelled for him to come 
on and join them. The green was up on a flat hill, only 
138 yds. from the tee. Well, the third guy’s mashie 
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drive dropped on the green and rolled right up to Klein’s 
toe, about 18 inches from the pin. Art just kicked it in 
without moving anything but his foot. Then they both 
yelled and whooped and made that poor stiff think he 
was a Hole-in-Oner. I came back again and told how 
I got mad and drove over three hundred yards into a 
garden where the farmer was working. We seen the 
farmer waving his. hoe and when we got there, my ball 
was sunk in a watermelon so far I had to buy the melon 
to get the ball back. 


Say, they nearly ruined me! I lost two buttons and 
a fountain pen that some yap stepped on, besides spill- 
ing my drink. Right there they barred golf and Hill 
started in on fish. He told how he got mad at a 50- 
pound catfish, dove in the muddy water after it and 
came up with that and another one! Fred Franklin says 
how’s this when you take 110 rock bass out of a four 
ft. sinkhole? Walter Frizzell says these are bedtime 
stories, he says the fish in Arkansas is the smartest in 
the world. There was one old trout there that would 
take your hook and run you ragged while his family 
snuck out on the bank and gobbled your bait and lunch. 
They finally caught the old boy with an electro-magnet. 


He was 28 inches long and weighed 43 pounds. Th« 
knew something was wrong and, sure enough, when thx 
opened him, there was the excess weight—15,683 fis! 
hooks in his tummy! 

I seen it was time to end the agony so I says: “Or: 
time I fished about 20 minutes in the River Des Pere., 
then started to clean what I had caught. A little gi:| 
came along when I was about half through and asked for 
some fish. I wouldn’t give her any fish, but would you 
believe it boys, I filled her chip-basket with nothing but 
hearts and livers!” Well, Phil, from what I heard after 
I regained consciousness, they didn’t believe me. On 
top of that Shorty Bates, who lives in Seaport, and Bill 
Boland was appointed a committee of two to take me 
out next day and see what kind of a fisherman | 
really was. 

You know how bum those trials work out. Next day 
I tried everything in the world but at five P. M. I only 
had six fish, while Shorty was there with 43 swell trout 
and Boland with 32. I was in a state of mind where 
drowning would be better than to go back with six fish. 
Just when I was about to pass out, Shorty comes up with 
a wonderful plan. He says he and (Turn to Page 95) 





Great importance attaches to the counterman—the inside 
representative of the company. This is especially true in 
large cities where a large percentage of the business is 
transacted over the counter. ‘The contractor is in close 
proximity to the house and frequently calls personally. He 
has, let us say, formed a very fine opinion of the service of 
the Blank Electric Supply Co. is rendering, because “Bill” 
Sykes, their outside man, has taken splendid care of him— 
this because the Blank company had used extreme care in 
choosing “Bill” as their field representative. When Sykes 
was hired he was put through a course of sprouts that made 
him think he was just about a step behind the 
presidency. He had to sell old man Blank, 


Countermen or Counter Salesmen 


switches mentioning a well known independent make. 
“Pop” smiles, and says .“Alright, bring ’em on—what’s the 
price?” This is entirely too much for the counterman, who 
begins to scuff around with catalogs, etc., looking for the 
price. Of course, he can’t find what he wants, because, in 
addition to having been born with just sufficient brains to 
give him an inferiority complex, he has had little or no ex- 
perience in the electrical business. That’s why he’s getting 
about $18.00 per. 

To go on with the story, he has to look for the store man- 
ager, and after several minutes discovers that that personage 
is not in. “Pop” is then requested to wait 
until he goes up to Blank, Jr. to get the prices. 





Blank, Jr., the sales manager and possibly a 
half dozen others on himself before the com- 
pany decided he was a fit representative of 
the house. 

Any how, “Bill” has impressed the con- 
tractor that his house is a fine, smooth operat- 
ing machine and the contractor has no 
reason to doubt this. His orders have always 
been put through promptly by “Bill.” The 
credit department has been reasonably prompt 
in disposing of the orders and the shipping 
department has never fallen down on him. 

One day, however, “Pop” Smith, the contractor, runs 
short of, say, switches. He needs them immediately, as he 
is starting a job that afternoon. Being a short distance 
away, he decides to pick them up himself. He walks into 
the Blank Electric Supply Co., expectantly. 

Now comes one of the important moments in the existence 
of that jobbing company—and a similar moment comes 
dozens of times a day. A “counterman” or a “counter 
salesman” is going to be the chief actor. The names quoted 
are used for convenience to indicate two entirely different 
types of men. Let us see how they arise to the occasion. 

A young, not overly intelligent appearing counterman 
arouses himself from a day-dream, ambles over with a none 
too friendly attitude and asks “Pop” if he’s been taken care 
of. “Pop” gets a kick out of this, but explains that he’s 
an old customer of the house and came in to get some 
“independent” switches. The bright young thing behind 
the counter begins to look for the name “Independent” on 
the boxes, but doesn’t find it. After “Pop” has stamped 
around for about 10 minutes, the clerk informs him that 
they haven’t any “Independent” switches in stock, but would 
like to know if “Pop” wouldn’t be satisfied with some 











Said counterman waits until Blank, Jr. is fin- 
ished talking to somebody or other, and, finally, 
confronts “Pop” with the price. “Pop” thinks 
its too high, but counterman cannot explain 
why it should cost more money. Subsequently 
the question of credit arises ‘among other 
things, and “Pop” disgustedly walks out of 
the store and down the street to Blank’s 
competitor. 

Now, maybe “Pop” continued to buy from 
the competitor, after receiving prompt and 
courteous attention, and maybe he didn’t. But 
the possibility is there, and it gave the competitor an open- 
ing wedge. 

If “Pop” is met by a counter salesman, however, the 
story is different. He meets someone who knows some- 
thing of the business,—and at more than $18.00 per. When 
a customer wants switches, the livewire not only knows 
all about them but also wants to know if he can use some 
switch plates, etc. In this way, the difference in salary 
between countérman and a counter salesman can be paid 
for in actual cash, in addition to creating good will and 
giving real service to a customer. 

The store man should regard himself and be regarded as 
something more than just a filler-in. He should be real 
productive factor. Figures show that in New York, for in- 
stance, the average jobber transacts approximately 25 per 
cent of his business over the counter. Usually this business 
is better than that which comes through in the regular 
channels, because a great deal of it is cash and entails no 
shipping service. Both counter salesmen and countermen 
are in a very advantageous position to build profits. The 
first makes the most of that position and the last “crabs 
the game.” 
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V. G. Eastman, Sales Manager of the 
Erner & Hopkins Co., Columbus, O., 
Who Gives Views on Six Major Prob- 


lems. 





Eternal Problems 


Sales Manager 


Answers to Six Questions Relative to 
the Operation of a Sales Department 
Given from Month to Month by Lead- 


of the 


ing Sales Managers 








Hiring and Training Salesmen 

HIO State University is situated in Columbus and 

we endeavor to get our sales timber from that 

institution—young fellows with an electrical engi- 
neering education as a foundation. These boys are in- 
variably put into the shipping room in the beginning, 
where they pack and ship all of the various classes of ma- 
terials that we handle. There we believe they get a better 
general knowledge of the line than if they were put on 
one of the floors. 

In the position of shipping clerk, each man is sup- 
posed to learn just as rapidly as possible the names and 
something of the uses of the products that pass through 
his hands. At the end of every week we bring him into 
the office for a quiz to see how well he is getting along. 

At the end of six months, as a rule, he has absorbed 
sufficient information on the line to be ready for the next 
step, which is to the counter, in a special department 
where he comes in contact with the contractor and dealer. 
Every day he must make a list of the material handled 
and at the end of the week is given a quiz. Further than 
that, certain contractors are posted to come into the store 
and put the embryo salesman through a severe course of 
sprouts—attempts at price cutting, haggling, blustering 
over service being among the things he is required to meet 
and his manner of meeting the situation is noted. 

Next comes the quotation desk where he puts in a num- 
ber of months. 

When we think that he has been sufficiently well 
grounded by the inside work, as shown by observation and 
the frequent quizzes, he is put out in the city for a few 
weeks to make his first attempt at selling, and he is 
checked unmercifully at every step. This is preliminary to 
real sales work and enables us to get a line on his ability 
and inclinations. If he seems to have the makings of a 
s:lesman he is then sent on a four or five weeks’ trip to 
the factories of our suppliers. We give him the necessary 
money for his expenses and he goes out on his own re- 
sponsibility. The manner in which he conducts himself 


is another indication of his worth as a future salesman. 
We are sending a young man to Chicago today for a 10 
days’ course at a radio school. That’s all the instructions 
he gets—“go and take the course and see what you can 
get out of it.” A check for $150 is also given him,—no 
restrictions. If he gets into bad company and loses it 
or if he makes good use of it and derives real benefit from 
the course, these are indications as to his future conduct 
as a salesman. 

After returning from the trip among the suppliers, the 
prospective salesman is sent out on the territory with one 
of the older salesmen for about three weeks, simply to 
“listen ian” and absorb. After that he is given a territory 
of his own. 

All this preliminary training consumes on the average 
about one year’s time. 

Sometimes we select a young man who is not from the 
University. In that case, if he is promising, but without 
education we give him the opportunity to go to night 
school at our expense, for courses in business English, 
penmanship, etc. 


Selling the Salesman on the House’s Lines 


New salesmen as a rule are not at once fully sold on 
their house and the lines it carries, in spite of all the 
preliminary training. They come up for the first time 
against real competition and the other fellow’s arguments 
are shot at them and questions are raised in their minds. 
We find that the best way to overcome this is to have 
our other, older salesmen take them in hand and help 
straighten them out. 

We have a policy and a line of prices to which we 
must stick or say good-bye to the order. The older men 
are a great help in impressing this fact on the younger 
ones and coaching them on the ways to meet the situations 
as they arise. 

Every Saturday morning we get all the boys in and 
go over back correspondence and explain and answer every 
knotty question that has arisen during the week. We 
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take them wholly into our confidence, even to how much 
money we have made or lost. As a consequence, all are 
vitally interested, all are loyal and will fight their heads 
off for the house. 


Backing Up the Salesmen 


There are three main things that we do in this direction. 
First among these is our house organ “The Live Wire” 
upon which we spend a considerable amount of money 
and a lot of time and thought. 

Next comes a series of three letters sent out to the 
dealer every month on some line of merchandising work. 
As an example, we are getting out one series now on 
store window lighting—a movement on which we got the 
Ohio Retail Dealers Association. to tie in with us. In 
this case the letter is sent to the retail merchants. Also 
there are four letters in this particular series. 

The first letter tells the retailer how the retail mer- 
chants’ association feels about the woeful lack of good 
window lighting on the part of its members in the various 
cities. 

The second letter tells what the Association is doing 
















to correct the fault by having a man from the Edis: 
Lamp works visit all these retailers and sell them on go: | 
lighting. 

The third letter tells the merchant how to prepa 
a layout of his store and windows and mail that in :) 
us so that we can tell him just what it will take to ma! : 
the installation. All we have to do then is to price it ai | 
take it around to the merchant. 


Finally the last letter sends back the layout with pric: ; 
and suggestions (provided it cannot be taken back by 
salesman). 


In all this series of letters no attempt is made iv 
push certain goods or equipment, except in one littl: 
post script on the last letter which mentions by name the 
manufacturers of the reflectors and glassware that w: 
recommend. 

As the last method of backing up the salesmen we 
issue a price change list as frequently as required—not 
the elaborate illustrated kind but a simple little sheet 
that the contractor,can fold up and carry conveniently in 
his pocket. (Turn to page 102.) 





NE day at the St. Louis World’s Fair an old negro in 
overalls and a battered porter’s cap stationed himself 
at the entrance to one of the huge washrooms, which men 
were entering at the rate of about 20 per minute. The old 
fellow’s appearance was more or less comical, his voice was 
- musical and a genial grin lit up his face. “Woa!” he 
would shout at every man who came in, “whoa there, boss! 
Ten cents! Pay me, gents, pay me!” Now, the service was 
free and when he began it was 100 to 1 he would meet with 
sudden death or broken bones. On the contrary, he col- 
lected eight dollars in dimes before the law descended on 
him. Furthermore, the judge was feeling good and stayed 
the fine, so the money wormed out of 80 people was all 
velvet. 

This old codger was working on percentage. For every 
man who gave a dime, 10 ignored his plea. But every so 
often some fellow, either a startled countryman or a proud 
city dude, contributed another “red” toward the evening 
game of African golf. Approximately 10 per cent of over 
800 men paid 10 cents each without rhyme or reason as the 
result of this rush act. 

Street fakirs, hucksters, collar-button peddlers, con- 
cession men—all work on this percentage basis. A cat 
will stalk 50 birds between 4 A. M. and breakfast and only 
find one foolish enough to hold still a fifth of a second too 
long. Even the despised panhandler of the city streets 
exists through his knowledge of the psychology of per- 
centage. He hasn’t much of a story, just a sidling approach 
and a few mumbled words—“a cup of coffee” or “a bed 
for the night.” A 10-second sales talk with no overhead 
and if there is no result Mr. Broke-and-Hungry is working 
on another prospect before the first is out of sight. He 
knows that if he asks enough people in a day a certain 
number are bound to fall. 

Percentage applied to salesmanship is illustrated by the 
old saying: “The man who makes the greatest number of 
calls gets the most business.” This does not mean that a 
man has only to speed over his route asking hurriedly for 
an order and depart in haste. Neither does it alter the 
fact that some salesmen will always get more business from 
six calls than others will from 20. But it does mean that, 
with other things equal the fellow who presents his proposi- 
tion to the greatest number of prospects will show the 
largest volume. 

Suppose he has a list of 100 potential buyers. The third 
or the fourth or the seventh one he calls on happens to be 
a strange concern discovered, by accident. The salesman 
gets a large order from this concern. He didn’t expect 

it, he is secretly astonished, and goes out congratulating 





Percentage 














A Cat Will Stalk 50 Birds Between 4 A. M. and Break- 
fast and Only Find One Foolish Enough to Hold Still 
a Fifth of a Second Too Long. 


himself on “luck.” He is apt to overlook the fact that 
somewhere in the neighborhood there are other orders to 
be had in the same manner. The occurrence should whet 
his appetite for poking into many more strange places of 
business looking for similar windfalls. 

Now comes the hard part. An electrical jobber’s salesman 
is only human; no matter how carefully he may live up to 
his principles of system and industry he cannot go beyond 
a more or less uncertain limit as to the number of calls 
made. Obstacles are many, such as time wasted in waiting, 
absence of prospects, traffic delays, prolonged discussions, 
etc. All he can do, then, is to keep every clue constantly 
in mind, study his schedule and keep everlastingly on the 
go. Which is exactly the line of action a man takes when 
he catches the percentage fever and finds that it pays extra 
dividends. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALES MAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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MARKET PRICES MARKET PRICES MARKET PRICES 
July 15 to General July 15 to General July 15 to General 
COMMODITY Aug. 15 Trend Aug. 15 Trend Aug. 15 Trend 
5 | > & | > 5 | > 
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Street ne 2} 6/12] 0|20)] 0 4]; 6] 10 oF Bad 1 erst Si @i 61% 
Heating WppePemeee agin dc owscce'cnsess cocuas 5117] 12 32 Wes 15|14| 0/27/ 4]) 2} 6] S$] 0] 10] 1 
Motor-driven appliances ...... ..cseeeeeees 1/18/11] 0/25] 0 iB: 7/18} 0} 23} Sii O| 6] 4] O}] 9] 1 
Mand. 253.20 cok ce ae eek ae Fé cee ewreeeees 6; 10); 18 0 | 29 5 2;11)] 18 1 | 28 2 5 + 2 0; 10 1 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Vestern States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla 


oma and Texas; Central States all between. 
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Capacity for Infinite Toil 


The Wishbone and the Backbone 


By Dr. Frank Crane 


‘6 O MANY of us,” says Perey Johnston, 
S president of the Chemical National Bank 
of New York, “get the wishbone where 
the backbone ought to be.” 
There are two elements to success. One is to want 
something hard enough. 
Many are deficient here. 
They have no dominant 
desire, no driving ambi- 
tion, no healthy dissatis- 
faction. The other ele- 
ment, however, is more 
often lacking. It is to have 
sense enough to pay the 
price for what we want. 
In other words, to do the 
things necessary in order 
to obtain what we want. 
There are, for instance, 
thousands of young 
people in the great cities 
who wish to be artists or 
musicians or writers, but 
probably only a few of 
them are doing every day 
the hard work necessary 
to obtain their desire. 
Everybody wants to be 
loved, for to have some- 
one love you is a very 
comfortable and_flatter- 
ing feeling. But how few there are that day by 
day in every way are trying to render them- 
selves lovable. And if there is anything that 
requires backbone as well as wishbone, it is love. 
The country is full of soured, disappointed 
and cynical people who think the worldisagainst 
them and the fates opposed to them because they 





(Copyright, 1924, by Dr. Frank Crane) 


want something or other with all their heart 
and have a very prominent wishbone indeed. 
Their trouble is that they do not feel disposed 
to do the daily unremitting digging which in- 
telligence shows is needed. 

We all need inspira- 
tion, ambition and ideals, 
but it will do no good for 
these favoring winds to 
blow unless we get to 
work and put up our 
sails. 

Somebody called gen- 
ius the capacity of infi- 
nite toil. And that is per- 
haps the best test of gen- 
ius. If you want to be a 
violinist to the extent that 
you are willing to practice 
day after day the most 
grilling exercises, that is 
one good proof that you 
have real ability. If you 
want to such an extent to 
get on in your business 
that you apply yourself 
unremittingly, study 
about it, never neglect 
it, that is one indica- 
tion that your backbone 


is in reality strong 
enough to balance your wishbone. Goethe 
drew a_ distinction between “tendency” 


and “‘talent.”’ The world is full of second-raters 
with tendencies more or less vigorous. But it 
is not so full of people who have real talent that 
has been developed through their own individual 
hard work. 
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Pictorial Review of Electrical Developments 


One of the most urgent needs of radio is a loud speaker 
that will reproduce music faithfully, one that will 
make a piano sound like a piano, and that is capable of 
reproducing all the rich low notes of an orchestra and 
organ. Photo shows a whale of a loud speaker. Paul De 
Kilduchevsky of New York, N. Y., is seen holding the 
one he has just invented. He used an enormous horn for 
the demonstration, but any small curved horn can_ be 
used just as well—MHadel § Herbert. 


Virginia Smith of Lollipop, puts more vim in her dane- 
ing, when it’s atune with radio music. Here she is shown 
hopping over the set, just one of the steps in her prac- 
tice session. Gertrude Bryan is shown tuning in.—Foto- 
grams. 


Bathing girls frolic and dance to the tune of the radio. 
The bottom picture shows Peggy Watts with a radio set 
on the elephant’s back entertaining two of her friends 
while they do stunts with trained elephants. “Bring your 
radio with you.”—HWadel § Herbert. 
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F. Rieg of the Radio Corpora- 
tion of America, is seen welding 
grids, filaments and plates of ra- 
diotrons used in the manufacture 
of radio tubes. This machine en- 
ables the welder to make the very 
fine connections that are necessary 
in the tubes. ‘The machine is the 
very latest type obtainable.—¢ 
Henry Miller News Picture Serv- 
ice, Ine. 


Talk about tireless! ‘The drop 
of mercury in the little glass tube 
of this mercury switch in the cen- 
ter circle, which is used to flash 
on and off the lights in the new 
General Electric street traffic sig- 
nals, travels from end to end of 
the tube once a_ second, which 
means 381,536,000 times during a 
year of continuous operation. In 
doing so, it covers a distance of 
approximately 1,000 miles, al- 
though the tube is only about two 
inches long. The tube is rocked 
by a little clock motor through 
gears which run in oil and oscil- 
late the tube once a second. The 
mercury rushes down to one end, 
makes a contact which flashes the 
light on for a second. It is run 
by a 4-watt motor, 


“W. L. Percy” fhe 
best known signature 
in the South West. It 
signs over one half a 
million checks per vear, 
most of which are pay 
checks for labor em 
ploved by the Southern 
California Edison Co., 
and for materials and 
supplies purchased in 
Southern and Central 
California. Major W. 
l.. Perey, the veteran 
treasurer of the com- 
pany signing checks 
with the signagraph 
which signs four checks 
at a time, for the 67,- 
000°) Edison stockhold- 
ers. Since the Edison 
company began its peo- 
ple’s ownership policy 
a few years ago, Major 
Percy has checked out 
over nineteen million 
dollars in dividend 
checks. ‘The machine is 
one of a battery of six, 
which fills in and ad- 
dresses 1500 Edison 
dividend checks pet 
hour. 


























Every night this giant searchlight on 
the Union Trust roof, Cleveland, O, 
throws its 300,000,000 candlepower beam 
into the clouds. The beam rotates slow- 
ly, and on clear nights may be seen for 
125 miles. This light will spell Cleve- 
land to night air pilots and vessels on 
Lake Erie. Installed during the opening 
of the new Union Trust banking quar- 
ters in its new 20-story building, the 
searchlight has caused comment from 
thousands in northern Ohio. 
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George S. Coleman of Washington, D. C. is shown in the 
picture on the right with his new apparatus for reproducing on 
a screen every move made on the baseball field. He has been 
working on the device for over 10 years. It is the second board 
he has made and is the most delicate apparatus in existence. 
To show the movements of ball and players 19,000 feet of wire 
and 400 electric bulbs are used. The wiring and switch tables 
are necessarily of a complicated nature. 

In the photograph above is the 80-foot screen which is painted 
white and shows the grounds, grand-stand, bleachers, etc., filled 
with people. As fast as the plays come in over the wire they 
are thrown on the screen in true movie style. You see the 
pitcher, left handed or right, as the case may be, wind up, curve 
the ball over the plate. The batter hits the ball, runs the bases, 
slides, ete. You also see the catches and throws made and the 
umpires giving decisions. No announcements are necessary. 


livery move is thrown on the screen. 



















ok 

The photo on the right shows an automobile of 
the Western Electric Public Address System so 
equipped that orators and political speakers will 
not have to rely on the old soap box. Plenty of 
room for both lecturers and apparatus and ex 
treme mobility are the chief recommendations. 
There is a platform built on the rear ef car, which 
is equipped with two sets of amplifiers to broad 
cast speeches throughout the country-side, and 
will be used in the coming campaign. It is now 
being used in Washington as an experiment. 
PO ae 








The name of the player at bat and the record of balls, strikes, 
cuts, etc., are shown on the ends of the grandstand facing the 
audience. Even the coachers are seen “doing their stuff” at 
first and third bases. Although it gives the results of all plays, 
it is not a score board; rather it furnishes the only moving 
picture in the world thrown on a screen without the aid of a 
moving-picture machine. This apparatus has been in use at a 
Washington theatre during the last western trip of the Wash- 
ington ball team.—Henry Miller Service. 


Miss Florence Holland is seen examining the 
largest and smallest Coolidge X-Ray tubes at the 
National Academy of Science in the national cap- 
ital. They are doubly interesting because of their 
value to the cause of health. The largest one is 
the most powerful tube that has been developed. 
It is designed for therapeutic work and has fifteen 
times the output of the tubes ordinarily used. 
The small one is the “Oil Immersed Dental Tube.” 
In spite of its size it has an output equal to the 
standard size dental tube.—Henry Miller Service. 
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Frank DeWitt Lawrence 


President and General Manager, The F. D. Lawrence Electric Co., Cincinnati, O. 












September, 1924 


THE JOBBER'’SfJJSALESMAN 








MEN YOU SHOULD KNOW 


Frank D. Lawrence 


things done. Whenever there is a big job of civic 

. service, of municipal advertising or community 
promotion, whenever there is a community chest to be 
filled, a red cross drive to be put over, an emergency re- 
lief fund to be raised, a hospital to be built, a fall 
festival to be staged or an orphans’ outing to be provided, 
they pick out the busiest men 
in the city and make them re- 


D = in Cincinnati they have a way of getting 


President and General Manager, 
the F. D. Lawrence Electric Co. 


what is the connection between this individual who “pulls 
off” orphans’ outings and the man whose organization dis- 
tributes Edison Mazda lamps over the greater part of 
four states. The copper will have no difficulty in con- 
vincing you that the two men are one and the same, but he 
will leave very little doubt in your mind as to which of 
the two F. D. Lawrences is the greater man or the more 
interesting man in his estima- 
tion. To him the Mr. Law- 





sponsible. And it never fails. 
One who is familiar with Cin- 
cinnati and her affairs wonders 
how some of the leading men 
find time to attend to their own 
business, so constantly are they 
employed in unselfish service 
of the community. 

There’s Frank DeWitt Law- 
rence, for example. The elec- 
trical industry knows him only 
as the quiet, modest, but tre- 
mendously efficient head of the 
electrical jobbing business 
which bears his name. For 20 
years, Mr. Lawrence has been 
consistently before the industry 
of Ohio, Kentucky, West Vir- 
ginia and Indiana, always in 
the role of the progressive mer- 
chant whose one and only ap- 





A Good Citizen 


(THE electrical industry 
knows F. D. Lawrence as 
the quiet, modest and efficient 
head of a large jobbing business. 
But the people of Cincinnati are 
more apt to think of him as the 
man who annually gives an out- 
ing to 2,000 orphan children and 
who is always to be found a 
working backer of every worthy 
civic movement. 
has the time to do all these things 
is because he is efficiency exem- 
plified. He does not talk “sys- 
tem”’—he embodies it. 


rence who, year after year, ar- 
ranges the details for the an- 
nual outing of the 2,000 orphan 
children from the institutions in 
Cincinnati and the Kentucky 
towns across the river, is in- 
comparably a more important 
man than the dispenser of con- 
duit, wiring devices, fans and 
reflectors. 

If you happen to be a visitor 
at the Business Men’s Club, 
The Automobile Club or the 
Chamber of Commerce in Cin- 
cinnati you'll discover the name 
of F. D. Lawrence on practi- 
cally every committee that has 
exacting and important duties 
to perform, thankless work in 
abundance to do and heavy re- 
sponsibilities to carry. The 


The reason he 








parent interest was to be found 
in the engrossing game of busi- 
ness. Veterans in the electrical industry, however, look- 
ing back 20 years before that, recall the time when Frank 
Lawrence was the office boy for Post & Co. in which in- 
conspicuous position the quiet youngster was not only 
becoming familiar with electrical merchandise but was also 
beginning to establish that wide personal acquaintance- 
ship that has subsequently been so valuable a factor in 
his commercial career. 

From Post & Co., Mr. Lawrence went with the Standard 
Electric Co. of which he became general manager and 
with which he remained until its absorption by the West- 
ern Electric Co. Mr. Lawrence then became a partner 
in the Lawrence-Hall Electric Co. of which the present 
I’. D. Lawrence Electric Co. is the direct successor. 

But, if you were to blow into Cincinnati a perfect 
stranger to the place and to its people, and if you were 
to ask the first policeman you met on the street if he knew 
I. D. Lawrence, the copper would probably reply: “Sure 
[ know F. D. Lawrence. Everybody in Cincinnati knows 
He’s the man who pulls off the orphans’ outing 
every year.” 

Now the F. D. Lawrence you're looking for is an elec- 
trical jobber and not the superintendent of an orphan 
asylum. So it will require a little more information on the 
part of the traffic cop to make quite clear to you just 


him, 





same F. D. Lawrence is treas- 
urer of the Gibson House Hotel 
Co. and an active member of the Presbyterian Church. 

And right here, those who are closest to him affirm, is 
the only conflict growing out of the manifold and varied 
activities of his busy life. It is said that certain impera- 
tive obligations to drive a small gutta-percha ball over the 
grassy course of the Makatewah Golf Club not infre- 
quently conflict with the less exciting indoor activities of 
a good church member. But then, if you could only see 
his score or observe his form on the links you would agree 
that Mr. Lawrence is justified in delegating some of the 
religious duties to Mrs. Lawrence, precisely as he dele- 
gates a vast amount of responsibility in the electrical busi- 
ness to his associates,—F. W. Kleine, A. S. Riechman and 
Warner Sayers. 

While on this subject of delegated responsibility, Mr. 
Lawrence can well lay claim to be entitled to first prize. 
Last year, so great was his enthusiasm for the municipal 
exposition which has gone down into history as the Fall 
Festival of 1923, and so firm was his determination to 
make it successful, that he loaned Warner Sayers, who is 
the secretary of The F. D. Lawrence Electric Co. and 
general manager of sales, to the Fall Festival Association 
of which Mr. Sayers was the president and chief execu- 
tive. Practically six months of the time of his sales 
manager donated without one cent (Turn to page 62) 
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Why Main Fuses Should be Sealed 


By BENJAMIN CLARK 


Chief Inspector, Department of Electrical Inspection, City of Detroit 


Is it not strange that the electrical industry, the Under- 
writers’ Laboratories and the municipal inspection depart- 
ments, having gone to so much trouble and expense to make 
the use of electricity safe, are in so many cases willing 
to let their efforts go for nothing by permitting -users to 
tamper with the safety valve of installation—the fuse? 

Rarely do people “monkey” with the safety valve on a 
boiler, or overload it with weights, yet it is an everyday 
occurrence for them to tamper with fuses. 

One of our inspectors a few years ago visited a neigh- 
borhood motion picture theatre on one of his regular in- 
spection trips. Over-head sat several hundred persons 
watching the picture. Below, in the complete wiring of 
the entire building, he found scarcely a fuse that was not 
In all, he took from that installation 
Fuses 


backed by a coin. 
41 cents in money—pennies, dimes and nickels. 
had been so fixed that they would carry more load thari 
the line itself, and an overloaded circuit beyond question 
would have produced a fire, and beyond a reasonable 
doubt a panic. 

Why all this fuss about using a certain size of con- 
ductor, covered by a certain thickness of rubber? Why 
require porcelain knobs and tubes, or iron conduits to 
carry the conductors? Why the expense of testing elec- 
trical devices in the Underwriters’ Laboratories? Why 
the trouble and expenditure of inspecting the finished 
installation? Of what use is a certificate of 
inspection when five minutes after it is issued 
the user may, wilfully or ignorantly, make all 
of these precautions worthless by doctoring 
the fuses. 





Such offenses do not come under the criminal code in 
the ordinary sense. To tamper with a fuse is punishable. 
it is true, as a violation of the electrical code, but thx 
practice cannot be reached through that channel. In 
flagrant cases fines have been imposed—even jail sei 
tences been given—but this is not the way to prevent tli 
common doctoring of fuses by people who simply wis): 
to avoid the trouble and expense of replacing them when 
they are blown out. 

In a Detroit hotel recently we found 22 brass fuse: 
that had been by-passed by cutting away part of th: 
base and turning it over, thus short-circuiting the fuse. 
In another part of the same installation we found thre 
pieces of No. 8 copper wire that had been used to replac: 
blown fuses. 

The inspector in this case just happened to drop into 
the hotel. Picture what the result might have been if 
these lines had become overloaded and a fire resulted in 
the middle of the night in the hotel, which, by the way. 


was of wood and a veritable fire trap. 


Here is not only a fire hazard but a life hazard that 
at present we can avoid only by finding and correcting 
such conditions. It is not to be expected that peopl: 
can be fully educated to the dangers of this practice nor 
can it be expected that ordinances can be universall\ 
passed which will prevent tampering with fuses becaus: 

of the penalty involved. There is only on 
answer—to seal effectively the main fuses in 
every electrical installation. 


It is very difficult to say just what per 
(Turn to Page 54) 





Benjamin W. Clark, Chief Inspector, Department of Electrical Inspection, City of Detroit. 
Display Board in Detroit Fire Marshall’s Office, Which 


a Constant Warning. 


A Collection of Doctored Fuses Removed in a Short Time 
by the Fire Marshall’s Office in Detroit. 
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or Windows! 
AEE RTO NA BI 
Reserve a Window in Oc- 
tober, November and De- 
cember for the Big Benjamin 
Two-Way Plug Window 
Trimming Contest. 
Locatap—No. 1080 
Exclusive Swivel feature per- 
mits turning to any position to 
ri euming oaerrewen? §~—-«s Handsome and Useful 
tion interior and brass shell 
harmonizing with fixtures. Side M h di P * 
cuiler takes cop of ecandeed a erchandise Frizes 
Living Room Suite Desk Set 
Set of Silver 4 Sterling Cigarette Cases 
Elgin Watch No. 1A Auto. Jr. Camera 
Easy Chair Book Stand 
Wardrobe Trunk 5 No. 2 Fold. Brownies 
Mahogany Tea Wagon 5 Smoker Stands 
Wrist Watch 12 Duofold Fountain 
Traveling Bag Pens 
Localet—No. 77 Windsor Chair 5 Sets Cuff Links 
One-piece molded Bakelite 
plug. Has exclusive Swivel fea- All of the highest quality merchandise, from the advance showings 
ture so that side outlet can be of Marshall Field & Company. Forty-three prizes in all. 
turned at will to any position. 
Every Dealer Eligible 
A Complete Window Trim for Each Month Free J; 
BENJAMIN ELECTRIC MFG. CO. 
847 W. Jackson Blvd., Chicago, I11. s 
247 W. 17th St. 580 HowardSt. ~~ a 
New York San Francisco ,° 3 
Duolet—No. 122 Pa - 
Smallest —_ lightest abe ra P 
Way. Molded compositi Ps < 
hein nie aaa Contest opens October 1—Closes Pa 3 
Midnight, December 31, 1924 o a 
2 s 
f. 2 x” 
If you have not al- oo - 
ready received full — SSO 
information, mail OSD A 
the Coupon today. "SS 
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“Chief” Wilson Resigns from 
Manhattan 


C. H. Wilson, for nine years man- 
ager of the St. Louis branch of the 
Manhattan Electrical Supply Co., re- 
signed his position on July 31. The 
serious and protracted illness of Mrs. 
Wilson, which weighed heavily on 
him, brought about his decision to 
withdraw in justice to himself and 
the company. His plans for the fu- 
ture depend entirely upon the condi- 
tion of his wife’s health, and his 
many friends are looking forward to 
the return of the Chief and his fam- 
ily to St. Louis. 


Mr. Wilson was formerly with the 
New York office of the company. 
After four years there he was pro- 
moted to manage the Red Seal bat- 
tery factory at Cincinnati. His good 
record there made possible his ap- 
pointment as St. Louis manager. 
There he showed his worth by build- 
ing up the business and cementing 
together the organization. Those 
who were unable to remain with him 
during the war returned immediately 
afterwards. 


The loyalty of the Manhattan em- 
ployes to the Chief was appropriately 
expressed through a testimonial din- 





ner in his honor at St. Louis, prior 
to his leaving with Mrs. Wilson for 
a rest on Long Island. The accom- 
panying photograph shows the group 
at dinner. Mr. Wilson and Clarke 
Methot, manager of the Chicago 
house, are at the head of the table. 
The attendance was 100 per cent, 
although the dinner had been de- 
cided on rather quickly, the only ab- 
sentees being a couple out of the city 
on vacations. 
* * xX 


Change at the Garfield 
Electrical Supply 


There has been a change in the or- 
ganization of the Garfield Electrical 
Supply Co., of New York, N. Y. 
Leonard S. Samel, sales manager, is 
now secretary of the company, replac- 
ing Mrs. Geo. Lichtenstein, retired. 
Geo. Lichtenstein is still president 
and treasurer, while V. J. Shear con- 
tinues to hold his post as vice-presi- 
dent. The company has taken on a 
new salesman in M. Fried, formerly 
with Philip Adison. While this is be- 
ing written, we are informed that Mr. 
Lichtenstein, Sr., father of the presi- 
dent, and a director in the company, 
has passed away. We wish to extend 
our heartfelt sympathy. 


Testimonial Dinner Given for C. H. Wilson by Manhattan Employes 














Terry and Lindsey Beat Best 
Golf Champs 


Cyril Walker, Open Champion of 
the U. S. A., and his partner, Bobby 
Cruikshank, runner-up to Bobby Jones 
for the same title in 1923, arrived at 
Cedar Rapids, Ia., on Saturday Aug 
ust 9 for a special 18 hole golf match. 
Their opponents were none other than 
J. B. Terry, president, and Kenneth 
Lindsay, sales manager of the Terry- 
Durin Co., of Cedar Rapids. The 
amateur representatives of the electri- 
cal jobbing industry came home in 
front. Terry knocked out a 72, one 
stroke over the course record, and won 
three holes. Lindsay, Walker and 
Cruikshank each won a hole. This was 
one of only six defeats for Cyril and 
Bobby in the last 38 matches of their 
western tour. 

On the afternoon of the same day 
Terry and Lindsay hooked up with 
Bill Bathie, Waterloo pro and Open 
Champion of Iowa, and George Tay- 
lor, Cedar Rapids pro. Again the job 
bers breezed home in the lead, 5 and 4. 
They had a “best ball” of 67. It was 
truly a great day for the electrical 
jobbing industry. Lindsay modestly 
pretended to be surprised at the vic- 
tory, saying: “You can’t tell where 
you'll get an order nowadays.” 
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In the year 1906, X-Ray Engineers developed the first show window 
reflector to produce scientific window lighting. Next, they put 
color in the display window by inventing the X-Ray “Color-Ray.” 
Following this, the X-Ray organization again led the way with the 
startling, new show window FLOOD Light. 


Now—(in 1924)—the latest step in creating light that sells—the 
development of GIANT and LEVIATHAN for Super-Lighting 
the World’s most progressive windows. A distinctly new art— 
opening the way to bigger sales. Super-Light brings Super-sales! 


Curtis Lighting, Inc. 


3i W. 46th Street 1131 W. JACKSON BLVD. Merchants Nat’! Bank Bldg. 
New York CHICAGO Los Angeles 
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Says one jealous cat on looking at this 
photo: “No wonder they caught so many— 
look at the flock of poles behind Munding.” 
But those belong to the tackle store, so 
we'll have to give the boys full credit. On 
the right is W. A. Munding, sales manager, 
Wesco Supply Co., Memphis, Tenn. Hold- 
ing up the other end is Carl J. (Shorty) 
Gates of the Gates Electric Co., Gulf- 
port, Miss. The victims are green trout. 
(Maybe that’s why they bit so readily.) 





Group Insurance for Double- 


Day Hill 


Executives and employees of the 


Doubleday-Hill Electric Co., Pitts- 


burgh, Pa., and Washington, D. C., 
have united in the acquisition of group 
life insurance protection, thtough a 
group policy placed with the Metro- 
politan Life Insurance Co. 

Each of the 115 employees partic- 
ipating in the group policy will be 
protected for $1,000, the cost of the 
premiums being shared by the employ- 
ing firm and the employees them- 
selves. 

In additon to the insurance protec- 
tion, the insured employees are eligi- 
ble to the Metropolitan Life’s nurs- 
ing service, which is maintained by 
that company in more than 4,000 cities 
and towns. In the event of illness, 
a Doubleday-Hill employee may sum- 
mon a Metropolitan nurse, who will 
assist the family in making the pa- 
tient that 
the instructions of the attending phy- 


comfortable and will see 
followed. 


* * * 


Salt Lake Men in the East 


J. A. Kahn, president and general 


sician are 


manager of the Capital Electric Co., 
Salt Lake City, Utah, attended the 
of G. E. distributors at 


Association Island. He later visited 


convention 


Schenectady and spent a week’s va- 
cation in Chicago. 

Elmer Johnson, of the same com- 
pany, attended the school for lamp 
salesmen and illuminating engineers 
conducted by the Edison Lamp works 
at Harrison, N. J. He also visited 
New York, Cleveland and Chicago. 





Song-goya! Tula-wah! 
Make-hai! 

The Alpha Electric Co. of New 
York, N. Y., received a Westinghouse 
fan display sign printed in Chinese 
characters. Walter Williamson, gen- 
eral manager, jestingly told “Pop” 
Crosman, one of the Alpha salesmen, 
to hang the sign in the window, 
which he did. Soon after a prosper- 
ous-looking Chinaman was _ seen 
studying the card. ‘Pop’, who had 
picked up some Chinese in the Navy, 
rushed out and button-holed the 
Chink, who, it developed, was about 
to open a chop suey restaurant, con- 
sequently was in the market for fans. 
Unforteunately Alpha wouldn’t ex- 
tend credit and the Chinaman would 
not pay for the fans until he received 
them. All ended well, however, when 
Crosman dragged the customer to the 
bank and had him make out a check 
in escrow for 15 fans. Oh hah yai! 


* * * 


Peerless Light President Dies 


Max Herskovitz, president of the 
Peerless Light Co., died at Wesley 
Hospital, Chicago, on August 12, af- 
ter an operation for appendicitis. He 
was 53 years old. 

Mr. Herskovitz came to America 
as a poor immigrant boy 40 years 
ago. He organized the Peerless 
Light Co., with a capital of only 
$2,500. He was a director of many 
charitable Mrs. Hers- 
kovitz and two children survive him. 


institutions. 


Peabody Holds Sales 


Conference 


The Peabody Electric Co., Musko 
gee, Okla., held an interesting sales 
meeting at the Hotel Severs on August 
9, The speakers were A. D. Peabody 
president, followed by A. H. Eller 
man, Moloney Electric Co., B. H. Sul 
livan, Westinghouse Lamp Co., and 


Frank Clemens, Edw. N. Riddle Co. 





Peabody Sales Meeting. 





In the photograph, reading from 
left to right are: (front row) Frank 
Clemens, Edw. N. Riddle Co., who 
was responsible for the wonderful 
“eats”; B. H. Sullivan, Westinghouse 
Lamp Co.; G. B. Fisher, salesman, 
Peabody Electrie Co.; J. W. Karn, 
ditto, and R. E. Morganthall, sales 
manager. Rear row: A. F. Anderson, 
Westinghouse Lamp Co.; A. D. Pea 
body, president; J. W. Wood, sales 
man; A. H. Ellerman, Moloney Elec 
tric Co., and F. H. Neben, secretary 
treasurer, Peabody Electric Co. 








This is E. A. Stewart who used to be the manager of the L. A. Electric Suppl) 


Co. 


Stewart is a popular chap with the electrical fraternity in Los Angeles, Calif 


and organized his own company about a year ago and has been doing very well. In th: 


photograph, the customer he is talking to is “Pierce” Cunningham. 


picture is no longer with him. 


The boy in th: 
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Adjusts any 
PF position 





Decorated Ivory Decorated Bronze 


New $3 Decorated BUSS Clamp-o-Set! 


It sells on sight and makes the retailer an even $1 profit 


iu know the Buss Clamp-o-Set. Probably have sold many of them. You know what a handy light 
is—how it clamps—how it hangs—how it adjusts, and how it may be carried around from place to 
ice wherever light is wanted. Here is a new Clamp-o-Set—a Decorated Clamp-o-Set—it will increase 
e retailers profits—it will increase sales. 





me mechanical features as the regular Clamp-o-Set—clamps anywhere—adjusts any position—hangs 
Same home and office uses in hundreds of ways and places and in addition is exceptionally beau- 

ul, blending and harmonizing with any color scheme or room decoration. 

does not take the place of regular $2 Clamp-o-Set. It fills two fields—the want of a decorated 

np—and the all ’round usefulness of the Clamp-o-Set. It will give you new sales. = 

ld to people who never owned a Clamp-o-Set. Sold to people who already have one or more Clamp- 

Sets. Sold anywhere, to every one—on sight. 





hard to believe that such a beautiful article with so many uses can be retailed for $3.00—with a 
ht to the retailer of a full $1.00. You can easily figure what a big market there is for every 
ber in this new decorated Buss Clamp-o-Set. Regular 


BUSSMANN MEG. CO., ST. LOUIS, MO. Clamp-O-Set $2 


Clamp-o-Sat 
The Handiest Light in the World 
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A group of hustlers from the Brooklyn branch of the Sibley-Pitman Electric 


Corp., New York, N. Y. 


From left to right: 


Miss Dugan; Elmer Roder; Eddie 


Moore; Dick Jones; Jack Parks, branch manager, and “Hoppie” Hopkins. 





Western Electric Opens House 
in Albany 

A new branch wholesale house of 
the Western Electric Co. opened 
Monday, July 21 at 88 Hudson 
street, Albany, N. Y. J. J. Portley 
who has represented the company in 
the Albany district for some years 
past has been appointed manager. 





J. J. Portley 


It was found that the electrical re- 
quirements of the upper Hudson and 
Mohawk Valley district demanded a 
more localized stock service with man 
power on the spot to speed up deliv- 
eries. This will be the forty-ninth 
supply distributing branch house in 
the Western Electric national chain. 
Complete stocks of wiring supplies, 


conduit, lamps, lighting fixtures, mo- 
tors, motor control apparatus, line 
materials, power and light plants, 
household electrical appliances, ete., 
will be distributed from this house 
to the electrical trade. 


* * * 


News of the Salesmen 


Wm. T. Iffland resigned his posi- 
tion with Otto Reiman, Inc., Chicago, 
Ill., on Augeust 19, to cover the 
Central Western States for the Colo- 
nial Chandelier Works, New York, 


M. a. 


Chas. B. Price has accepted a posi- 
tion with the Sands Electric Co., 
Wheeling, W. Va., covering northern 
West Virginia, eastern Ohio and 
Western Pennsylvania. 


E. G. Sloan is now with the Whole- 


sale Electric Co., San Francisco 
Calif. 
The Columbian Electrical Co., 


Kansas City, Mo., has added Don 
Leeson to its sales force. Other new 
men are Joe Snider in the lamp de- 
partment and Harry Covil on the 
counter. 

F. E. Foster and H. Gordon are 
new salesmen with the Electric Con- 
tractors Supply Co., Des Moines, Ia. 

J. E. Ramsey, formerly city sales- 
man for the Cabell-Irby Co., Jack- 
son, Miss., will travel the western 
part of the state for the same com- 
pany. 

Geo. C. Adwers and Robert Bein- 
dorff are new salesmen with the 
Granden Electric Co., Omaha, Nebr. 

As a reward for especially good 
work in its store, the Rumsey Elec- 
tric Co., Philadelphia, Pa., has pro- 
moted B. S. Bristow to travel the 
southern New Jersey teritory. 

J. W. Kaen, formerly with the G. 
E. Co., is now selling for the Pea- 
body Electric Co., Muskogee, Okla. 

A. A. Gruber has succeeded H. E. 
Carrell in the stores department ot 
Western Electric Co., Cincinnati, O. 

* * * 
Bisbing Organizes His Forces 

Joe Bisbing of Standard Electric 
Supply Co., Philadelphia, Pa., has 
whipped out a strong sales force in 
Frank Donner, Jr., Charlie Glein, 
George Parsons, Sam Jeffries, and 
Harry Schwartz. Joe is one of thos: 
hustlers who goes out himself to show 
the boys how to do it. 











Avery & Loeb’s wrecking gang in Columbus, Ohio. Left to right are Chester Otto, 
J. P. Jones, L. W. Taylor, A. E. Hull, Herbert Bauman, R. E. Davis (rear), A. E 
Loeb, Miss M. V. Bierman (slightly hidden), Harvey Simonton, J. C. Tifft, P. D. 
Simmons, J. H. Campbell, V. M. Bates and H. V. Ackerberg. Whew! 14 of ’em 



















Connecticut-Bakelite 
Plug 


Nt 


SUMEES 














No. 990 
Duplex Unit Receptacle 


No. 7121 Bakelite Plate 
with 6276 Toggle Switch 


. e e - 

A Notable Contribution to the Art of Interior Decorating 
There is an irresistible appeal to these new Connecticut Devices of Brown Bakelite. One is unconsciously 
drawn to them by their attractive design, workmanship and harmony of color. 

The Duplex Unit Receptacle 

Beauty and utility are combined in this receptacle, to make it the ideal device for use in apartments, hotels and 
homes where “good taste” predominates. Plate and receptacle are molded in one piece of Bakelite, which ex 
tends only % of an inch into the wall box, making it simple to install. 

Bakelite Toggle Switch 
This switch, with its rich brown “egg-shell” finished plate, acts as an ornament and harmonizes with other sur- 
roundings wherever installed. “On” and “Off” are clearly indicated in white letters on the handle, and the 
absence of metal prevents all possibility of shock. 

A-1 Bakelite Plug 

In the breakfast room—is enacted the first scene of the many events that transpire during a busy day, and if 
everything functions properly at the breakfast table, the day gets off to a good start. 
The Connecticut-Bakelite Plug will do its share in the preparation of the “morning cup”, because the riveted 
prongs and non-crumbling cap always insure a perfect contact. 


For “Better Home Lighting”, Specify Connecticut-Bakelite Wiring Devices 
THE CONNECTICUT ELECTRIC MFG. CO. 


@ MAIN OFFICE AND FACTORY: BRIDGEPORT, CONN. © 


New York Chicago San Francisco 


CONNECTICUT “A-1” DEVICES 
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. Receptacle 


A New R. & S. Floor Outlet 


The illustration is that of the new R. & S. No. 2580 non-adjustable floor box. 


It is the type that is usually installed in residences, apartment buildings, stores 


or similar places. 


The electrical contractor expects to procure such floor out- 


lets from the stock of the jobber who is serving him in other materials. 


FEATURES 


The R. & S. No. 2580 is 
ruggedly built and is’ the 
easiest to install. 


. It consists of a heavy 


galvanized box with four 
one-half inch conduit out- 
lets, three of which are 
plugged with solid brass 
screw plugs. 


interior is 
mounted on a_ heavy, elec- 
tro - galvanized steel plate 
which drops into a recess in 
the hex and is secured by 
the clamping action of the 
gasketed heavy brass plate. 


ur 





The Twenty-five Eighty 


4. 


FEATURES 


The receptacle used is the 
standardand interchangeable 
type taking the standard, 
parallel or tandem blade 
caps. 


A forged brass bell nozzle 
is also provided. 


. The R. & S. No. 2580 is non- 


adjustable, made right—fits 
tight and gives the highest 
degree of satisfaction and 
long usage. 


This box is packed in individual cartons plainly marked so that a stock may 
be easily carried on the jobber’s shelves. 


We manufacture floor outlets for every requirement. 


Send for Bulletin No. 52—get your share of this profitable business in your 


territory. 


RUSSELL & STOLL COMPANY 


53 Rose Street 


Buffalo 
Chicago 


DISTRICT SALES OFFICES 


Cleveland 
Los Angeles 


Philadelphia 
San Francisco 


Birmingham 
Detroit 


New York, N. Y. 


Boston 
Portland 
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Division (on the right), invited Fred G. 
Lafferty of A. T. Knowlson & Co., out on 
the sidewalk, but the combat was called 
off out of courtesy to the photographer. 
Thanks, gentlemen. 





A Real Help for the Dealer 


The Northland Electric Supply 
Co., Minneapolis, Minn., has worked 
out a fine plan for helping its dealers 
advertise to the consumer trade in a 
telling manner. It is a four page, 812 
by 11 inch paper called the “Elec- 
trical News,” containing advertise- 
ments, valuable hints about the use of 
appliances and miscellaneous jokes 
and items of interest. 

The front page, which is shown 
here, bears the dealer’s name and lo- 
cation but the jobber’s name does not 
appear. The magazine is _ issued 
monthly and sold to the dealers in 
quantities consistent with their re- 
spective mailing lists and store cus- 
tomers. The cost to the dealer is only 
a fraction of what it would be if he 
issued an individual paper. Only one 
dealer in each community or town can 
buy the publication. 

The value of this paper to the deal- 
er’s business lies mainly in the fact 
that it is an appeal direct from him to 
his consumer trade, cultivating per- 
sonal acquaintance and featuring mer- 
chandise actually in his stock. Simple 
but attractive 
prices plainly shown create desire for 
leading articles and serve as a re- 
minder. The information printed is 
of the sort to increase interest in 
things electrical on the part of the 
consumer, and valuable knowledge of 
leading appliances is imparted. 

“We could circularize the retail 
trade promiscuously,” says D.E. Ford, 
secretary and general manager of the 
company, “and not get half the busi- 
ness for the dealer that we get with 


advertisements with 






this plan. We might advertise to twice 
as many people in each community 
and refer them to our dealer, but it 
would not have the kick there is in this 
little paper direct from the dealer. 
Every additional 1,000 circulation 
means 1,000 more prospects being sold 
on the electrical idea. We think the 
best feature of this plan is that it puts 
the dealer before his trade as being 
distinctly a merchandiser—a fellow 
who is pushing the good things he sells 
and pushing them hard. In addition, 
many of our dealers are enjoying this 
service who would never have time to 
get up a similar publication.” 

* * * 


Boehler Made Sales manager of 
Manhattan 

R. C. (Dick) Boehler is due for 

congratulations from his friends on 

his promotion to general sales man- 

ager of the New York office of the 


Manhattan Electrical Supply Co. 





which took effect July 1. Previous 
to his promotion Dick was in charge 
of sales in the metropolitan district. 
J. J. (Jack) Raftery remains general 
manager of the New York house, thus 
dividing between them the responsibil- 
ity for all the territory between Maine 
and Florida. 

* * * 

Shelf Goods 

Next! 

A woman had just learned that her 
colored work-woman, Aunt Dinah, had at 
the age of seventy married for the fourth 
time. 

“Why, Aunt Dinah,” she exclaimed, 
“you surely haven’t married again!” 

“Yassum, honey, I has,” was Aunt 


Dinah’s smiling reply. “Yassum, as of’en 
as de Lawd takes ’em so will I.” 
—e - 2 
Now I'll Tell One 

“Three-year-old Allan had been put to 
bed for his regular afternoon nap. While 
lying there trying to hold off the sandman 
his pet cat jumped upon the bed and re- 
mained there purring loudly. After gaz- 
ing at it a few minutes Allan exclaimed, 
‘Hey, you! Why don’t vou shut off your 
motor when you’re standing still? ” 





ELECTRICAL NEWS 





Do It 4 Do It 
Electrically ( Your Firm Name Here ) Electrically 
VOL. I (NAME OF YOUR TOWN HERE) AUGUST, 1924 Number 7 





Our Policy--- 


oughly reliable firm. 


years to come. 


competent, reliable and responsible. 


There are so many ways electrical work may be “skimped” 
by unreliable workmen that not only your satisfaction, but 
yeur pocketbook demands that your wiring be done by a thor- 


Our aim is not to see how little we can put into a job and 
have it just pass muster, but rather how good a job we can 
give you for the money you spend. We are in business to stay 
and the work we do for you now is going to advertise us in 


After all, as in most any other business deal, it pays to 
know that the “other party” in an electrical contract is really 


What Is the Life of a 
Washing Machine? 


Washing machine salesmen are ofter 
confronted with this question by pros 
pective purchasers, and are sometimes 
hard put for an answer 

It is difficult to estimate the life of a 
washing machine because the conditior 
surrounding each machine in the home 
of the owner differs widely Som 
women take excellent care of their 
washers, oiling them regularly, keeping 
them clean and using them 








Just What He Needed. 
Said Jones sadly, “Something I . 
said to my wife the other day oTend- said 
ed her so much that she hasn't spo- “ 
ken to me since.” 
“Old chap,” 


returned Henpeck, 


with painful eagerness, “would you 
mind telling me what it was you 


The man who meets the most op- 
portunities makes the most of them 








FANS 





8-Inch Northwind No. 44 
Non-Oscillating 
2-Speed Mat 
Brass Finish 


Price $8.00 





NORTHWIND 


7 

Handy Little Fans for Every World 
Room in the House Salt Lake City, Utah, has more elec- 
tric bake ovens per capita than any 
other city in the world. It has more 
The Northwind 1s a small, low-priced bake ovens in actual number than any 
fan. It is a good fan, too—madec and city except Chicago, and the population 
guaranteed for a year by the Emerson there is 30 times that of Salt Lake City 
2 : At the present time the Utah Power 
Electric Manufacturing Company. and Light Company has 79 bake ovens 
on its lines, 59 of them in the city itself 


10-Inch Northwind, No. 450 
Oscillating Type 
3-Speed 
Dull Black Finish 


Price $18.50 


regularly 

Other women are not so careful. The 
machine may not get oiled frequently, 
sometimes it is allowed to stand out in 
the weather, sometimes on the back 
porch, subjected to extreme heat and 
cold and sun 

But here is the record of one of the 
careful women. Mrs. Prentiss of Ber 
nington, Vt.. bought her washing ma 
chine in September B Since that 
time she has averaged 28 washings a 
week. This would average about 1,456 
washings a year. 

Figuring that the average woman will 
use her washing machine about 50 time 
a year, this shows that this machine has 
already accomplished over 29 years of 
actual family service 

While washing machines are not sold 
as cemmercial laundry equipment, it i 

™~ quite evident that the washing machin 
today is built to last for many years 


Where They “Do More 
Electric Baking Than in 
Any City in the 


These ovens range from a 30-loaf to a 
60-loaf capacity. The largest oven will 
bake 24,000 1-Ib. loaves in 24 hours 
More than a million kilowatt-hours are 
used annually for baking on the Utah P 





Power and Light Company's system 
The following daily ration is baked by 
electric ovens in Salt Lake City: 6,468 
, loaves of bread; 3,393 dozen rolls: 1,307 
cakes; 3,019 pies, and 325 Ibs. roa 








t meat 








Front Page of Northland’s “Electrical News” 
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New Dallas Building For 
Western Electric 

Three blocks east of the familiar 
Union Station in Dallas, Tex., stands 
the new, modern home of the Western 
Co., has just been 
opened for business. Centrally lo- 
cated, at the corner of Wood and Aus- 


Electric which 


tin streets, the building is easy to 
reach from all of the transportation 
lines. Experience gained in 49 West- 


ern Electric houses has been drawn 
upon to make the new Dallas head 
quarters up to the moment in every 
detail. 

The equipment for handling mate- 


rial, including lift trucks, conveyors 





New Home of the Western Electric Co., 
at Dallas, Texas 


and spiral chutes, is of the latest type 
and means speed in packing and ship- 
ping orders. With a location so close 
to the freight depots, it is now pos- 
sible to make shipments considerably 
later in the afternoon than formerly. 
This will often mean a saving of a 
full day’s time to the consumer. Close 
to the loading dock and the broken 
package stocks are the packing and 
shipping departments, which means 
that the time elapsing between the re- 
ceipt of an order and the departure of 
the shipment is cut to the minimum. 
Next door to the office is a display 
room, in which a full line of Western 
Electric appliances, power and light 
outfits and lighting fixtures are shown. 
Here customers are invited to see and 





try for themselves the quality prod- 
ucts which interest them most. Win- 
dow display suggestions will be 
worked out in a built-in window, com- 
pletely wired and equipped with dis- 
play lighting fixtures and lamps. Con- 
tractors and their customers will be 
able to see, in this model window, vari- 
ous types of lighting equipment, op- 
erating under service conditions, and 
to select by actual test, the form of 
lighting best suited to the customer’s 
needs. 
* * * 
Changes in Personnel 

John Eichman is now manager of 
the Radio department of McCarthy 
Bros. & Ford, Buffalo, N. Y. 

J. W. Davis, formerly with the 
Sackett Mine Supply Co., Columbus, 
O., has been appointed assistant gen- 
eral manager of the Hughes-Peters 
Electric Co., of the same city. 

J. O. Newberry has left Huey & 
Phillip, Dallas, Tex., to 
manager of the Radio department for 
the Tel-Electric Co., Houston, Tex. 

R. F. 
ployed as assistant sales manager by 
L. A. Wooley, Inc., Buffalo, N. Y. 


A. J. Callaway, former sales man- 


become 


Haynes was recently em- 


ager in charge of Western Electric’s 
Salt Lake branch, has been assigned 
to the same position at Indianapolis, 
Ind. 
cago house, then at San Francisco. 
His Salt Lake pals will miss him, 
but are glad to see him promoted. 
J. M. Perlewitz, who succeeds Cal 
at Salt Lake, has lived there 18 years 


“Cal” was once with the Chi- 


and is well known and liked. 
K * OK 


Electragists at West Baden 

The Association of Electragists, In- 
ternational, will hold its 34th annual 
meeting at West Baden Springs, Ind., 








A striking 


“ 





June Bride” window display, featuring appliances, which helped 
summer gift sales of the Milnor Electric Co., Cincinnati, O. 
and trimmings brought out all the articles clearly and the arrangement is symmetrical. 


the 
The white background 





Perhaps one of the reasons for the seri 
cus expression on this man’s face is the 
added responsibilities of a company which 
has just increased its size. For the benefit 
of those who don’t know him, he is H. J. 
Hornung, general manager of the Monroe 
Lamp & Equipment Co., New York, N. Y 





October 4. An 
elaborate program has been prepared. 


September 29 to 


no less than 20 formal addresses be 
ing provided for in addition to th: 
various committee reports. Also, pro 
vision has been made for a good en 
tertainment program. 

The electrical jobbing industry will 
be well represented on the speakers 
rogram by W. R. Herstein, of th 
Wesco Supply Co., Memphis, Tenn. 

* * * 


Jobbers Active in Associations 

S. C. Greusel, secretary and treas- 
urer of the G-Q Electric Co., Milwau- 
kee, Wis., was recently elected presi- 
dent of the Milwaukee Association of 
Credit Men. Perry R. Boole, vice- 
president and general manager of the 
same company, has been elected presi- 
dent of the Electrical Association of 
Milwaukee. 

Stuart C. Irby, vice-president 01 
the Cabell-Irby Co., Jackson, Miss. 
is now officiating as secretary-treas 


urer of the Mississippi Electrica! 
League. 
L. F. Philo, general manager 0! 


the Tel-Electric Co., Houston, Tex. 
has been elected president of th: 
Scu'thwest Radio Jobbers Ass’n. 
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P&S Sign Receptacles 


With New 8-Notch Feature 


Form 1482 shows 
Receptacles for Light- 
ing Units—Get a copy. 





Wall Hanger 9”x12” 
shows Complete Line 
— Write us now. 


















P&S 61988 P&S 1140 P&S 4109 
Patented Wrench Patented 


Pioneering 


Twenty years ago—we made the first sign 
Receptacles. We are leaders today in the 
manufacture of Standard Sign Receptacles. 


A New Advance 


8-Notch Receptacles for Ideniified Wiring are easy to 
install. A notch in Lower Side of the hole punched for the 
Receptacle Drains the Receptacle and Prevents Turning. 





P&S Pliers in use 


Lug formed by Pliers 
engages a Tlotch in the 
Receptacles. 





Pass & Seymour, Inc. 
Solvay Station Syracuse, N. U. 
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New Warehouse for Piedmont 

Late in August the Piedmont Elec- 
tric Co., Asheville, N. C., opened its 
new warehouse in Greensboro. Lo- 
cated at Walker avenue, South 


inscribed the motto ‘Be Not Too 
Bold.’ In other words, this motto 
meant courage plus horse sense. So 
on contracting to settle a dispute, he 
first found the challenger’s strong 











Greensboro Warehouse of 


Spring street and the Atlantic & 
Yadkin R. R. tracks, this building 
has approximately 16,000 sq. ft. of 
floor space, a private side track for 
three cars and a truck yard so placed 
that merchandise can be unloaded 
directly out of the warehouse. 

This branch shown in the accom- 
panying picture, is the result of press- 
ing need for wider distribution, as 
the company’s business is rapidly 
and steadily increasing. 

* * x 
What Can be Learned From 
Galahad 

Frank Watts, in his magazine “The 
Hour Glass,” likens Sir Galahad to a 
wise salesman, drawing the analogy 
in this wise: 

“Sir Galahad, a stately iron clad of 
the knightly age, had emblazoned on 
the front of his shield the legend ‘Be 
Bold.’ It was a good advertisement. 
It signified that here was a man of 
courage, nerve, gall, brass, crust, rind 
or whatever you happened to be in 
the market for. 
Satinshirt, following the popular cus- 


Now, supposing Sir 


tom of gentlemen then and now eloped 
with say, Sir Tincoat’s Lady Elsinore. 
He was not obliged later to meet the 
peeved husband in some forest glade, 
there to gently and courteously battle 
axe with him until one or the other 
was ready for a date with the under- 
taker. Instead Sir Satinshirt, being a 
little thoughtful for his complexion 
would simply hire Sir Galahad to at- 
tend to these little details for him. 
This made it pretty smooth for Sir 
Satinshirt. 

“Now Sir Galahad was a business 
man. On the reverse side of his 
shield away from the public gaze, was 








&) ¥ 


the Piedmont Electric Co. 


point. If the latter was skillful with 
the lance, Sir Galahad, being an all 
around expert, would name battle axes 
or some other weapon in which his 
opponent was weakest. That is why 
he won. 

“Such a policy is a good one to 
play in the game of selling. The 
buyer is generally glib with all kinds 
of reasons for not buying. There is 
usually, however, a line of approach 
—a weak point in the prospect’s de- 
Sooner or later some live 
salesman will find it. For example 
take the following from the self 
analysis of a typical buyer. He some- 
times waited about buying when out 
of goods because the season was slow. 
He had stood off from buying when 
trade was good, because the salesman 
who had just breezed in came from 
some town where it wasn’t, had let 
the idea get on his nerve. Uncon- 
sciously he got the buyer’s nerve, too. 
He had laid off from buying for no 
other reason than that things had not 
gone just right that day. He had de- 
clined to buy, too, because the line 
Also 


condi- 


fenses. 


lhe already had was satisfactory. 


he 


had bought under all these 


tions when some live tactful guy came 
along and genially and adroitly shook 
him out of it. 

“Altogether the best thing to do is 
to carry on even when prospects are 
not flattering. While doing this it will 
help a lot to remember the same mot- 
toes and employ the same tactics as 
the ancient guy in the safety first 
clothes.” 

+ + 


Stand on Your Feet 


If you are a salesman, stand on your feet, 

Use all your merits against competition 
you meet. 

Don’t be an order taker, hold up the price, 

Secure the business without taking a slice 

Out of the profits your house surely needs 

To meet competition, which price cutting 
breeds. 


Even an order taker can get the biz 

If he slashes the price, and says, O gee wiz, 

I had to do it to meet competition, 

While he knows it’s a lie, when he states 
this condition. 

Be a real salesman, stand on your feet. 

You have the stuff, don’t take a back seat. 


Always remember when out on the road, 
The boys back home who are carrying the 
load. 
If you cut the price and sell at a loss, 
They all are affected, especially the boss. 
Be a real salesman, stand on your feet, 
Sell at a profit, you’ll not meet defeat. 
Be leary of buyers, who are ready to say, 
Your price is not right, nothing doing 
today. 
Be sure of your man, look him right in 
the eye, 
If your price is equal, or even high, 
You’ll get the business, if you stand on 
your feet, 
Advance a 
defeat. 
We are all human and want to be shown, 
But watch your reputation, do not be 
known 
For taking the easy way up to the top, 
For sooner or later you’re going to drop. 
So stand on your feet be on the square, 
Get the right price, play the game fair. 
Crepit MANAGER. 


real argument, don’t admit 


* # 


Moock Moves in Youngstown 

The Moock Electric Supply Co.. 
Youngstown, O., moved on August 
10 to its new home at 244-246 West 
Front street. 
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Body No. 8641; Plate No. 8291 


ie sorters with improved 
mechanism—quiet, quick- 
acting and easily-operated. 


Toggle arm of black “Bakelite” 
or brass. Brass arm can be sup- 
plied with luminous tip. 


Made in single pole, double pole, 
three-way and four-way types. 
HARVEY HUBBELL 


ELECTRICAL WARING DEVICES 
CONN. U.S.A. 


BRIDGEPORT 


HUBBELL 


NEW STANDARD TOGGLE SWITCHES 







HY BBELL 


ae 


prec A Mog 
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SHALLOW BODY 
Only 17% inches deep; 
suitable for chi in partitions. 








ELECTRICAL WIRING 





DEVICES 
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How I Landed the Order 











Find the Woman 


Having in mind a town of about 
8000 population, that I had never 
been in, I decided one day to stop 
off and work it. 

On April 10 last I arrived there 
at 7:30 A. M., looked the town over 
and by 8:00 A. M. had my plan all 
laid out and decided to call on the 
nearest electrical dealer to establish 
him as our washing machine represen- 
tative. So, in I went and after a little 
chat, sold him a bill of supplies, then 
came the subject of “washing ma- 
chines” and “vacuum cleaners.” After 
I had completed my sales talk with 
Mr. Dealer, he said that he could see 
no possibility of an electric washing 
machine being used in that town and 
that he could not and would not con- 
sider stocking a vacuum cleaner or 
washing machine because there was 
no demand for them, that house to 
house canvassers worked the town 
from time to time and sold very few, 
if any. Furthermore he stated that 
he had been in business in that same 
town and that same place for three 
years and had a washing machine and 
vacuum cleaner for 18 months. He 
sold the one washer for $15.00 less 
then his cost, and as for the vacuum 
cleaner he gave that to his wife for 
a Christmas present. 


Boys, that dealer was so sure that 
washing machines and vacuum 
cleaners could not be sold, that he 
almost had me believing the same. 
Well, I let well enough alone, thanked 
him for his order and departed for the 
second and last dealer, via jitney, in 
which rode two women, the driver 
and myself. The conversation be- 
tween the two women was that one of 
them had been at each of these elec- 
trical dealers’ stores and neither one 
of them had an electric washer or 
electric vacuum cleaner in stock, and 
in order for her to secure one she 
would have to order it from a mail 
order house. 


This is where I came to the front. 
The jitney stopped. One of the 
ladies got out, and I watched the 
entered. I asked the 
lady remaining in the jitney if the 
lady who had just left was Mrs. 
Smallwood and she replied “no’, it 


house she 


was Mrs. Lockwood.. I then said 
that I thought I recognized her. At 
the next stop, out I rolled, back to 
Mrs. Lockwocd’s home. Now for the 
sale. I rang the bell and here was Mrs. 
Lockwood. I presented myself as 
Mr. Blank from the electric shop 
down the street who had come to see 
her and to inform her that while we 
had no washing machine or vacuum 
cleaner in stock, that we had a sample 
of each on the way and that they 
should be in stock within five days. 
I showed her cuts and good references 
I had cut from magazines, ete. She 
seemed quite partial to my washer and 
vacuum cleaner, yet wanted to wait 'to 


see what she could buy from S. & R. 
and M. & W., a number of others, etc. 

I began to think the dealer up the 
street was right and that washing 
machines and vacuum cleaners could 
not be sold, and started explaining 
the works of each machine, over and 
over again, and then I said a little 
deposit of $15.00 on each machine 
would let her get the samples and 
that Mr. Blank will be mighty glad to 
give her a free demonstration of both 
machines, the demonstration costing 
After the ma 
chines were installed, she could pay 


absolutely nothing. 


the balance. 

Out of her pocket book came as 
many green backs as it would take to 
pay for a carload of washing ma 
I at once thought, why didn’t 
I say all cash. Mrs. Lockwood signed 
an agreement, and I gave her a re- 
ceipt for $30, $15 on the washer and 
$15 on the vacuum cleaner. 


chines. 














A famous trainer and promising boxer “Do It Electrically.” Jerry Sachs, whos 
reputation as a physical trainer and conditioner both of professional athletes an: 
business men extends pretty well to both oceans, has adopted the electric vibrator 1 
take the place of the old time “rubber” in his Cleveland gymnasium. He says it i 
easier to “do it electrically” and that the machine does a better job than any bu 
the most expert masseur. Recently Jerry acquired the contract of a promising youn 
featherweight boxer named Al Corbett whom he hopes to make champion. He initiate’ 
this ambitious leather-pusher into the simple mysteries and indubitable advantages « 
electric vibration, with the result that the youngster now insists upon an electr 
“rub” after each work-out.—Photo by courtesy of the P. A. Geier Co. 
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Our Greater Publicity Campaign 
Starts This Month! 


Because the Bee-Vac is sold ONLY through jobbers, every 
jobber will be interested in our plans for a Greater Publicity 
Campaign this fall. 


Kvery year sees more jobbers and more dealers profitably 
handling the efficient Bee-Vac, for the merit of the cleaner, its 
astonishingly low price, and National Advertising, make it a 
tremendous seller! 













Our National Sales Plans are more comprehensive this year 
than ever. Beginning with a full page advertisement to appear 
in the Saturday Evening Post on the 20th of this month, an im- 
pressive National Campaign will be run. This will make it 
particularly EASY for you to place the Bee-V.ac with YOUR 
dealers. . 


Write at once for full details. We can give you some really 


amazing facts about the Bee-Vac, and the profits other jobbers 
have made. 


CONSUMER PRICE 


$4QO6 


Why Pay More? 


: A Substantial Profit 
a for BOTH Jobbers and Dealers 








BiztTMAN /LEGTRIC (COMPANY 
i LAKE AND DESPLAINES STREBTS 
| CHIGAGO,U.S.A. 


Dept. B-109 
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INDICATING 


HARTFORD 
Time Switch 


SUPERIORITY 


“UNCLE SAM” Uses Them 
Extensively. 


Large Industrials Will Use Nothing 
Else. 


Central Stations Have Considered Them 
Standard Practice for Twenty-five Years. 


Built for Service—Not To Meet A Price, 
Yet Moderately Priced, With Good Profit for 
Jobber. 


There Is A Hartford Time Switch In Just 
The Right Type And Capacity for Every 
Time Switch Purpose. 


A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y. C. 




















I then hastened back to Mr. Sad 
Dealer, who said washing machine 


- and vacuum cleaners could not be solid 


and asked him if I sold one vacuun 
cleaner and one washer for him in 
town, would he buy one of each for 
stock. He agreed that if I sold one 
of each in that town that very day. 
he would buy two, so I went to the 
hotel and wrote some letters to th: 


house, and then about two hours later 


I went running back to Mr. Dealer 
with $30.00. He almost fainted from 
surprise, but what drew the perspir- 
ation from his body was his promise 
to buy two machines of each. But thx 
old boy lived up to his word and now 
he is selling machines, two and three 
a month, and says that he will reach 
30 before the year is over because of 
such a wonderful buy for such a low 


price. 
A. J. MASCHAUER. 


* %* 


Keeping Steel Workers Cool 


Iron puddlers and steel mill workers 
need no longer endure without relief 
the intense heat given off by the mol- 
ten metal. A portable electric fan has 
been especially designed for their ben- 
efit. This fan revolves at about twice 
the speed normal for ordinary fans. it 
is so mounted upon a sturdy truckbase 
that it can be shifted and the air cur- 
rent directed wherever needed. Furth 
er, the fan blades, which are of course 
enclosed in a meshwork guard, are 
adjustable and can be set at whatever 
angle will produce the most desirable 
artificial breeze. It is stated that 
since the air stream produced by this 
fan is at the same temperature as that 
in which the men are working, there 
is no harmful chilling effect such as 
would be produced were the air to be 
blown in from out-of-doors. Its cool- 
ing effect is produced by speeding up 
evaporation of perspiration through 
the very rapid and continuous circu 
lation of air produced by the fan. 


* * 


Safe and Quick Hair Drying 


Washing one’s hair in the winter 
is always more or less hazardous, par 
ticularly if it is thick and difficult to 
dry. But many women who prefer 
to wash and dry their own hair hav: 
found this can be done better and 
more quickly if an electric fan is 
placed behind a radiator, thus blow 
ing the heated air directly on the hair. 
I{ this is not possible the fan may be 
placed upon the floor facing the ra 
diator. The fan will thus circulat: 
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Sell Liberty Hot Plates—the Merchant’s Leader! 


This Liberty Hot Plate two-page advertisement, going to 31,447 retailers 
of electrical appliances this month, shows the merchant where the market is 
and how Liberty Hot Plates meet the demand for a Hot Plate for every purse 
and purpose. We are stressing these 


Ten Merchandising Features 


1. Liberty Hot Plates are made and guaranteed for one 
year by the world’s largest exclusive manufacturers of 
electric hot plates. , 

2. Designed to combine with other utensils and perform 
practically every function of any specialized heating 
appliance. 

3. Over 500,000 in satisfactory service. 

4. Approved by Good Housekeeping. 

5. Nationally advertised. 


Sales resistance is practically non-existent because of consumer knowledge of high 
quality construction, long life, one year guarantee, Good Housekeeping Approval and 
low price, gained through our national advertising. 


Get Busy —41.6% of Entire Year’s Business Is Done in Last 4 Months 


You know that the last four months of the year 
are the Merchant’s Harvest Time! September sees 
the start of this biggest profit season with 7.3% 
of the year’s business. October follows with 10.2%, 
November with 10.1% and December, the biggest 


The Liberty Gauge & Instrument Co., 


(World’s Largest Exclusive Makers of E‘ectrical Hot Plates) 
6545 Carnegie Ave., Cleveland, Ohio 


New York Representatives 
Industries Sales Co. 
132 Nassau St., New York, N. Y. 


The Complete Liberty Line 


Liberty Hot Spot............. $ 3.85; West of Rockies $ 4.20 & 

Orginal Liberty Improved... 2.50; West of Rockies 2.75 q, 
No. 2-H Super 3-Heat............ 9.85; West of Rockies 10.35 

No. 3-H Liberty Twin .......... 13.85; West of Rockies 14.75 

No. 5-H Super Twin .......... 16.65; West of Rockies 17.65 rs 


LIBERTY USERS BECOME APPLIANCE BOOSTERS 








This smashing two-page advertisement is reaching 
11,380 electrical dealers; 2,730 central stations; 9,131 
hardware stores, 2,545 house furnishing stores, 1,598 
depa'tment stores, and 562 specialty stores having 
electrical departments, in September, to assist jobbers 
and their salesmen to sell merchants Liberty Hot 
Plates as “‘leaders’’ during the Fall and Christmas 
buying seasons. And to increase consumer demand a 
national campaign focused on Christmas gift buying is 
also running. 





























6. A complete line for every purse and purpose. 


7. Merchandised only through established channels on a 
square-deal policy. 


8. Good profit margin for every dealer. 


9. Quick turnover and consumer preference assured by 
wide utility, quality construction and low price. 


10. A wealth of effective sales helps. 


month of the year, with 14%! 

Show your customers these facts. Show them 
how and why a low priced quality “leader’’ line 
like Liberty Hot Plates means to them added sales 
and added profits! You will profit, too! 


Pacific Coast Representatives 


. H. Thiess 
216 Byrne Bldg., Los Angeles, Calif. 
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The Proof of the Product 
Is in the Reordering 


Build Future Sales 
on the Type Ri 


Once a contractor buys an @& 
Safety Type “‘R’’ Panelboard, he 
finds at least three reasons for or- 
dering more— 

First, he can’t help liking the 
quality character it gives his whole 
wiring job. 


Second, he discovers he can in- | 
stall the Type “‘R” in half the usual | 


time and save labor costs. 


Third, he finds the householder | 


likes it for its absolute safety. 
These are just a few of the rea- 
sons why the @@ Type ‘‘R”’ sells 
well and stays sold. Once a sale 
is made, further orders come of 
themselves. They take little time 
and don't reduce the sale of staple 
goods, while your commission is 
much higher than on staple goods. 
Salesmen everywhere find the 
Type “‘R” a sound way to increase 
their returns. You can do the 
same. 
If you need information, write to 
our Sales Promotion Dept. They 
will be glad to answer your ques- 


tions and help in every way they 
can. 


Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 
DISTRICT OFFICES: 


Detroit, 
sas City, Cincinnati, Indianapolis, New Orleans, 


Chicago, Denver, San Francisco, Los Angeles, | 


Seattle, Philadelphia, Pittsburgh, 





The Triumph Type R Panelboard is made of 
standardized units. It is absolutely safe; can 


be located at the center of distribution; is 
ready for wiring, and is stocked complete in a 
package for quick delivery, 











— in addition. 
| 


New York, Dallas, Minneapolis, Kan- | 


GOOGOOOOOOOOO @® | the heated air and send it upward in 


|a definite current. Then if one sits 
| within a short distance the hot air will 
jdry the hair very quickly and thor- 
oughly. 


* » 


Braid Issues New Quarterly 


The first issue of the “‘Broadcast- 
the new quarterly price bulletin 
of the Braid Electric Co., Nashville, 
Tenn., appeared recently. It is com- 
plete as to the usual price informa- 
tion and contains a_ considerable 
amount of interesting news of the 


| 


| er,” 


* * * 


Value of a Well-Backed 
Window 
Recently a very careful test was 
imade to ascertain just how much a 
window display helps sales in various 


‘merchandising _ lines. The results 
iwere as follows: 
INCREASE IN SALES DUE TO 
Winvow Dispiays 

Drug store, Ist test................ 165% increase 
Drug store, 2nd test............ 142% 
Drug store, 3rd test.............. 137%——s« 
Grocery; ist test................— 126% “ 
Grocery, 2nG test.................... 1% = 
Grocery; Gra’test.................... 194% s 
oe, ee re ee 180% “ 
Men’s furnishing store..........283% * 
| Auto gupply store................ 74% = 

But your dealers must be impressed 
with the fact that the window must be 





'backed up by proper display inside 


‘the store. The window is only the 


beginning. 

There also must be someone compe- 
|tent to demonstrate the appliance, and 
‘all the equipment for a thorough dem- 
‘stration should be at hand and ready 
for use. 


| 
| 






‘Some Personal “Bookkeeping” 


N IDEA that has brought big- 
ger orders to me, and may help 
others to corral larger ones, may be 
worth the space to tell it. For a num- 
ber of years I have been doing a 
little bookkeeping on my own “hook.” 
That is, I have not depended entirely 
on the commands from headquarters, 
but with the aid of my bookkeeping 
I have been able to develop along in- 
dividual lines. 
Just what I’m driving at may be 
clarified by the following account: 





'One day I was trying hard to close 



















Three Cincinnati boys in front of Post 
Glover’s shiny white building. Left t 
right: H. C. Maxwell, sales department: 
Harry S. Day, district manager, Econom) 
Fuse Mfg. Co., and L. A. Kline, sales de 
partment. All of them will hand out as- 
sistance, information or cigars on_ th 
slightest provocation. 












































a sale of a variety of electrical house 
hold articles to a big concern. My 
prospect, was pretty well stocked up 
and was loath to increase his stock 
with the exception of a small order for 
percolators. 

I was equally loath to depart with 
his small order and kept sparring 
around for an opening to increase my) 
slight advantage, by enumerating th: 
details of the mighty advertising my 
concern was doing in this man’s re 
gion. I had the figures on my tongue 
tip and spilled them all over the place. 
He appeared skeptical, however, at 
the avalanche of figures and facts and 
laughingly remarked that he was of 
the opinion I was exaggerating a bit 
for he had kept very close tally on al! 
the local newspapers advertising per 
tinent to his business. 

This attitude of his offered a good 
chance for me, so I enthusiastically 
extracted from my portfolio the nuc- 
leus of my “bookkeeping system” and 
began to apply it to him thick and fast. 
I not only had record of every item 
of advertising done by my company 
in his city, but also every item of ad 
vertising done by all my competitor 
firms. 

I had also with me some figures on 
a future “electric iron drive” my firm 
was going to start in his city. He had 
had no previous intimation of this nor 
of several other facts my book dis- 
closed. Before he was aware of it. 
he was considerably impressed, and 
when I at last vanished through his 
door I had his name down for a some- 
what larger order than was originally 
given me. 

I keep a fair-sized book, indexed, 
and easy to read, and I have found 
that it is a great little business acce! 
erator if given a chance to flash its 


pages. 
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Model No. 952 


STANDARD 
Line 


Gives You a Range of Size and Price 
to Meet Every Cooking Problem 


You can fill any order with 
a STANDARD Electric. 


TANDARD Electric Ranges in the dom- 

estic models go up by steps, carefully cal- 
culated in capacity and appointment to meet 
any demand for domestic use. The nine 
STANDARD models from Model 421-S_ at 
$77.50 to Model 639 at $273.00 cover practi- 
cally every domestic requirement, but there are 
also others smaller, some in between and some 
larger. 


In the special and heavy duty classes also, 
STANDARDS have abundantly proven their 
superiority. STANDARD Electric Ranges 
for apartments, hotels, restaurants, and ships 
squarely meet the specialized needs of these 
great markets. There are also STANDARD 
Coffee Urns, Water Heaters, Cookers and Hot 
Plates. 


Wherever you may be there are plenty of pros- 
pects for some type of STANDARD Electric 
Range. 





TOLEDO, OHIO 



























Model No. 639 












Model No. 953 
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Interesting Facts About Lamps 
and Lighting 

Electric light today costs less than 
five per cent of what it did in 1880 
when the incandescent lamp was first 
put on the market. It is one of the 
few commodities which is materially 
cheaper in 1924 than in 1914. 

The present average rate at which 
all current is sold for lighting pur- 
poses is 414 cents per kilowatt-hour. 
In 1914 it was about 434 cents. 
Since 1914, fuel has almost doubled 
and all other expense factors have in- 
creased to a marked degree. 


The mean efficiency of a modern 
tungsten lamp today is nearly nine 
times that of the first carbon lamps 
(lumens per watt). 

At present prices of tungsten fil- 
ament lamps, they are below pre- 
war level. Weighed in proportion 
to their present demand they are 30 
per cent below 1914 prices. This has 
been possible through labor saving 
machinery, large production and efh- 
cient methods of distribution. 

Twenty-one times as much light can 
be obtained with a 40-watt mazda 
lamp, for the same expense, as was 
obtained with the original 16-candle 
power carbon lamp. 

In 1914 42 per cent of the sockets 
in residences were in use. In 1924, 54 
per cent are in use. 


At the present time, the average 


householder allots only 1 per cent of 
his allowance for his use of electric- 
itv, whereas he spends much more ‘for 
so-called luxuries. The relative 
of these 


ex- 
pense on some luxuries is 
shown in the accompanying illustra- 
tion by the heights of the objects. 
From a survey made by A. L. 
Powell in the lighting of small 
stores, the wattage per sq. ft. in 1912 
averaged 1.15 and in 1922 1.17. There 
was practically no increase in the 
lighting load. But in 1922 the initial 
efficiency of lamps ordinarily 
ployed for store lighting was 
proximately 70 per cent greater than 
in 1912. If the comparison were 
made on average candlepower the 
lamps gave throughout life, the 1922 
illumination would be more than 
double that of 10 years before. 


* * * 


Highway Lighting Reduces 
Accidents 


That heavily travelled section of 
the main New York State highway 
between Albany and Schenectady, 
which gained prominence a few years 
ago when the first highway lighting 
units were installed there, has made 
another bid for fame. The original 
two mile installation of lights has 
been extended so that now 11 of the 
15 miles have been equipped with the 
system. 


em- 
ap- 


The first installation of highway 








GASOLINE 





Relation of “Luxuries” to Lighting Expenditures. 

















units was made in the town of Col 
onie, midway between Albany and 
The road between thx 
Ther: 


was a tendency to speed in spite of 


Schenectady. 
two cities is without a turn. 


heavy traffic, and powerful search 
lights of interurban trolley cars be- 
side the road added to the perils 
The road was known as one of thx 
most dangerous sections of the state 
highway, with numerous serious acci 
dents and frequent fatalities. 

The installation of the lighting 
system eliminated nearly all of th: 
accidents. Woodlawn, adjacent to 
Schenectady, then installed lights on 
the main highway, and soon followed 
with an extension of the system to 
other roads in the town. 


Now the lighting has been contin 
ued from Colonie to the Albany city 
line, making the road the longest in 
the state so equipped. The plan ot 
the original installation has been fol 
lowed with the lights mounted on 
poles of the power line, 300 feet 
apart and 30 feet high, with 250 can 
dle power lamps. 

oe 


Super-Light for Show Windows 


Tests lately conducted prove force 
fully that illumination at high inten 
sities in show windows is a_ positive 
factor in producing more sales 
Curtis Lighting, Inc. 1119 West 
Jackson boulevard, Chicago,  IIl., 
announces two new and_ powerfu! 
X-Ray reflectors, designed especially 
for show window lighting and using 
the 500-watt mazda lamp. These 
enable progressive merchants, partic 
ularly those with display windows of 
larger size, to “harness” the light of 
these large and efficient lamps and 
direct it in such a manner as to result 
in stopping many more passers-by |0 
“look” and to enter the store. Thc 
new reflectors are designed as N». 
900 X-Ray “Giant” and No. 910 
X-Ray “Leviathan”. Each is equipp: 4 
with special holder and mogul sock’t 
for making installation easy. Win 
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Get these two things FREE in September 





1. Tork Display Board 


| THIS new display board, with YOUR 
electric lights NAME EMBOSSED in the space ringed with 
eer a white line, has been designed and built 


ready to ship post-paid to every TORK 
CLOCK dealer who wants to use it. 


When you write for the Tork Display 
Board be sure to send the exact lettering 
of your name as you wish it to appear. 
Embossing will be done and shipment 
made in three days. 


Here I Am! 





t : The Saturday Evening Post 
Y Issue of October gib, 1924 


- Don’t Neglect Your : 
2. Giant Ads for Your 1G ons anda Windows 


Windows and Walls ee 
. working for you-—automatically. 
The TORK CLOCK advertisement of | Br dnciohcie uneatie 
October 4, 1924 in the Saturday Eve- 
ning Post has been reproduced in large | 


regularly—at the hours set. You 
simply wind me once a week. 

size. Two of these Giant Ads will be 

sent to you on request. 





eta Soe A bosiery buyer beard one of re 
buyers 


than‘ail the advertisements.” 

(abt Hei nn An electric sign man said “k's 
a sign of satisiacton w eg hace me pe ae night. Other 
‘wise someone is sure to think 

TORK CLOCKS are the simplest devices obtain- 
able for regulating the daily use of electric lighta 
Built by the Anscnia Clock Company, makers of 
fine clocks for more than half a century, for the 








These Giant Ads posted in your win- bo erenincens SEE hee a 
dow will produce many good TORK Sioa camo | ae 





= ~~ 70 
TORK CLOCK dettontrated with 


CLOCK inquiries, and the Tork Dis- Too ae Salas 
play Board will help you to close these > 
SOR 





i “Write electrician’s Saerery nn aren 





sales easily and quickly. 





New Tork Clock Bulletins Issued September 2, 1924 


WRITE at once for your copy of No. 24092 TORK CLOCK bulletin 
which cancels all previous issues. Keep up to date on TORK CLOCKS. 


TORK COMPANY, 8 West 40th Street, New York 


oe ee | a 
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WHEELER 


(Porcelain Enameled Steel) 


REFLECTORS | 


for 
Industrial Lighting 






Canopy 
“R” 


Wheeler 
R. L. M. 


Dome— 


The wide lighting distribution of 
this reflector makes it especially 
suited for use in all types of Fac- 
tories, Textile Mills, Steel Mills, 
Foundries and Machine Shops, 
wherever general illumination is de- 

sired. 


With 
Kr” 


Wheeler 





This unit is adaptable to Localized 
Lighting. It is suspended close to the 
working surface to concentrate the 
light on the work itself. For 
Benches, Lathes, Looms, Drills, Sew- 


ing Machines, etc. 








Wheeler With 
Standard Canopy 
An gle ‘ “ss” 





Wherever a plane must be lighted 
from the side, this unit is employed. 
For Rolling Mills, Erecting Shops, 
etc., with high ceilings and moving 
cranes, which prevent an overhead 
| system of illumination. 


These are only a few of 
the reflectors in the large 
and varied Wheeler Line. 


There is a Wheeler Re- 
flector for every industrial 
lighting need! 


Wheeler Reflector Co. 


Boston, Mass. 





























| Petersburg, Fla., answers decidedly 
| in the 


| 





“more than 200 per cent in values of 


| West Central avenue property in a 
half year can be traced to the install- 
| ation of a better lighting system. 


| to demonstrate the results of White 





dows fitted with these units may truly 
be said to be super-lighted. At night 
such window displays have greatly in- 
creased power of attraction, and dur-| 
ing the daylight hours the higher 
intensities produced result in counter- 
acting to a large extent the problem 
of reflections in the plate-glass win- 


dow front. 
Ore 


Lights Boost Real Estate Prices 


Does White Way illumination in- 
crease the value of real estate? St. 


affirmative—an increase of 


Three specific instances will suffice 


Way lighting. A lot at Central ave- 
nue and Nineteenth street sold for 
$185 per front foot in December, 
1923. In April, 1924, with rumors 
of a White Way system, the same 
property was sold at $400 per front 
foot. 

A fifty-foot lot between Twenty- 
second and Twenty-third streets sold 
at $4,000 in September, 1923; it was 
sold for $15,000 when the installation | 
poles were lying on the property last | 
April. An adjoining lot brought) 














| 
1 | 
To know these men is indeed a pleasure. | 
From left to right: H. V. Lips, sales 
manager and S. W. Moulthrop, service 
manager, of the Waterbury branch of the 
Southern New England Electric Co. 
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“We have tried several 
units of this type before 
but have never seen one 
that is anything like as 


efficient and good.” 








TRADE MARK REG. U. S. PAT. OFF. 











The PARROTT ELECTRIC, Clin- 
ton, S. C., like scores of other 
Electrical Dealers, have found 
Flood-O-Lite Jr. to be a spot-flood 
unit of dependable quality, high ef- 
ficiency, serviceability and satisfac- 
tion. 


Enthusiastic endorsements from dealers 
and users has won for Flood-O-Lite Jr. a 
reputation for unquestioned LEADER- 
SHIP in its field. It is a unit of unusual 
merit and a popular seller everywhere. 


The demand for Flood-O-Lite Jr. with 
Color-Lite will be greater than ever this 
Fall. Cash in on it. Recommend Flood-O- 
Lite Jr. to your customers. It will mean 
greatly increased sales, and larger earning 
power for you. 


Reflector & Illuminating Co. 
575 Washington Blvd. 
Chicago 


Mail This Coupon 


Reflector & Illuminating Co., 
575 Washington Bivd., Chicago. 


Please send me complete information, selling helps, 


bovklets, etc., on Flood-Q-Lite Jr. and Color- 
Lites. 

CE ies ie cad ie ann eels 6 he korea mae eRe 
Pa ee ere Ae PP GORD Seco decccccccece 
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All aboard for 


The HOME LIGHTING CONTEST 


Help spread the knowledge of the proper use of elec- 
tric light in the homes of our country so that in future 
years there shall be less eye trouble and better national 


health. 


Make the Home Lighting Contest your activity. It 
is sponsored and supported by the entire electrical in- 
dustry of which you, too, are a part. 


Get a Plan Book. Get in touch with your Regional 
or State Director. He will be glad to give you all the 
assistance necessary to start a contest in your city or 


locality. 


These companies are giving their full cooperation to this great 
educational activity and are subscribing to its support: 


Allis-Chalmers Mfg. Co., 
Mitwaovkesg, Wisc. 


American Transformer Co., 
178 Emmet St., Newark, N. J. 


American Wiremold Co., 
Hartrorp, Conn. 


Beardslee Chandelier Mfg. Co., 


216 Jefferson St., Cutcaco, In. 


Benjamin Electric Mfg. Co., 
847 W. Jackson Blud., Cuicaco, Itt. 


Biddle-Gaumer Co., 


3846 Lancaster Ave., PHILADELPHIA, Pa. 


J. G. Braun, 

615 S. Paulina St., Cuicaco, Itt. 
Canadian General Electric Co., Ltd., 
King & Simcoe Sts., Toronto, Can. 
Canadian Laco Lamps, Ltd., 

152 Bleury St., MONTREAL, CAN. 

Cox, Nostrand & Gunnison, 

335 Adams St., Brooxtyn, N. Y. 
The Crescent Art Metal Co., 
BrivceTon, N. J. 

Curtis Lighting, Inc., 

1139 W. Jackson Blvd., Cuicaco, Itt. 
Duncan Electric Mfg. Co., 

grd @& Mechanic Sts., Larayette, INb. 
Ferro-Art Lighting Fixture Co., Inc., 
252 Lafayette St., New York City 

I. P. Frink, 

239 Tenth Ave., New Yorx City. 





General Electric Co., 
Scnenectapy, N. Y. 


Gillinder & Sons, 


PuHILaDELpuHiA, Pa. 


Gillinder Bros., 
Port Jervis, N. Y. 


Gleason Tiebout Glass Co., 


99 Commercial St., Brooxtyn, N. Y. 
Gross Chandelier Co., 

21st ©& Morgan Sts., St. Louis, Mo. 
Edwin F. Guth Co., 

2615 Washington Ave., St. Louis, Mo. 
The Hocking Glass Co., 

LancasTER, Ou1o. 

Horn & Brannon Mfg. Co., 

429 N. Broad St., Pottapevpnta, Pa. 
Imperial Porcelain Works, 
TRENTON, N. J. 

Ivanhoe Regent Div. of the Miller Co., 
CLEVELAND, Onio. 

Jeanette Shade & Novelty Co., 
JEANETTE, Pa. 

Jefferson Glass Co., 

FoLLansBEk, W. Va. 

Macbeth-Evans Glass Co., 
CHARLEROI, Pa. 


Mazzolini Artcraft Co., 
6629 31st St., CLEVELAND, Onto. 


CThe 
LIGHTING EDUCATIO 


680 Fifth Avenue - - 


NAL 


The Miller Co., 

MERIDEN, Conn. 

Murlin Mfg. Co., 

sath St. & Paschall Ave., Patra., Pa. 
Nat. Metal Spinning & Stamping Co., 
176 Grand St , New Yorx Crry. 
Northwood, H., Co., 

Wuee.ine, W. Va. 

Novelty Lamp & Shade Co., 

2480 E. 22nd St., CLEVELAND, OxI0. 
Pass & Seymour, Inc., 

Solvay Station, Syracusg, N. Y. 
Phillips Wire Co., 

Pawtuckst, R. I. 

Phoenix Glass Co., 

Fed. Res. Bk. Bldg., Prrtspurcu, Pas 
L. Plaut & Co., 

434 E. 23rd St., New Yorx Crry. 
Edward N. Riddle Co., 

Totepo, Ox1o. 

Shapiro & Aronson, Inc., 

20 Warren St., New Yorx City. 
Tubular Woven Fabric Co., 
Pawtucket, R. I. 

Alfred Vester Sons, Inc., 

s Mason St., Provivence, R. I. 
Voigt Co., 

1743 N. r2th St., Puttapevpaia, Pa, 
Westinghouse Electric & Mfg. Co., 
East Pirrsspurca, Pa. 


* New York, N-Y. 
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Boost Your Sales 
with ABolites 


(Porcelain-Enameled Steel Reflectors) 





Shallow Dome ABolite with 
Threaded Type Holder 


A N EXCELLENT “general 


utility” outdoor unit for rail- 





roads, construction work, yards, etc. 
‘| 


Here’s Why— | 


| 
Hung high, it gives wider distribu- | 
tion than the RLM Type, and illumi- | 
nates objects well above the work- 
ing plane. Traveling crane chains, 
grab-buckets, etc., are thus easily 
seen and avoided. Sell “safety 
first.” 





Catalog 177-A is full of Sales 
Points and ABolite Light- | 
ing Information | 


5 Big Sales Points 
about ABolites 


1 Correct Design assures right light | 
distribution. | 

2 Accurately Made between dies on} 
powerful presses—not “spun” as are | 
ordinary reflectors. 

3 Detachable Reflectors—an important | 
ABolite feature—permit the contrac- 
tor to get the installation passed and 
to attach the required reflectors later ; 
makes cleaning easy. 


4 Low Stock Investment—ABolite  in- 
terchangeability makes it easy to 
keep a full line and to deliver 
promptly. 


o 


Made For Service and Satisfaction— 
every operation being done in our 
own plant. 





AB PRODUCTS DIVISION | 
The National Screw & Mfg. Co. 





CLEVELAND, O. 








| $6,150 in November, 1928; the price 


obtained in April was $12,500. 
Central avenue, from Tampa Bay 
to Ninth street, has had an orna- 
mental lighting system for several 
years. For two years there had been 
a movement to extend the system 
along the avenue from Ninth street 
to Bay, a_ residential 
The work has been spon- 
sored and paid for by property own- 
ers along the avenue who had fore- 
sight enough to see the beneficial re- 


sults which would follow. 
cS cd ok 


Industrials Ripe for Better 
Light 

by the Eyesight 

Conservation Council of America re- 

veal the fact that over half the work- 

ers engaged in building our motor cars 

lack normal vision. 


Bocaceiga 
section. 


Investigations 


Similar condi- 
tions, it is asserted, exist among mil- 
lions employed in other enterprises. 

A specific case is furnished by the 
Buick Motor Co., Flint, Mich., which 
employs 24,451 people. R. F. Thal- 
ner, safety director of the Personal 
Service department states that all 
applicants for work have had their 
eyes examined by the company, co- 
operating with the Council. The tests, 
which were made during four succes- 
sive months, showed that 56 per cent 
of the new Buick employees have de- 
fective eyesight. The results cover 
the examination of 3,513 people and 
are recorded on the personal record 
cards of the employees. 

The report of the Council states 
that the proportion of defective vision 
found by the Buick company closely 
approximates that generally found 
among any group of workers, when 
similar tests are made. ‘This propor- 
tion is based on very simple tests. 
More careful examinations of other 
large groups in both industrial plants 
and commercial establishments show 
that fully 66 per cent have défective 
eyes. 

Industrial corporations are not to 
blame for the poor egesight of ap- 
plicants. They are, however, morally 
obligated to do everything possible 
to correct and safeguard the vision of 
This 
protection includes the prevention of 
actual physical injury to the eyes and 
freedom from strain through poor 
light. Painting walls and ceilings 
white, measuring the light and provid- 
ing additional units where necessary, 
placing lights so they will provide 


every worker on the payroll. 


proper illumination, providing goggk 
—all these and other things are neces 
sary. The result of these preventi\ 
measures is increased production, du 
to many incidental factors, such a 
fewer accidents, less waste and spoil 
age of material, improved quality 0: 
workmanship and greater individua 
comfort and efficiency. 

The activity along the line of thor 
ough eye tests should encourage job- 
bers’ salesmen everywhere to redoubl: 
their efforts teward the sale of ade 
quate industrial lighting. When th: 
most powerful industrials in the coun 
try admit that proper light is eco 
nomical and profitable the jobber 
salesman should have no difficulty in 
persuading some of his industria! 
customers to wake up and start meas 
uring their supply of foot-candles 
He can tell them that perfect light 
will do something besides conserving 
normal or nearly normal eyesight. It 
will bring to light those unfortunat: 
ones whose siglit needs correction no 
matter how good the light. Thus, a 
firm which first tests and corrects its 
lighting system, then does the sam 
with the eyes of its workers, will re 
ceive dividends in increased produc 
tion and improved morale. 

With exceptions 
owners are becoming more and mor: 
careful of their employees.. Many 


some industria] 








The electrical industry of California ha- 
adopted the slogan “service with a ‘smile. 
We leave it to you if Andy Orear is not 
a good exponent of that idea. Andy i- 
manager of the Westinghouse departmen' 
of the Illinois Electric Co. of Los Angeles 











No. 2908) 





Picture is double actual size. 
No. 29081 is 2% in. high. 


A New Device for a New Job 


OR kitchen lighting units which are 
placed overhead out of reach, this new 
combination of pendent switch and “‘Spar- 
tan’’ convenience outlet completely fills 
the bill. 
The push-button switch operates the 
light in the kitchen unit. It has a capacity 
of 660 watts at 125 or 250 volts. 


The ‘“‘Spartan” convenience outlet is’ 


always alive and will carry more than 660 
watts at 250 volts. It takes any stand- 
ard parallel or tandem blade attachment 
plug cap. 

The body is made of genuine moulded 
Bakelite, dark brown in color, and highly 
polished. It won’t tarnish and even if care- 
lessly wired there is no possibility of shock 
to the user. 


Manufactured by 


THE BRYANT ELECTRIC COMPANY, 1421 State St., BRIDGEPORT, CONN., U.S.A. 


342 Madison Avenue 
NEW YORK 


844 West Adams Street 
CHICAGO 


149 New Montgomery Street 
SAN FRANCISCO 






















Picture is 
actual size. 


SUPERIOR 


WIRING DEVICES 





Reg. U. S. Pat. Off, 







» This Wire to the * Line 


lt This Wire to the Lighting Fixture 
-@ This Wire to the — Line 


1—Round cord hole 4%” diameter to accommo- 
date 3 conductor flexible cord with rubber 
insulation and braid. 


2—Connect positive wire to this terminal. 


3—Connect negative or grounded wire to this 
terminal. 


4—Connect lamp receptacle center contact wire 
to this terminal. 


5--Composition buttons: Red ‘‘on,” Black “‘off.” 
6—Sliding contact. 


m ee e Mr" i ° 
7—Simple, positive mechanism, only chree moving 
parts. 


8—Phosphor bronze plug contacts. Always re- 
main springy. 


9—Inserts moulded in composition. No nuts to 
lose. 


10—Genuine Bakelite body. Tough, non-porous, 
good looking. 


Kitchen lighting unit sales are mounting higher and higher. Even the 
lighting units themselves are high—so high that the housewife can’t reach 
them to attach her iron or percolator or toaster. And even if she could, 
they aren’t made to operate anything but a lamp. 

So Bryant No. 29081 fixes everything nicely. 

It has a convenient switch to turn the light off and on. It has a con- 
venience outlet to connect the household appliances into. Even if there is 
no modern high-efficiency kitchen unit installed, this handy little switch and 
appliance outlet combination is a mighty useful thing to have hanging 
around. You can install it on any kind of lighting fixture: a drop cord, a 
chandelier, a pan fixture or a ceiling unit. 

Your regular Bryant distributor is the best place to get it. 
List Price, $0.75 
Schedule R Standard Package 50 Carton 10 

No. 29081 with 5 feet of 3-Conductor, re-enforced, black, cotton-covered 
cord attached to switch. 

List Price, $1.50 


Schedule R Standard Package 50 Carton 10 


Manufactured by The BRYANT ELECTRIC COMPANY, 1421 State St., BRIDGEPORT, CONN., U. S. A. 


342 Madison Ave., NEW YORE 


Printed in U. S. A. 


844 West Adams St., CHICAGO 149 New Montgomery St., SAN FRANCISCO 


K. 8. I. 924 


Ask us for the big wall hanger of wiring devices used in fixture work. 





It’s useful, it’s ornamental and it’s free ! 
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basis of moral responsiblity alone. 
Add to this the proof of eventual 
economy and it is safe to prophesy 
great strides in the next few years 
toward the conservation of eyesight. 
* * #* 
Home Lighting Contest 
Advertising 

Before the end of this month over 
20,000,000 persons in the United 
States and Canada will be informed 

ie Home Lighting Contest which 
is being conducted by the Lighting 
Educational Committee. Through 
the medium of advertising in over 20 
national magazines, the general pub- 
lic, for the first time, will be told 
about the contest. Prior to this time, 
the Contest has been more or less a 
secret of the electricz’ ‘~ ‘ustry. Here 
and there the word that a Better 
Home Lighting Activity was in 
progress has trickled to the public, 
but the people generally have been un- 
iware of the project. 

On Thursday, September 11, how- 
ever, when the Saturday Evening Post 
is placed on the news stands and in 
the subscribers’ homes, the word will 
be out. In this way the public will 
know that a $15,000 home and 10 
scholarships will be given to the 
scheol children of the United States 
and Canada. Children will be in- 
formed that in order to enter the con- 
test to win these prizes, they must go 
to the local electrical club or league 
and get a copy of the Home Lighting 
Primer. They will be asked to watch 
for the announcement of the essay 
contest in their town and if the opin- 
ions of the leaders of the industry 
ire worth anything, children will do 
just this. 

For this reason, any town in the 
United States and Canada where 


can be sold better lighting on the | 


there are children, will want to be | 


prepared for the inquiries which will 
come when this first advertisement 


appears in the Saturday Evening Post. | 


[f, perhaps, some of the families do 
not read the Saturday Evening Post, 
they will see the advertisement in any 
me of the following magazines: 
Literary Digest, Colliers, Hearst’s 
International, American Magazine, 
Cosmopolitan, Red Book, McCalls, 
Voman’s Home Companion, Pictorial 
Review, Delineator, Designer, Good 
Housekeeping, Ladies Home Journal. 
The Literary Digest and Colliers’ 
idvertisements appear on September 
20 and the monthly magazines in the 



















“Wotice the Lighting Fguipment™ 








THE 
BEARDSLEE 
CARTON LINE 


includes lighting fix- 


tures suitable for 





each room in the 


home. 


Artistic designs, the 
best of material and 
workmanship, yet 


moderate in price. 


Distinctly a 
Jobber’s Line 


Each fixture comes packed in a separate dust-proof carton, with an 
illustration of contents on label. 


Each carton contains one complete chandelier, or bracket, completely 
wired, sockets connected, crowfoot provided, and complete glassware, 
except lamps. 


You handle nothing but the sealed carton—easy to stock and to ship. 
Write for catalog C-2, describing and illustrating the Beardslee Carton 
Line of Home Lighting Fixtures. 


BEARDSLEE CHANDELIER MFG. CO. 
218 South Jefferson St., Chicago 
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Genet 
Harriso 


The advertisement reprinted 
here appears in the Sep- 
tember issues of Electrical 
Merchandising, Electrical 
South, Electrical Retailing, 
Electrical Record and Light- 
ing Fixtures and Lighting. 
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Has Your Town 
Started a Home 
Lighting Contest? 
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Jobbers’ Salesmen 


E are showing you on these two pages what we 
are telling Edison Mazpa Lamp Agents and pros- 
pective Agents in retail publications. Do we need to tell 
you what this new emblem, its various forms for dealer 
display, and the advertising behind it mean as a sales 
argument and a sales stimulator for your trade? 
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October issue, which is published the 
latter part of September. This is the 
cpening charge on the public and un- 
doubtedly the public will respond. 
At the same time that the cam- 
paign is being carried on in the na- 
tional magazines, juvenile publica- 
tions such as The American Boy, 
Boys Life, Youths’ Companion and 
St. Nicholas will carry this story di- 
rectly to the children. Boys and 
girls 10 years of age or older, will be 
told that they have an opportunity 
of winning the $15,000 home or 


scholarships of four, two or one years. 
* * X 


Ohio Distributing Co, in New 
Office 

Leaving the old location at 222 
Lomax Place on April 3, the Ohio 
Distributing Co., Chicago, Ill., moved 
to new quarters at 624 West Adams 
street. This company is middle west 
representatives for the American Tube 
& Pipe Bending Co., Cleveland, Provi- 
Insulated Wire Co., Clifton 
Manufacturing Co., Boston, Midwest 
Metal Products Co., Muncie, Ind., Na- 
tional Electric Porcelain Co., Carey, 
O., W. R. Ostrander & Co., and Steel 
City Electric Co. 


dence 


* * * 
Carter ‘Daylights’ Georgia 
Kitchens 
The accompanying photo shows a 
carload of kitchen lighting units 


shipped to the Carter Electric Co., 
Atlanta, Ga., for their spring cam- 
paign, which began on May 5. This 
is not the first campaign this year, the 
company having sold approximately 
10,000 units prior to April 21. The 
complete installation on which Carter 
has standardized consists of the No. 
594C white enamel Miller hanger, the 
t by 9 in. Trojan glass unit and the 
No. 63 Levolier switch. The car- 
lead illustrated is glassware only. A 
tentative quota of 25,000 installations 




















In a moment of retrospection we dug down into the morgue and brought up thes 


pictures. Who are they? 


They are jobbers or jobbers’ salesmen with perhaps « 


manufacturer. Too long have they been left in obscurity. A large cash prize goes 


to the one who can positively identify the pair of feet. 


Honorable mention will b« 


accorded to the one who can identify the greatest number of these pictures. 





has been set, with bright prospects 
for exceeding it. 

In Atlanta the Carter company is 
working with the local central station, 
& Power Co. 


An important result of this co-opera- 


the Georgia Railway 





Big Shipment for Carter Electric. 





tion and the daylighting of so man) 
kitchens, is the fact that the cam 
paign has drawn a lot of valuabl 
commercial lighting and store illumi 
nation in each community where th« 
drives were staged. The Carter Sa 
vannah branch, working with th 
Savannah Electric & Power Co., sold 
240 units on May 5, the first day ot 
the campaign. This was a fine start 
towards Savannah’s quota of 3,000. 
Beyond the dollars and cents profit 
to the industry, the close acquaint 
ance with the consumer and the in 
creased central station load, thes: 
kitchen lighting campaigns should b: 
credited with contributing a signa 
benefit to the home life of the com 
munity. “Better lighting’ has devel 
cped from a catch-phrase to a move 
ment of national importance. 
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This Fall, a million school children will wear the emblem shown above. Using a special Home 
Lighting Primer as a guide—and with the aid of parents, neighbors and teachers — each contestant 
will analyze the lighting of at least three homes and will make definite lighting suggestions. 


Tie In Early—Tie In Everywhere! 


HAT'’S little Mary Smith's essay 
on Home Lighting got to do 
with your sales? 
Everything! 
The more interest your dealers take in 
Mary's essay the more sales you make. 


Parents, relatives, neighbors and friends 
will be interested because Mary takes 
part — but that's only the beginning. 
Many of them will realize that they need 
new shades, more portables, better fix- 
tures— BETTER LIGHT. All this 
means better business for your dealer — 


MORE SALES FOR YOU. 








@ NATIONAL @ 
MAZDA LAMPS 


Remind your dealers that the ones who 
tie in early, who tie in everywhere and 
stay tied into the Home Lighting Con- 
test, are the ones who'll get the real 
profit. The more newspaper advertising, 
window displays, direct mail and word 
of mouth selling about this contest, the 
more sales YOU and your dealers 
will make. 

Write for the Plan Book of the Better Home 
Lighting Activity. It’s full of helpful sug- 
gestions for you and your dealers. Address 


your inquiry to the Lighting Educational 
Committee, 680 Fifth Ave., New York City. 








A GENERAL ELECTRIC PRODUCT 
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“Universal” Conduit Couplings 


“Universal” Couplings will save your con- 
tractors time and labor on conduit jobs. 
They eliminate the extra threading of pipe 
ends for ordinary couplings, and the align- 
ment of conduit is not necessary. 


These couplings are made of Malleable 
Iron and galvanized by the Sherardizing 
Process which protects the threaded parts 
as well as the outside surface. 


“Universal” Conduit Couplings are ap- 
proved by the Underwriters’ Laboratories. 





4) ) 4 
A issasLanibiniesiainnt 


The above view shows the tight interlock- 
ing that makes an absolute watertight con- 
nection and insures continuity of ground. 
Thin cement can not run inside the con- 
duit. 


Get acquainted with the entire Steel City 
Line of Wiring Devices—write for Cata- 
log No. 34. 


Clectric€a. 


PENNSYLVANIA 


Steel City € iS 


PITTSBURGH 
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Why Main Fuses Shoulc 
Be Sealed 


(Continued from Page 22) 
centage of fires are caused by suc! 
tampering with fuses. The reason i, 
obvious—the fire destroys the evi 
dence. From the number of sucl 
cases that we find, however, and fron 
the danger of fire that such a condi 
tion produces, we are certain that « 
great deal of property damage is re 
sulting every day from this cause. 

Fires that start from electrical de 
fects are mainly attributable to two 
conditions— either the looping o: 
kinking of wire, or the doctoring ot 
fuses. 

Fuses are placed in a circuit for a 
very good reason—to guard against 
overloading of the conductors and 
against short circuits. When fuses of 
the proper size continually blow out 
it is not the fuse that is wrong. 
When this happens an investigation by 
a competent electrician should be 
made. 

To permit the user to replace these’ 
blown fuses with copper bars, wire, 
nails or pennies is to permit the cre 
ation of a serious life and fire hazard. 
There is no question about the danger 
of this practice. Every day inspec- 
tors from this department and from 














About a year ago there appeared in The 
Jopper’s SALesMAN the pictures of som« 


jobbers from the Pacific Northwest on « 


trip through the Salmon River countr) 


of Idaho. C. M. Will, manager of th 
Fobes Supply Co., of Portland, Ore., ap 
peared in one of the pictures. You ma) 
not have recognized him behind fou’ 


| weeks’ growth of beard. So we presen! 


him to you this time as he really is. 
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Write us for the 
Wahle agency 
IN your locality, 


( Address Sectio 
dress ; nN, 
Lighting Divisios) 


ecg Oy 


y Samples 
fixture tO a cation, 





HOW A WAHLE DISTRIBUTOR 
REACHES HIS DEALER TRADE 
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WAHLE PRODUCTS 


Consist of a complete line of Lighting Fixtures rec:- 
ognized as the Standard for the Home, sold with 
a 100% jobbers policy through Wahle_ Distributors. 








INCORPORATED 


ALBERT WAHLE COMPANY 


224 FIFTH AVE., 


NEW YORK CITY 
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Would You 

Use 

The Porch Thermometer 
To Take 


The Temperature 


Of a Dying Man? 


It is just about as foolhardy for 
radio users to test batteries with 
cheap, unreliable meters, as to 
regulate railroad trafhe with a 
dollar watch, or for a physician to 
take a sick man’s temperature 
with a household thermometer. 


Dealers are beginning to realize 
more and more that the demand 
is for high-class pocket meters like 








POCKET 
METERS 


Accuracy, reliability and quality para- 
mount. A type for every need—a need 


for every type. 


No. 24 Ammeter, 0-35 
amps. 


No. 33 Veltmeter, 0-3 volts 


No. 34-C Voltmeter, 0-50 
volts 


No. 35 Voltmeter, 0-120 Bu. 
volts 

No. 36 Voltmeter, 0-10 Oy? 
volts, 0-50 voits 


No. 44 Voltammeter, 0-35 them 
amps, 0-10 voits fi 
No. 45 Voltammeter, 0-35 4 / / 


amps, 0-50 volts 








List Prices from $1.00 to $4.00. 


THE 
STERLING 
MANUFACTURING 
COMPANY 


2831 Prospect Ave. 
Cleveland, Ohio 


| the fire marshal’s office turn up such 





| that everyone who had anything to do 


Sterling 





Spreading the Idea of 





| error, and presents the range on the 
| basis of what it is, rather than upon| 
| the basis of what it does and makes 


| the consumer happens to be the pros- 

















| 





installations, and I would not venture | 
to guess how many serious fires wé 
have averted by such discoveries. 

In one of the pictures herewith | 
are shown some of the doctored fuses | 
removed in a short time by the fire 
marshal’s office of Detroit. I have on 
my desk as I write, a report from the 
fire marshal’s office on a large garage 
where the same _ conditions exist. 
Every circuit is overloaded and every 
fuse is doctored. I could cite one in- 
stance after another in which we have 
found similar conditions, but I feel 





| 


with electrical inspection departments 
has had plenty of personal experience 
of this nature. 

What can be done about it? 

Is it necessary to stand by and let 
such an evil go on? 

Do we have to go along, cheerfully 
replacing doctored fuses as we find 
them, and trusting to providence that 
those we do not find will cause no 
trouble. 

There is but one solution to the 
problem—put the main fuses under 
seal, 





Electric Cookery 


(Continued from Page 8) 


particular make of range for consi- 
deration. The buyer, quite naturally, 
passes that information along to the) 
salesman; and they, in turn, hand as 
much of it as they remember along to 
the retailer. So the retailer, hearing 
more about constructional features and 
details of operation, than of the idea, 
of electric cookery, falls into the same 





possible. 

The consumer, however, must and 
will be served. When the consumer} 
happens to be an apartment house 
owner, interest in the electric range 
centers primarily in its value as an 
argument to attract renters, just as 
in the instance of the builder of dwel- 
ling houses the range is valued because 
it makes the houses more attractive 
to prospective owners. And when 


| 


pective user the interest is in the idea 
of electric cookery and the economies 
made possible by the electric range. 
When the electric range is presented | 
on that basis it would be difficult | 








| mention another item in the entire 











This photograph shows Martin Ruby 
(left), city manager of Lubbock, Texas. 
who has just adopted the plan of an orna 
mental “White Way” for each paved 
street in Lubbock, and started the work 
with two miles of Union Metal orna 
mental steel standards and GE form 12 
units on Main and Broadway streets, and 
T. O. (Kavotsky) Steffens (right), 
Southwest General Electric Co. salesman, 
thanking Mr. Ruby for $15,000.00 street 
lighting order. 





line of the average electrical supply 
jobber that offers such a varied as 
sortment of business-building opportu- 
nities, or that exerts the same stimu 
lating effect upon the sale of other 
items. First and foremost, perhaps. 
it affords opportunity for a mutually 
beneficial tie-in with the local light 
ing company; next, it would indeed 
be difficult to mention another product 
that serves as well as an entering 
wedge when approaching architects 
and builders. Industrial plants that 
“aren't in the market for a thing’, 
when first approached, find it hard to 
turn a deaf ear to the human-interest 
appeal in the idea of an electric range 
for use in the company’s kitchen, or 
girl’s rest room. Hospitals, clubs, 
schools, hotels, domestic — scienc: 
schools, church kitchens, and the like, 
are all good listeners when the subject 
of conversation is electric cookery, and 


| discussion of the installation requir: 


ments generally can be depended upon 
to open up many additional sales pos 
sibilities. And last, though not least, 
the great army of families, many of 
them already completely sold on tli 
idea of electric cookery and merel) 
awaiting a convenient season to bu 

Reports from lighting companies 
and other retailers of electric ranges 
indicate that on the average, out of 
a given number of candidate salesme” 
a very high percentage will succeed 
and stay on the job than can be e% 
pected when employing a like numbe* 
of men to sell appliances. Possib! 
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A forceful, concentrated window dis- 
play is one of the most energetic sales- 
men you canemploy. Dedicate it to one 
idea, treat this in a big, smashing way 
and it will hail every passer-by with the 
strongest selling force ever discovered 
—the power of suggestion. The above is 
an illustration of how the Warner Hard- 
ware Company, of Minneapolis, regis- 
tered a knockout. 


Summer is over! People are flocking 
back from vacations. Homes are being 
reconditioned for winter. It is open 
season for overhauling bells and buzzers 
and equipping them with new batteries. 


Right now is the time to put in a 
Columbia Eveready Battery window 
display. Make it an all-battery window. 
Concentrate the idea. Fill your window 
full of Columbias. Put in window cards 


| Put your window on the job 


suggesting new Columbia Eveready 
Batteries for bells, buzzers, burglar 
alarms, ignition and radio. 


We have prepared a wonderful line 
of display material. A postal card to us 
will bring you a generous supply. Start 
planning that window now. But first of 
all, be sure you are well stocked with 
Columbias. Look over your stock. If 
it isn’t up to scratch, get an order in to 
your jobber marked “For Immediate 
Delivery.” 


Quick, easy sales, good profits are 
waiting. Window salesmanship will 
win them. Order Columbia Eveready 
Batteries from your jobber. 

Manufactured and guaranteed by 


NATIONAL CARBON CO., INC. 


New York—San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ont. 


Columbia 
Dry Batteries 


-they last longer 












Columbia 
Hot Shot 
Batteries 
contain 4, 
5. or6 cells 
in a neat 
water- 


proofsteel 
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SALESMEN: A 
great national ad- 
vertising campaign 
is helping dealers 
sell Columbia Bat- 
teries. And inten- 
sive advertising in 
all the important 
trade magazines is 
helping you sell Co- 
lumbias to the deal- 
ers. This is a repro- 
duction of the cur- 
rent advertisement 
in trade papers. 
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12 New mn 


A Remarkable Achievement 


HE developing, perfecting and placing on the market,of twelve 
popular high-quality appliances this year is an unequalled 
achievement. This is possible only because of our great facilities 
of manufacturing and engineering development which have for 
more than twenty years been confined to the exclusive design and 
manufacture of electrical heating devices. The achievement is not 
at of an individual or of the moment—these products are the result 








the slice. 
highly polished finish: 
A toaster housewives will be p 
Cat. No. 115T17 Retail price’ 


2. Table Stove with Dishes. The D29 Table Sto 

set of heavy aluminum dishes. Includes a deep pa 

cover, four egg cups and egg cup rack. Serves many more COO 

ing purposes than table stove only. Opens the way to increased 
sales. Dishes may be purchased separately. 
Stove only Cat. No. 116D29 Retail price $4.95 
Dishes only Cat. No.G9P150 Retail price 3.00 
Stove with Dishes Cat. No. 116D39 Retail price 7.95 


3. Large Sugar and Creamer Set. Meets the demand fo 

greater capacity — 9.6 oz. Heavily nickeled, artistic desigr 

plain or paneled. An attractive cover on the sugar bowl. 
Plain Cat. No. 100Y54 Retail price $10. 
Paneled Cat. No. 100Y55 Retail price 11.2 


4. Marcel Iron. Produces a beauti 
— lasting wave—the true marcel. A larg 
waver rod with the “professional tip,’? Hotpoint par. 
allel opening shield and the popular swivel detachable 
plug. Almost every woman or girl is a prospect. 
Cat. No. 113L10 Retail price $5.50 


5. Hedlite Heater. A new low-priced heater, Hotpoint standard of quality throughout. Stands 15 inches high and has 
11-inch reflector. An unusual value. Should prove a quick seller. Cat. No. 11A631 Retail price $6.50 


6. Dolly Madison Percolator Set. An exquisitely decorated set with true classic vase outlines. Includes urn, sugar and 
creamer and tray. Made in both silver and nickel finishes. A wonderful gift item. A revolutionary departure in 
applying highly developed art design never heretofore approached in percdlators. 

Silver finish Cat. No. 116820 Retail price $65.00 

Nickel finish Cat. No. 115820 Retail price 55.00 


7. De Luxe Curling Iron. A gift of beauty built for service. Ivory finish handle, French gray plugs and thumb button, 
and gray silk cord. Furnished in gray leatherette case with brilliant gold colored silk lining. Includes all exclusive Hot- 
point features. Order now for the early fall curling iron demand. Cat. No. 113L6 Retail price $7.50 


8. Soldering Iron. For handy household use or auto soldering jobs. Heavy copper chisel tip, heated with the famous 
Hotpoint sheath-wire element. A staple number for steady year-round selling. Cat. No.117L9 Retail price $3.25 


%. Duplex Grill. A low priced quality grill with complete and practical set of aluminum utensils. Boils, broils, stews, 
fries, toasts and poaches: duplex cooking, two operations at one time. Cat. No. 116G9 Retail price $9.85 


10. Ornamental Waffle Iron. Beautiful in appearance and excels in waffle baking qualities. For use right on the table. 
Base artistically designed and shaped to catchany overflowing batter. Heated with famous Hotpoint sheath-wire units. 
Cat. No. 116Y53 Retail price $15.00 


11. Hotpoint Cooker. Bakes, steams, boils, simmers, fries. Three-heat switch gives perfect heat control. Insulated, 
air-tight container with 5-quart kettle, conseryes heat and assures finely cooked foods. This cooker with container 
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Servants For You 


Increases Volume and Profit 


The consumer, dealer and salesman all look to Hotpoint to lead the way in developing 
new devices of convenience and dependability. Hotpoint Servants do not abuse your 
confidence when introduced to your dealer friends. They serve faithfully for his customers 
and create added good will and 

sales volume. This new group has 

unusual demonstration and dis- 

play value which willassist the trade 

in “cashing i in” on this great pro- 

of sales stimulation. 
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fired in national magazine advertising 
which will carry the message into many 
million homes — newspaper advertising 
will add other millions—trade papers will 
carry this startling message to your cus- 
tomers. This sales stimulating program 
will contribute to your success in render- 
ing your dealers a sales service. 


removed is an efficient hot plate. Its convenience and economy ae: to the thrifty housewife. Six inch stove, insu- 
lated container and 5 quart kettle. Cat. No. 136C7 Retail price $22.75 


- Utensil Set for Hotpoint Cooker. A set of heavy aluminum utensils which adds greatly to the utility of the Hotpoint 

- ker. Includes 112 qt. clover leaf pans, cake or pudding pan, pie pan, baking rack and baffle. Means more cooker sales. 
Utensil set only Cat. No. C7P150 Retail price $ 5.00 
Cooker with utensils Cat. No. 136C9 Retail price 27.75 


If you have not received your copy of the Hotpoint catalog 
supplement made necessary by this development program, 
write for it now. Use coupon in lower corner — do it now. 


EDISON ELECTRIC APPLIANCE CO., Inc. 


5612 West Taylor Street : Chicago, Ill. 


BOSTON + NEWYORK + CLEVELAND + CHICAGO - ATLANTA 
SALT LAKECITY + ONTARIO, CALIFORNIA 
Factories: Chicago, Illinois, and Ontario, California 
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Lynchburg Insulators 














AND 
| SERVICE 


— 
UALITY: Lynchburg Insulators are not only 
made and tempered by the latest methods un- 


= \ QUALIT 








eS, | 





der the supervision of a high class Glass Engineer, 
but are also subjected to very rigid tests in our In- 
spection Department for accuracy in measurement, 


as well as for strength. 


GERVICE: We carry a large stock of well sea- 

soned Insulators on our yards at all times, piled 
outdoors, subjected to the same climatic conditions 
as if they were on poles; thus insuring prompt ship- 


ment of unquestioned quality. 


If you are not now handling our Insulators, a 
trial order will convince you of our ability to fur- 


nish you the best service and superior quality goods. 


Lynchburg Asides Corporation 


Lynchburg, Virginia 






the men are selected more care \\||; 
in the first place, and then trajed 
more comprehensively before |. ing 


_ sent into the territory. Certainly ine 





reason is that the men have so mn. ny 


sided a story to tell that they ar | 
most sure to acquire expertness j) | 
least one department. Perhaps s: 

thing of the same effect is to be : 
ticed among jobbers’ salesman who - «|| 
ranges, for selling an idea is away »\:d 
by far more stimulating than quoting 
prices and terms on staples. Tha: is 
to say, it is not so much a question 
of price as it is one of being able to 
portray a return that will balance the 
price and make it attractive. And in 


| explaining the idea of electric cookery 


—the economy of time, money and 


| effort, and the saving in food value. 


and in demonstrating the range itself 
there is outlet for all the salesmen- 
ship and histrionic ability that the 
salesman possesses. 

This at least seems sure: if the 
salesman who sells from a catalog and 
devotes much of his time to taking 
orders on staples were to be trained 


_ to sell electric ranges to the retailer, 


and then, in turn, to instruct the re 
tailer how to sell them to the consu- 
mer, he would become a more valuable 


man to himself and the house there- 
| after in any and all departments of 


selling. 
Salability is a point which all good 


| buyers for resale quickly learn to con- 
_ sider in relation to margin, and in this 


respect the electric range is in an 
absolutely unique position. For the 
turnover of the stock at retail depends 
directly upon the skill with which the 


| retailer presents the ranges and the 


subject of electric cookery to the con- 
sumer; and the actual how-to of doing 
this has been made the subject of a 
nation-wide study to garner the best 
in actual practice and experience. 
This was accomplished by the Electric 
Heating and Cooking Committee. Ap- 
pliance Bureau, Commercial National 


| Section, National Electric Light As 
| sociation, and The Society for Elec 
| trical Development, working in colla- 


boration. 

Upwards of one hundred question 
naires were sent out to the most suc 
cessful retailers of electric ranges in 
the United States, and in addition 


| various successful demonstrators in 


the field made separate reports °x- 


_plaining the practices which t/ey 
_ found most productive of results. 
| The survey was under the four gen: rl 


headings of (1) Sales Managem nt, 
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PARANITE 


Resists the Elements! 
The duty of PARANITE rubber-covered Wires, 


Cables and Cords is an exacting work. To resist 
the elements—to remain unchanged through heat 
and cold and rain and winds. That's the work 


of PARANITE. 


To give service economically by staying on the job 


indefinitely is PARANITE'S accepted obligation. 
PARANITE fulfills its obligations and duties. The 


highest grade copper conductors; the finest pure 
Para rubber insulation; the properly impregnated 
braid; these and other materials of the highest 
quality go to make up PARANITE rubber-covered 
Wires, Cables and Cords. 

Expert manufacture; exclusive processes; these 
and other points all tend toward one objective — 
long life in service. 


You and your trade can sell longer service at less 


cost with PARANITE. 
If It's PARANITE It’s Right. 


INDIANA RusBser & InsuLcatep Wire Co. 
JONESBORO, INDIANA 
NEW YORK 


THE THOMAS & BETTS CO. 
63 Vesey St. 


CHICAGO 


811 MARQUETTE BLDC. 
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N these huge Rome Wire plants Your people will enjoy using and 

there’snoguessworkabouteven working with all types of Rome 
asingle coilofthe millions of feet Wire for it’s uniform, standard 
of electrical wiresturned outdaily. and dependable. 


CODE 


Rome Code Wire for light, heat and power cir- 
cuits conforms with the N.E. Code Standards, 
but is not, “just code wire.” It is subjected to 
three rigid tests of such an exacting nature as to 
insure the Underwriters’ requirements being met. 
Constant supervision under one “rooftree” of 
every phase of manufacture justifies your custom- 
ers’ continued confidence in our rubber covered 
wires and cables. 








—— a SSS» 


CORDS 


Rome Flexible Cords comprise a complete line for 
extension or replacement of existing attachment cords 
on portable electrical apparatus. We are equipped to 
make prompt shipment of lamp, brewery, canvasite, 
packing house, armored and reinforced cords, heater 
cord, fixture wire, deck, stage, borderlight, elevator 
cables, etc.—in a full variety of sizes and colors. For 
satisfactory and reliable performance recommend the 
Rome line to your customers. 





Me OTR 





Mills.and 
ROME WIRE CoO.  gxecutive’Orice:; ROME, N. Y. 
Diamond Mills, BUFFALO, N. Y. Atlantic Mills; STAMFORD, CONN. 
NEW YORK BOSTON CHICAGO CLEVELAND DETROIT 
} 50 Church St. Little Bldg. 14E. Jackson Blvd. 1200,W. Ninth St. 25 Parsons St. 
LOS ANGELES, J. G. Pomeroy, 336 Azusa Street 





, (2) Advertising, (3) Retail Sales «yd 
| Demonstrations, and (4) Servicii 
Manuals under those same titles h:ve 
just recently been prepared and iss) 
by The Society for Electrical De, 
opment and are available at nomi), 
/rates. With the wealth of examp!es 
and bed-rock information that is ‘ny 
these manuals at his disposal, the jut 
_ber and his salesmen will have a very 
|easy time of it in collaborating wii), 
| the retailer and developing a busi 
-ness in electric ranges of which «|i 
/concerned may be proud. 


jan poe 





Frank D. Lawrence 


(Continued from Page 21) 


_of cost to the service of the com 
'munity in which his business has its 
| headquarters and in which he makes 
his home. 

| This is the kind of citizen F. D. 
Lawrence is. And though one must 
| wonder how a man who is so busy 
with the interests of his city and with 
public affairs can still find the time 
| to devote to his personal business and 
to make it so conspicuously successful, 
‘the answer is to be found in the per 
sonality of the man himself. He is 
efficiency embodied. He does not talk 
very much about “system.” He ex 
emplifies it. His organization is large, 
yet the turnover among employees is 
negligible. Most of the men who were 


with him when the company was estab- 
lished are with him today and expect 
to be with him as long as they are 
able to work. The time clock is not 
nearly so potent either as an incen- 
tive to punctuality or as a curb on 
early quitting as is the example of the 
boss himself. Mr. Lawrence is the 
first man on the job in the morning 
and not infrequently the last man off 
the job at night. He knows every 





man and woman in his employ. He 
calls them all by their first names. 
His relationship to them is something 
_ between that of a big brother and that 
of a father. At the meeting of tlie 
salesmen every Saturday morning Mr. 
Lawrence is more likely to be an in 
‘terested listener than an exhaustive 
‘talker. He expects much of his asso 
ciates. He gives much and he receives 
much. 


F. D. Lawrence is a man well worth 
knowing. There is that about hm 
which you instinctively know Th 
'dore Roosevelt would have liked. 
| “He’s as clean as a hound’s tooth.’ 
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“What we make— 
makes us” 


17 years ago, a man had an Ideal. 


1. Quality He gathered other men about him, and 
built an organization upon that ideal. 


2. Service 
Today, although the business has _in- 


3. Square Deal creased a hundredfold in volume, the ideal 
remains the basis upon which every policy 
ELE is determined and every transaction is 

ty made. 


QUALITY— 


SERVICE— 
A SQUARE DEAL 


Expect these therefore from “KEttco’— 


fhe Symbol of Eastern Tube and Tool Co., Inc. 
O68) Scots for Brooklyn, N. Y. 


Electrical Development. 
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The Book that helps serve 
the demand for G-E Quality 


The Book that 
Helps Your Contractors 

Here’s another G-E sales help for your contractors that is being wel- 
comed everywhere. 

The pocket size Electrical Contractors’ Catalogue contains complete 
information pertaining to the staple materials required for an electrical 
installation. In addition its 376 pages are full of data of practical everyday 
use to contractors—fully illustrated. 

This handy volume was compiled to aid your contractors. Hundreds of 
them are daily making profitable use of it in their work. They find it valu- 
able in serving the demand for better and more complete wiring. 


GENERAL 


GENERA L sLee st me © COMPAN Y¥ 
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The Book that is well supported 
by advertising, window displays 
and Sales Promotion 






Complete Wiring Made Easy for Your Trade 


G-E advertising that reaches millions through national magazines is teaching 
the advantages of electrical convenience. It is driving home the need of com- 
plete and dependable housewiring. It is creating a demand for G-E wiring 
materials. 


In their own language, in their own business papers, builders, contractors and 
real estate men are getting the same message of complete wiring. 


Every month thousands of new prospects are receiving the educational book, 
“The Home of a Hundred Comforts.” They’re learning the comforts to be had 
in a completely wired home. No better piece of contractor business-getting litera- 
ture has ever gone to the public. It is instilling a desire for more and better 
wiring. 

Your contractors can localize this buying interest. They can direct pur- 
chasers to their stores with the strong selling messages on G-E Complete Wir- 
ing Displays and G-E Folders and other sales literature which is 
always available to your trade. 

These G-E advertising forces make 
sales for G-E quality materials listed in 
the Electrical Contractors’ Catalogue. 

Every electrical contractor in your ter- 
ritory should have a copy of this valyable 
beok. See that everyone has a copy to 
help him sell. They will appreciate your 
interest. 
















































The 
Guarantee of Excellence 
on Goods Electrical 


ELECTRIC 
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Ideas from a Model Jobbing 
Establishment 


One of the tangible and positive 
evidences of the growth and expan- 
sion of the electrical supply jobbing 
business is the erection of new and 
better warehouses by jobbers 
throughout the country. 
constantly made for new ideas in 
buildings, so that as each new ware- 
house is erected it will embody the 


efficient 


Search is 


most modern means _ for 
service. 

The Electric Corporation of Los 
Angeles, Calif., recently built a new 
building that can well serve as a 
model for any electrical jobber plan- 
ning or looking forward to the erec- 
tion of new quarters; for this build- 
ing features the most modern ideas 
of service and efficiency. 

“Every detail of our new build- 
ing,’ said Ross Hartley, president of 
The Electric 
thought out and planned for a definite 
There is nothing about the 


And now 


Corporation, ‘“‘was 
purpose. 
building that is accidental. 
that it is completed, there is not a 
single instance where a change is de- 
sired. We have a building that we 


expect will house our activities as 
long as we are in business; so you 
can see the reason why we gave so 


much thought to every feature of it 


Electric Corporation’s New Building.—Left, General Office on Second 


and thought and planned long over 
every detail before making definite 
decisions.” 

“Our former quarters were a one- 
story main building; and warehouse 
space in three other buildings. 
Everything about our quarters was 
compact—in fact, crowded. In the 
erection of the new building we were 
confronted with the problem of hav- 
ing our organization—which had 
been accustomed to functioning in 
compact quarters — function effi- 
ciently in a building of many stories 
where our stock is grouped and 
handled in an entirely different man- 
ner. We had to plan the proper 
coordinating of the work of the dif- 
ferent departments and the rapid 
movement of our goods from our 
different floors the hands of 
waiting customers. Everything was 
planned in advance for speed. That 
we have succeeded is proven by the 
service we are giving our customers 
today. The result was accomplished 
by means of certain features of our 
building such as a _ spiral chute, 
speaking tubes, intercommunicating 
telephones, a pneumatic carrier tube 
system and the plan of our building 
and stock arrangement.” 

The building is a six-story concrete 
and steel fireproof structure located 
at the corner of Santee and Eleventh 


into 


Floor. Right, Sales 


New Home of the Electric Corporation, 
Los Angeles, Calif. 


streets in Los Angeles. This location 
is a short distance away from what is 
now the wholesale business district of 
the city, but in neighborhood in the 
direction of which the present whole- 
sale district is expanding. The build- 
ing has a frontage of 50 ft. on Santee 
street, 150 ft. on Eleventh street, 
and 60 ft. in the rear. The total floor 
space is approximately 50,000 sq. ft. 
and it is said to be the largest build- 
ing built and owned by an electrical 
jobber on the Pacific Coast. With a 
corner location and a generous pro- 
vision for windows on three sides 
there will always be plenty of air and 
natural light available. 


Room on Ground 
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Another ARROW Accomplishment 


2 An Interchangeable 










Tumbler Switch 

2 With Composition Handle — Rectangular Slotted Plate 
5 Visible Indicator 

: 

5 











Another Make of Switch 
with Narrow Handle 
in an Arrow Plate 


Arrow Switch in Another 
Make of Plate with 
Narrow Slot 


USUIUIUE 


BOE 





ARROW SWITCH WITH ARROW PLATE 











i a 1 INCH TYPE 1% INCH TYPE 
Arrow Switch in Another 6444 Single Pole 6844 Another Make of Switch 
6445 Double Pole 6845 i ee 
Make of Plate with 6446 Three Point 6846 with Wide Handle 
Wide Slot 6447 Four Point 63847 in an Arrow Plate 


Simplification — Standardization 


Arrow Switches and Plates will fit other makes of Switches and Plates 
of the same type of construction. No need any longer to stock different 
makes of Tumbler Switches. Use “ARROW COMPOSITION HANDLE 
TUMBLER SWITCHES” and avoid duplicate stocks and installation troubles. 
Made in both 1’ and 1%” types. For full information send for circular giving 
complete listing of switches and plates. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RROW 


sag e comgmiane line wid ae Devices 













DWIVEDI DDDIADIE IIA IID OID, 


| 














THE JOBBER’SfA)SALESMAN 
































this ad 


tells 
“RE 


Hangers 
are better 


HE Quality of the 
“Red Spot’ can be 


seen and appraised by 
anyone who will give it 
a ten minute inspection. 
Here are 12 reasons why 
your trade cannot buy or 
assemble any other hang- 
er as good as ‘Red 
Spot” for anything like 
“Red Spot's” price: 































































1. Beaded edge reinforced 22 gauge metal canopy. 


2. Extra deep flange with knock-out for mounting switch. 

3. Special Wakefield switch mounting attaches firmly to ‘‘main sup- 
port of the fixture.”’ 

4. Knock-out for switch cord—bushing and lock-nut supplied. 

5. Neatly reamed oversize wireways. 

6. “‘Absotite’’ brass chain having tensile strength of 120 lbs. 

7. Notched loop holds glassware in perfect balance. 

8. Oversize wireway permits wiring hanger without removing lamp 


socket. 
One-piece socket extension permits proper positioning of lamp. 


10. Porcelain socket and 14 gauge wire make it unnecessary to use 
insulating joint. 


11. Bushing with 5 threads insures firm hold on glassware. Bevel points 
prevent screws from loosening when glass is in position. Upset 
thread prevents screw being removed from holder. 


12. *“‘Red Spot’’ nameplate guarantees quality. 


Trade. Mark 


The F. W. Wakefield Brass Co. 


Elberta Street, Vermilion, Ohio 


Pacific Coast Representative: Geo. A. Gray Company, Los Angeles and San Francisco 




















Radio Department in Electric Corpora- 
tion’s New Building. 


On the ground floor are located the 
salesroom and shipping department. 

“If it is good merchandising to 
show goods attractively at retail,” 
said Mr. Hartley in discussing their 
salesrooms, “ it is also good merchan- 
dising to display them properly at 
wholesale.” 

The salesroom extends across the 
entire front of the building occupy- 
ing a space of 50 by 38 ft. The 
counter and cases are of oak, in and 


/on which are attractively displayed 


heating devices and radio supplies. 
On the floor of the salesroom are har- 
moniously grouped the heavier ap- 
pliances—washing machines, ranges, 
ete. 

From the counter extends a Lam- 


son pneumatic tube system that radi- 


ates to every department. “Two 


thousand dollars was invested in that 
system,” was Mr. Hartley’s comment, 
“and it is paying for itself.” 

Back of the display cases are steel 
shelves upon which are neatly ar- 


‘ranged broken packages of wiring 


devices, radio goods, ete. 


Directly behind the display cases 


/are intercommunicating department 


telephones and also 2 in. speaking 
tubes made of aluminum. These lat- 


| ter in particular enable the counter 


men to obtain quick communication 
with any department—the credit de- 
partment included—out of sight and 
ear-shot of the customer waiting for 
his order to be filled. Before con- 
structing these tubes of aluminum 
tests were conducted with various 
pipes and tubes and it was found that 


(Turn to Page 98) 
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Tyre A Peerless Hanrer is designed’ to securely and economically install 
ceiling and side wall outlets in houses and buildings already completed and 
plastered where electric fixtures were not originally planned for. 








It is strongly made cf steel and comes equipped with %,-inch nipple or 
stud and locknut and because of tojgle bolt construction the nipple or stud 
may he folded into hanger, which permits installation through a hole as 
small as 1 inches in diameter. This toggle bolt construction also makes 
our Type A Hanger self-alicn'na and therefore insures straight hung fixtures. 
No screws or nails are needed to install. 











pointed slide fasteners are driven into 
sides of beams, supporting and holding 
hanger rod in place. No nails or screws 
are used to install this hanger. 


The nipple or stud on Type C Hanger is of 
%e-inch pipe, full threaded. 


This Peerless Hanger is designed for \F 
new work, \ 
The nipple or stud is suspended on an 
18-inch steed rod and is adjustable to any 
position or spacing tetween ms. This steel 
bar has a short right angle point at one end, 
easily driven into bottcm of beam thus preventing 
side-wise movement of bar; the two adjustable 








This Peerless 
Wall Case Bracket 
Support and Adap- 
ter fastens directly 
te any 3 in. or 3% 
in. box or te any 
standard wall case 
and permits hang- 
ing, without use of 
stud or hickey, any 
wall bracket equip- 
ped with either 
stem or French 
back or any ceiling 
fixture equipped 
with '% in. stem. 














Type B Support is designed for the better installation of Switch or Receptacle Boxes in new 
buildings. 


This Peerless labor saving device consists of two strong steel bars each 18 inches long, equipped 
with fath-holders er supports and adjustable steel clips which fasten to any standard wall cases. 


Type B Support is so designed that at any time an additional box may be added without defacing 
the wall, The saving in labor through the use of this device is enormous as compared with the old 
way of installing Switch Boxes. 


EASY TO SELL 
TO CONTRACTORS 

WITH GOOD PROFIT 
TO JOBBERS/ 





The items in the Peerless Prod- 
ucts Line are easy to sell. Con- 
tractors appreciate the value of 
their labor saving, time and 


And 


the line is complete in its field. 


money saving features. 


Also, and this is of prime im- 
portance to the enterprising 
jobber and his salesmen, there 


is a good margin of profit in 


The Peerless Products Line. 


The various devices in the line 
were developed by specialists 
who know what the contractor 
needs, which is why Peerless 
Products 
to contractors everywhere. 
Study the line and get this 
profitable business in your ter- 


appeal so strongly 


ritory. 


Our jobber proposition, with 
discounts and prices will be 


sent to you at your request. 


PEERLESS ELECTRO PRODUCTS CO 


200-220 Holliday St. 


New York Pittsburgh 
53 Park Place Keenan Bldg. 


Boston 
10 High St. 


BALTIMORE, MD. 


Philadelphia 
30 Bank St. 
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Selecting and Serving Radio 
Dealers 

In view of the fact that the radio 
industry is still new, not only in its 
technical but its merchandising as- 
pects, all information possible bearing 
on its problems is of interest. Some 
observations made by Y. M. Jensen of 
the Magnavox Co. as to certa‘n influ- 
ences in the radio situation are here 
presented as the views of one manu- 
facturer. 

“A careful 
open mind, pertaining to the present 
conditions as found in the radio mar 
ket reveals interesting facts that. 
clearly show the unfortunate situation 
can be traced not only to the dealers, 
but back to the jobbers and manufac- 
turers. Much has been said against the 
disorderly methods of merchandising 


practiced by unscrupulous dealers, but 


survey made with an 


those who are responsible to a large 
measure for allowing such conditions 
to flourish are permitted to carry on 
their activities without being scruti- 
nized. 

“Because of the popularity of radio 
and its future . potential possibilities 
that has been so definitely established, 
a certain type of manufacturers have 


by the manufacturer. The reactions 
resulting from such practices by some 
dealers are too known. As a 
distributor must dispose of his stock 
under such circumstances, his dealer 
clientele is not properly selected, but 
instead he encourages anybody to enter 
this new field of endeavor. This is 
very noticeable, particularly in sec- 
tions where the enthusiasm runs high, 
for one can find so-called radio deal- 
ers of all types who were formerly in 
an entirely different business. A great 
majority of these dealers are not do- 
ing constructive work but rather em- 
ploying means that will enable them 
to satisfy their wants with the idea 
of leaving the field when the radio 
industry has entered a more sound and 
stabilized condition. The last state- 
ment is just as applicable to a certain 


well 


type of radio jobbers whose activities 
are no better than their dealer’s. 
“Probably some of the disorderly 
conditions resulted from a lack of 
foresight or vision as to what the ulti- 
mate possibilities would be, in the be- 
lief that the quick rising industry 
was but a fad and would soon pass 
over. Many distributors established 
their radio department with such a 


deriving the greatest benefit is the on: 
who now recognizes radio as a utility 
and has a department serving it as 
such by having a corps of properly 
trained men specializing and putting 
all their energy behind radio. 
“Progressive manufacturers should 
abstain from any practice tending to 
injure their future and at the same 
time should begin to build a super- 
structure that will enable them to hold 
their prominence when the others have 
Rather than 
many 


fallen by the way-side. 

place their product in 
channels, care should be taken that a 
minimum number be appointed to in 
sure the maximum representation, as 
will afford 


too 


fewer desirable accounts 
them (the distributors) the additional 
incentive to upon the 
product. Any possible incentive to 
concentrate is lost when the jobber 
knows that constructive work done by 
him promotes a chance of his competi- 


concentrate 


tor reaping the advantages thereof. 
Some distributors are at fault by car 
rying too many conflicting lines—just 
the reverse of their practice in other 
departments. For instance, an elec 
trical and radio distributor stocks but 


one make of lamps. one or two types 


appeared in the field for exploitation belief, in other words, considered it of washing machines, vacuum sweep 


purposes only, and in order to dispose 
of their products they employed indis- 
criminate means of appointing distrib- 
utors or jobbers. As a matter of fact, 
the same method of appointing dis- 
tributors applies to a great majority 
of manufacturers, not classified in the 
exploiting category. This results in 
the establishment of too many jobbing 
outlets. With a few exceptions it 
seems as if the policy is that of ap- 
pointing every jobber applying for 
distributorship as though this great 
number of jobbers, in turn, would in- 
crease the manufacturer’s output. 
“Such a conception is erroneous, for 
too many distributors of the same 
product in a territory results in prac- 
tices detrimental to the industry. Com- 
petition becomes too severe, and leads 
to the quoting of discounts not in ac- 
cordance with the schedule suggested 


as a side-line. Today the distributor 


ers, etc., but in lieu of such conditions. 











Tuska Exhibit for the World Radio Show (See Article Page 88) 





























s 








SS 








op 





QUT 


Ne 





NSS 





WS 





SX 





NY 





* 


XS 





IQ 





Oui 








4. 











WS 














OQ 


ws WSs 


~~ 








WS 


WS 


WUOY 


~~ 










SS 











bn 









N 





Soptember, 1924 THE JOBBER’SfJJSALESMAN 71 
os 


wet 














This Symbol of Quality is 
Your Protection 
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The family takes to politics 


g et ‘cause he did and 


Gy. Y Pa’s tick: 
Y 4 Yi be : pa tictga’t get much closer 


“fe ‘ _ Radiola Regenohe, candace and hs ens NAS I rade wee . RADIOLA 
@ , atte hn igo a cohen mil REGENOFLEX 
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" YY Radio has changed it all. Brey farm—every ON lace for the ° . 
Radley comer radio store will Be © Miri Regenoflex on the Will come powerfully into 
the foreground of biggest sel- 
acting, SSE qcepion eben lers with the days of political 
; issues right into the home campaigning. Distance. Select- 
‘ Y faa fr every pus” — Clearness. Depend- 
Cis y Radio Corporation of America me Yy- 
M0 Y pchiligaer S —e With four Radiotrons WD-11 
y | Ee pctennten ranean and Radiola Loudspeaker. 
, [ee ee With compartments to hold 
- nace siaes eS we = = } the batteries,—all dry cell. 
= :; Com) lete except batteries and 
antenna. $206. 
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ITH the presidential candidates talking to millions this 
year, instead of to thousands—with the local candidates 
bringing home issues right into the home—there’s a new 
spirit abroad. _It’s a new live sense of national government 
and personal partisanship. It’s a big enthusiasm. And it means 
big sales for the radio dealer who times his sales campaigning 
with the political campaigning, and features the sets that get gost 
the stations—get them clearly—need least servicing. That YY, 
means—the dealer who sells RADIOLAS. And to start his 
campaign ball rolling, here is a big national ad on the Radiola 
Regenoflex, in October magazines. Tie up! 


“There’s A Radiola For Every Purse” 
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Radio Corporation of America 


Sales Dept. Suite 549 


233 Broadway, New York 10 So. La Salle Street, Chicago, III. 
433 California Street, San Francisco, Cal. 


Radiola 
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Stock Up NOW on 





























Increased production facilities have enabled the 
General Radio Company to offer for immediate de- 


liveries the type 247-H condenser. 


Due to its special mechanical and electrical advan- 
tages over ordinary condensers and its popular price 
this instrument has always been a live seller and has 
given the dealer a rapid turnover with a liberal margin 


of profit. 


Since 1915 General Radio condensers have been 
the universal favorite because of their extreme selec- 


tivity and negligibly low losses. 


Place your order NOW and get ready for the big- 


gest season radio has ever known. 


Type 247-H capacity 500 MMF. with vernier $5.00 
Type 247-F capacity 500 MMF. without 


DUNES! 6 BS a nel Gi 


























| the radio department will  stok 
| a large, diversified and conflicting 
sortment of competitive material. T: \, 
peculiarity was a reflection of 
dealers ‘selling’ the jobbers, instead , 
vice versa, because the jobbers’ sa! 
men were unable to cope with :', 
situation when placed in a new fi |\| 
before new types of dealers, each < 
manding a different make of son 
thing, and the manager of the radi) 
department, being a technical rai 


| man, having no knowledge of sa). 


manship. Inasmuch as a distribut. 
is a sales outlet, he should be consi! 


_ ered as an organic part of the mani 














facturer’s sales organization, and clo. 
co-operation is imperative for the {u 
ture success of both. Justice cannot 
be done to anyone if conflicting linvs 
are carried and the representation 
given to each manufacturer is poor 
and undependable. In short, manufac 
turers can obtain better distribution 
through the appointment of fewer job 
bers who understand the value of con 
centrating their energy behind a se- 
lect line of non-conflicting products. 
“After the manufacturer and jobber 


_ have taken that position, they in turn 


can teach that doctrine to dealers. As 
mentioned before, the result of having 
too many jobbers of the same product, 
brought about the creation of a new 
clientele. This had a negative effect, 
for competition became greater than 
ever, leading to the present turmoil. 
With a limited number of jobbers, 
they in turn can cast their influence 
upon a limited number of dealers to 
help build up their business on a prof- 
itable foundation. The type of dealer 
under consideration should be the one 
who thoroughly understands the fun- 
damental laws of merchandising con- 
ducive to a good and wholesome busi- 
ness, including the knowledge why too 
many conflicting lines is detrimentil 
to progress. 

“Not only does the dealer need the 
support of his jobber, but also that 
of the manufacturer, and this the 
dealer is entitled to. Close co-opera 
tion improves the spirit of organiza 


| tion, and helps undermine any prevail 

_ing antagonistic attitude towards tlie 
| product. The dealer should be also 
_ considered as an integral part of tlic 
| manufacturer’s sales outlet. Personal 


dealer contact on the part of the 


| manufacturer constitutes an important 
influence and helps to bring about 4 
healthy relationship that cannot be 


(Turn to Page 80) 
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See Us At 


CHICAGO RADIO SHOW 
November 18th to 23rd 


Booth No, 2, Section Q Because 
NEW YORK RADIO SHOW 

September 22nd to 28th 

Booth No. 3, Section L 


G-G-H REPRQQUCER 


Smashes all standards for 


Radio Loud Speakers 


OWNER PREFERENCE 


it has true tone quality. The Pyralin amplifying horn 
eliminates that “megaphone” heaviness so common 
in loud speakers. Every word and every note is re- 
produced faithfully. 


it has a distinctive beauty not only in design but in the 
particularly attractive colorings in which it can be sup- 
plied. DuPont Pyralin in various beautiful articles 
graces the most exclusive homes today. Will har- 
monize with the decorative scheme of the home in- 
stead of being a tolerated eye-sore. 


it is popularly priced—within the reach of every radio 
enthusiast. Retails at $12.50 for the all-black model; 
$15.00 in the Shell finish; $20.00 for the mother-of- 
pearl De Luxe Model. 


JOBBER PREFERENCE 


he knows it is made by a house known for quality 
products. 


he is pleased to recommend it for its unexcelled tone 
quality, efficiency, beauty, and reasonable price. 


the operating unit has no permanent magnet to 
deteriorate or cause distortion; neither does it require 
*‘A” battery current; therefore, will operate at maxi- 
mum economy. 


by virtue of the above reasons he can do a maximum 
business by standardizing on G-G-H REPRODUCERS. 
His turn-over will be large and his profits correspond- 
ingly high. 


(The above is a skeleton of a fact story. We ask no more than an opportunity 


to demonstrate this wonderful device at our risk and expense. Write us today. ) 


Sole Manufacturers 


GRIGSBY ~ GRUNOW ~ HI 


4540 Armitage Ave. 





NDS ~ CO 


Chicago, Ill. 
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TRF-50 


A handsomely 
carved cabinet— 
a most efficient 5- 
tube circuit with 
Unit Tuner— 
built-in Magna- 
vox Reproducer. 

The receiver 
you have been 
waiting for;study 
the details. 





















These New Broadcast Receivers 


Complete the 


[M4Gnavox Radio Line 


N designing the new Broadcast Receivers TRF-5 and TRF-50 here 


ee 


shown, Magnavox successfully interpreted the radio needs of the 
American home. 

Three decisive advantages go with the Magnavox: unequalled 
simplicity of control; reproduction of exceptional clearness in any 
desired volume; and a handsomely carved period cabinet designed 
for quiet dignity and convenience without burdensome cost. 

The Magnavox Unit Tuner does away with all complicated 
dialing, and places the novice on the same footing as the radio expert. 
In point of selectivity and distance, Magnavox Broadcast Receivers 


also satisfy the most discriminating. 
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As illustrated, the panel carries only three knobs—the On and Off switch, the 
Selector (Magnavox Unit Tuner) and the Volume Control. This last dial permits any 
desired volume instantly and without altering the superb character of reproduction in 


any way. 


Evolved at a time and under conditions obviating the necessity of costly changes 
during production, Magnavox Receivers have for the dealer the final advantage of offering 
the public the utmost economy in price as well as efficiency in operation. 


DESCRIPTION 


The same highly perfected Magnavox circuit is 
embodied in cabinets with and without built-in 
Reproducer, as described below. 


Magnavox Radio TRF-50 (as illustrated) —5-tube tuned 
radio frequency receiver consisting of two stages of 
tuned radio frequency of special design, detector, and 
two stages of audio frequency. Magnavox Unit Con- 
trol tuning. Built-in Magnavox reproducer unit of 
semi-dynamic type which consumes no battery. Any 
standard storage battery or dry cell tubes can be 
used—preferably Magnavox storage battery tubes 
Type A. Cabinet of true period design, beautifully 
carved, with hand-rubbed antique finish; height, 1434 
inches; /ength, 201% inches; depth, 1834 inches. Tubes 
and “B” batteries instantly accessible by raising 
hinged cabinet top equipped with automatic holder. 
“A” battery terminals in rear. Complete instructions 
packed with each Magnavox Radio. Price, without 
tubes or batteries ....... $150 


Magnavox Radio TRF-5—same as TRF-50 but encased 
in simpler cabinet without built-in reproducer. Cabi- 
net measures: height, 95% inches; /ength, 201% inches; 
depth, 1434 inches. Loudspeaker and “A” battery 
terminals in rear. Complete instructions packed with 
each. Price, without tubes or batteries. . . . . $125 


A most desirable accessory for TRF-5 is the Magnavox 
M4 Reproducer (as illustrated) ..........0-- $25 


Magnavox Radio Receivers will be publicly 
announced in full-page advertisements in Saturday 
Evening Post on September 13 and September 27, 
followed by a strong list of general, radio and farm 
papers issued October 1—the total combined cir- 
culation being practically eight millions. 


Make this your most successful radio season 
by featuring TRF-50 and TRF-5 Broadcast Re- 
ceivers. 

Magnavox Receiver trade advertising appears 
September Ist. 


MAGNAVOX—now a complete 
Radio Line 


The name Magnavox is now identified with a com- 
plete Radio line, including Broadcast Receivers, 
Vacuum Tubes, Reproducers, Power Amplifiers 
and Combination Sets. 

By the Magnavox plan of distribution, the 
Registered Dealer is given assistance that insures 
him becoming an important factor in the radio 
business of his community. 

See that your trade is thoroughly 
acquainted with the advantages 
of the Magnavox connection. 


The Magnavox Co., Oakland, Calif. 
New York: 350 West 31st Street 
San Francisco: 274 Brannan Street 


Canadian Distributors: 
Perkins Electric Limited 
Toronto, Montreal, Winnipeg 


TRF-5 
Receiver 





M4 
Reproducer 
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New Radio Products, Illustrated 














The Dictograph “Phon-o-Unit” 
while of sturdy construction is ex- 
tremely sensitive. This sensitivity is 
testified to by the fact that distant 
stations, ordinarily audible only on 
the headphones, have been known 
in many cases to entertain the en- 
tire family, when received through 
the “Phono-Unit” attached to a 
phonograph. A calibrated dial on 
the back of the “Phono-Unit” per- 
mits the user to determine accur- 
ately and select a quality of repro- 
duction equal to that secured with 
a loud, medium or soft needle. A 
heavy nickel plate finish insures the 
device to harmonize with the richest 
of phonograph cabinets. A strong 
four-foot cord enables the device to 
be conveniently used at that dis- 
tance from the receiving set. It is 
adaptable to all makes of phono- 
graphs and requires no extra bat- 
teries. It is manufactured by the 
Dictograph Products Corp., 220 
West 42nd street, New York, N. Y. 





George Richards & Co. Inc., 
557 West Monroe street, Chicago, 
Ill, has recently announced the 
manufacture of a six-tube portable 
radio receiver. There are three 
stages of radio amplification, one 
detector, and two audio. Six tubes 
are used in its construction, either 
U V 199 or Cunningham 299. The 
dial directly in the center controls the 
28-plate condenser. The knob direct- 
ly to the right controls the potentio- 
meter, while the ether knobs con- 
trol the power for the tubes, sep- 
arated as between detector, audio 
and radio. The tubes are mounted 
on sponge cushions, which permit 
the set to be carried in an auto- 
mobile or allow it to be subjected 
to the heaviest jarring without 
damage. It is stated that the re- 
ceiving radius of this set is from 








The first rheostat to be made with 
a battery switch attachment is the 
new model “Fil-Ko-stat” made by 
the D. X. Instrument Co. of Har- 
risburg, Pa. The nickel plated 
switch is attached to the regular 
“Fil-Ko-Stat” mounting screws and 
requires no extra holes in the panel. 
Various mechanical refinements 
have been made which render the in- 
strument even more reliable than 
before, and although the switch has 
been added, the price has not been 
advanced. 








500 to 1000 miles. Greater distance may be secured by employing headphones, 
which are connected by simply inserting a plug in the phone socket on the 
front panel. This automatically cuts out the loud speaker. The parts em- 
bodied in the design not only aid in securing a product of excellent quality, 
but also aid materially in the ease and simplicity of adjustment. In addition, 
according to the manufacturer, there are certain superior qualities worthy of 
mention at this point. The set is of exceptionally light weight, is of very 


pleasing appearance and is compact. 


A feature worthy of individual men- 


tion is the loop aerial. This aerial is neat and convenient. It is carried within 
the case when the set is not in operation, and at a moments notice is set up 
and inserted in the opening provided on top of the case. It further acts as 
a means for partial tuning, by simply being turned in various directions. 











The new rheostat made by the 
Yaxley Mfg. Co., 217 North Des- 
plaines street, Chicago, IIl., pos- 
sesses several unusual and _at- 
tractive features namely: small coil 
with large number of turns gives 
fine tuning without use of Vernier 
attachments; is smooth in operation 
and produces no michrophonic tube 
noises; one nut mounting in single 
panel hole; can be turned in any 
pesition to suit wiring layout; all 
terminals tinned for ease of solder- 
ing; made in various resistances to 
meet all lamp requirements, and is 
furnished with either knob or grad- 
uated dial. 








In recent months the leading 
manufacturers of radio receiving 
sets have placed new styles on the 
market, and almost without excep- 
tion these new sets are entirely dry 
battery operated. The “Marathon” 
“A” battery illustrated above meets 
every requirement for lighting the 
filament of vacuum tubes. It is 
carefully built for this purpose and 
will give satisfactory service to 
every user. It is made only in one 
size, and is an easy matter to con- 
nect it in series or parallel for 
service on any type of vacuum 
tube. It is a product of the Mar- 
athon Battery Co., Wausau, Wis. 
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New! Hoosick Radio Parts 
To Boost Your Fall Radio Sales. 


These new Hoosick Radio Parts have 
made a decided hit with the trade. 


Scientifically correct — accurately and 
neatly formed and assembled they present 
a salable appearance to the dealers and 
their trade. 


Place your orders for the big radio busi- 





ness that is coming this fall. No. 115 V, T. Socket. Construction 
same as triple panel mounting 
No. 302 Potentiometer. Bakelite ; socket. 
Base and Knob. Resistance Unit 
of Nichrome Wire. 200 or 400 
Ohm Resistance. 








No. 153 Binding 
Post. Insulated 





Top. Heavy No. 107 Single Panel Mounting 
Nickel Plated Socket. Construction same as 
Brass Collar. triple panel mounting socket. 





24-HOUR SHIPMENT 
ON ALL 
Base and knob Resins | FYOOSICK RADIO PARTS 


plied in 6-10-15-20 and 30 Ohm No. 404 Bakelite U. V. 199 
Resistance. Adapter. 

















No. 108 Triple Panel Mounting V. T. Socket. Made of Genuine Bakelite. All Metal Parts made of 
Nickel Plated Brass and Phosphorous Bronze. Walls extra thick. Fitted with 
tube stops in base to protect contacts. 


HOOSICK FALLS RADIO PARTS MFG. CO. 
HOOSICK FALLS, N. Y. 


STACKHOUSE & ALLEN CO., EDWARD J. BECKLEY, SCOTT BROS., Ltd., CARL A. STONE CO., RUSSELL ELECTRIC 
559-61 W. Monroe St., Suite 1501, 332 St. Catherine St., West, 1113 So. Wall St. SALES CO., 
Chicago, III. a Ph Ney aM . Montreal, Que., Canada Los Angeles, Calif. aa Donavan, Bids., 
4 Nassau N - Ge . 
D LA co., lc L A. STONE CO.. THOMAS E. GRIFFIN, 
wots “olive “St. Vir ee arr} New Call Bidg., Soringtelé. Mass. E. N. 1 SS co., 
See 14th & Walnut St., a ais Philadelphia, Pa. 


Kansas City, Mo, 


CHARLES GOLDFUS CO., CARL A. STONE co., 
Northwestern Bidg., 1116 Minor Ave., 


Minneapolis, Minn. Seattle, Wash. 
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New Radio Products, Illustrated 
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The mechanism of the 
“National” velvet  vernier 
dial is made entirely of 
bronze or brass and has an 
exceedingly long life. There 
is nothing to wear out. 
There is no lost motion or 
back-lash and none develops 
with use. It is smooth in 
operation and has sufficient 
inherent friction to hold it at 
exactly the position at which 
it is set. The dial itself is 
made of black _bakelite. 
The knob is also of bakelite 
and the combination of the 
two is very pleasing to the 
most aesthetic tastes. This 
vernier dial is being offered 
by the National Co., Inc., 
Cambridge, Mass. 








Realizing the _ in- 
creasing demand for 
a real low loss con- 
denser, the Bruno 
Radio Corp. 300 
Water street, New 
York, N. Y. announc- 
es production on such 
a condenser. There 
are many features 
embodied in this pre- 
cision instrument ; 


of tuning controls. 








The Eldredge spark coil current 
indicator will appeal to Ford car 
owners who appreciate a smooth 
running motor. This instrument 
was designed to obtain a quick and 
accurate method of adjusting the 
vibrator tension and contacts of 
spark coils and to indicate the 
amount of current passing through 
each coil. When the spark coils 
are properly calibrated, a decided 
improvement in the action of the 
motor is obtained, reducing vibra- 
tions produced by irregular explos- 
ions in the cylinder caused by vari- 
ations in the intensity of the spark. 
This difference in intensity can be 
easily shown by inserting a piece of 
paper in the spark cap. The instru- 
ment with connecting cord is 
mounted on a mahogany base, a 
compact, handy little trouble indi- 
cator. It is accurately calibrated 
to master instruments and con- 
structed to read in either direction 
of the current. It tells you when 
to make proper adjustment to 
insure a uniform intensity of spark 
in all cylinders. This indicator is 
a product of the Eldredge Electric 
Mfg. Co., Springfield, Mass. 





long brass bearings insure smooth turning and long life; mounting 
this condenser is greatly simplified by three-in-a-line arrange- 
ment for drilling; the 22 plate type Bruno “Ultra-Vario” con- 
denser as pictured here has two 11 plate blocks which are electri- 
cally insulated from each other; consequently by parallel or 
series connections a user may obtain a seven, two 11’s or a 22-plate 
condenser. This model has been designed to be used to tune two 
stages of radio frequency with one dial. This feature alone 
should appeal to the amateur who wishes to simplify the number 





A new type of 22% 
volt “B” battery is 
here featured which 
has been put out by 
the Bright Star Bat- 
tery Co., 15th street 
and River Head, 
Hoboken, N. J. It is 
equipped with new 
style clips which dif- 
fer greatly from any 
other style clip on the 
market and are high- 
ly efficient as they are 
provided for holding 
practically any size 
wire securely and 
firmly; also more 
than one wire may be 
inserted by simply 


+2, VOUS 
nd 


built 


pressing the wire 
against the clip and 
it receives the wire, 
being in all a very 
quick operation. In 
addition, the new type 
of “Bright Star’”’ 
radio cell is being 
featured in this bat- 
tery, the product be- 
ing far superior to 
anything manufac- 
tured by the Bright 
Star Battery Co. up 
to date, which will 
tend greatly to ex- 
tend the practical 
use of the radio “B” 
battery. 
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Charges 


“B” storage 


Charges 


4, 6 or 12 volt 


storage ‘‘A”’ batteries 


batteries up to 120 volts 


or in series 
any multiple 
thereof 


up to 12 volts 


Made in 2 amp. 


and 6 amp. sizes 














ELECTRICAL Divisio} 
EAGLE CARBURE Top cy 
CLEVEL AND ORI’ 


THE EAGLE BATTERY CHARGER 


Any man who will listen to facts becomes an ardent Eagle Battery Charger customer 
without the influence of sales pressure, price arguments or the gift of gab. 


Take a moment or two to compare Eagle facts to the most inflated claims or 
appraisals made for other battery chargers—and you've convinced yourself. 


THE SPECIAL TRANSFORMER CANNOT BURN OUT RADIO TUBES 
VARIABLE CHARGING RATE ENABLES YOU TO CONTROL CHARGE 


CHARGES 120 VOLTS OF “B’” BATTERY IN SERIES. DISTINCTLY AN EAGLE FEA- 
TURE. THE AUTOMATIC SWITCH IN THE PRIMARY AUTOMATICALLY CUTS OFF 


AT ZERO 

ALWAYS UNDER CONTROL BECAUSE CHARGING RATE IS VARIABLE. QUIET, 
EFFECTIVE IN ITS WORK. BULB RECTIFIER CONSTRUCTION TUBE APPLIED BY 
SPECIAL ARRANGEMENT WITH GENERAL ELECTRIC CO. IT’S LEGITIMATE. 


Plenty of other good talking points, too. 


But the Big Point is this:— 
You can sell them—wWe can supply them with the right kind of service. 


Get in on this while the season is young. 


THE EAGLE CARBURETOR COMPANY 


ELECTRICAL DIVISION 
11502 MADISON AVE. CLEVELAND, OHIO 
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" Ohe DAY-FAN Set 
Has Made It's Mark 


When the Model OEM, DAY-FAN receiving set 


was placed on the market it met with instant 










approval. 







Its ease of operation, clearness of tone, appearance, 
and all around performance have stamped it as one 
of the outstanding achievements in the radio field 
this year. 










You don’t have to know anything about radio to 
operate the OEM. Even a child can tune in on the 
station desired. Full instructions are sent with each 
set. 









Thoroughly satisfied users, many of whom were 
formerly radio “‘doubters,”’ testify to the excellence 
of both the OEM-7, four tube set, and the OEM-1 os 
three tube set. 











Complete details will be sent you upon receipt of 
the coupon below. 









C7ne DAYTON FAN and 
MOTOR COMPANY 


DAYTON-OHIO 
Manufacturers of High Grade Electrica! 
Apparatus for Over Thirty Five Years 


Model OEM -7 
Four Tubes -*98 


Model OEM-II 


ThreeTubes-#90 
- 

























Dayton Fan & Motor Co., Dayton, Ohio. 
Without obligation, send me complete information concerning your Model OEM, 
receiving sets. 
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established in any other way. Radi .. 
to many dealers, still remains som 
what of a mystery that can readily 
corrected or solved by a factory re 
resentative during one of his visit 
Visits need not be too frequently, | 
at least regularly, so the dealer ¢ 
depend upon a contemplated call 
which time the perplexing problen . 
can be aired. Ideas or suggestions 
to sales campaigns, window decor 
tions, local advertising, etc., may | 
discussed at that time to help stimula‘ 
the dealer’s business. 
be supplied with literature, displa 
cards and any other hel) 
Manufacturers receive daily inquiri:, 
relative to their product, and in man 
cases these are forwarded to the jol 
ber. Much more effective work can 
be accomplished if these dealers r 
ceive the inquiries instead, for ever, 
manufacturer can file the names of tli 
dealers who are supporting him, « 
cording to some system. 

“In the above, when the word ‘dea! 
ers’ is used, it does not designate «ll 
the dealers in that community but a 
select few, the number depending upon 
the population and radio possibiltics 
therein. The total dealers cannot lx 
served as such for the same reason 
that all the jobbers can’t—it destroys 
any incentive to push that particular 
product. Naturally the list of dealers 
must be determined and selected by 
the jobber as those capable throug) 
their merit and ability of being identi 


Dealers shou|:| 


sales 


| fied with the sales promotion work and 
_ personal contact fostered by the manu 
| facturer. 


“The foregoing endeavors to por 
the conditions through which 
radio industry must be revolutionized, 
that is, the legitimate manufacturers 
must pay more attention to the num 
ber and type of jobbers they serve 
who, in turn, must do likewise with re 
gard to the number of dealers 
representing the highest calibre in tlie 


community.” 
* 


Quality Standards for Hard 
Rubber Adopted 

Buyers of hard rubber radio panc!s 
now are protected against inferior 
materials. The Rubber Association 
of America, Inc., has adopted strin 
ent quality standards for hard rubb:t 
radio panels, as well as a special di1- 
mond-shaped symbol which will a» 


* + 


| pear on panel containers to indica‘: 


_ that the panels meet the Associatioi s 
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standards. This special symbol m\ 
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Regenerative Receivers 


Crosley 50 One tube set consisting of regenerative 


detector and tunet...... : Ys ae ae $14.50 
Crosley 50-P The Crosley 50 in a quartered oak 
portable case with battery space, etc................$18.00 


Crosley 51 Two tube set consisting of regenera- 
tive detector, tuner and one stage of audio fre- 
quency amplification : . cS. ....$18.50 
Crosley 51-P The Crosley 51 in a leatherette cov- 
ered portable case with battery space, etc.....$25.00 
Crosley 52 Three tube set consisting of regenera- 
tive detector, tuner and two stages of audio fre- 
quency amplification ...... ecaedpanbdas $30.00 
Crosley Trirdyn 3R3 Incorporating radio fre- 
quency amplification, regeneration, reflex and 
additional audio frequency amplification. Three 
tubes giving the efficiency of a four or five tube 
. hdecaenaandereseita eaitioas ainliaiadinin $65.00 
Crosley Trirdyn Special The Trirdyn 3R3 set in a 
larger, more handsome mahogany case with bat- 
tery and accessory space included............... $75.00 


Radio Frequency Receivers 
Crosley Model VI Two tube set incorporating 
radio frequency amplification, detector and 
RSENS pr aaece stabil lieatagia eed $24.00 
Crosley Model X-J_ Four tube set incorporating 
radio frequency amplification, detector, tuner and 
two stages of audio frequency amplification..$55.00 
Crosley Model X-L The Model X-J rearranged 
and mounted _in_ consolette cabinet with loud 
speaker Duilt ‘in... ; $120.00 


Prices given are without accessories 


Crosley regenerative receivers are licensed under 
Armstrong U. S. Patent 1,113,149. 


Crosley owns and operates Broadcasting Station 
WLW. 





Cenfidently, with real pride, the jobber’s sales- 
man who is selling the Crosley line will, many - 
times a day, repeat that phrase. 


Because they are so well known through con- 
tinued satisfactory performance and national 
advertising, he knows that Crosley Radio Re- 
ceivers offer the least sales resistance. From 
past experience, he realizes that a Crosley sale 
means an added friend and continued cus- 
tomer. 

Within the Crosley Line of Radio Receivers, 
there is one to suit every taste and pocketbook. 
If you are selling Crosleys, every dealer may 
be quickly and easily converted into a cus- 
tomer. 


Why neglect the opportunity for added profits 
that Crosley Radio Receivers and Parts offer 
you. Look at the make-up of the instruments 
and the low prices as listed here. Then pic- 
ture the large Crosley business that you can do. 


Decide today to standardize on this complete line 











Jobber’s salesmen everywhere are finding it profitable 


Better -Cost Less 
Radio Products 


Write for Complete Catalog 





THE CROSLEY RADIO CORPORATION 


POWEL CROSLEY, Jr., President 


964 Alfred Street 


Cincinnati, O. 
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AMERICAN 
BRAND 
CONDENSERS 


The American Brand 
Condenser is the selling 
sensation of the radio 
world. A quick and 
overwhelming response 
from the leading radio 
Jobbers in the country 
attests to the superior 
merits of this remark- 
ably-built, 


condenser. 


worm drive 


Dealers report immedi- 
ate sales just as soon as 
this condenser is exhib- 
ited. 


The fame of American 
Brand Condensers has 
spread with such speed 
that jobbers who have 
placed orders for Fall 
shipment now demand 


delivery at ONCE! 





“rhe 100 toll 
Worm Drive 


23 Plate, onty*5.°° 


OUR BIG NATIONAL ADVERTISING 
CAMPAIGN IS CREATING AN 
INSTANT DEMAND. 


If you are not yet on our Jobbers list, write us without 


further delay. 


Better still—send in your sample order. 


American Brand Corporation 


8 West Park St., Newark, N. J. 
Factory—Philadelphia 











| eare of. 













| be used only by manufacturing ‘men - 


bers of the Association whose pane's 
conform to those requirements. I's 
use signifies that the manufacturers 
guarantee the quality and_ specia| 
suitability of their products for radio 
work. 

This action by the Association 
solves a very troublesome problem. 
Hard rubber of inferior quality, muci: 
of it never intended for radio use «| 
all, has flooded the market since thi: 
very first days of the radio, much to 
the detriment of the hard rubber prod 
uct really meant for radio work. 

Hard rubber of the proper qualities 
is so well suited for radio work that it 
has been the material to which radio 
enthusiasts—both amateur and profes- 
sional—have naturally turned. But 
the presence in the market of quanti- 
ties of low-grade hard rubber has con- 
fused the situation, and there has been 
little to aid a buyer in distinguishing 
good hard rubber panels from bad. 

The Hard Rubber Manufacturers 
Division of the Association has 
adopted specifications covering ab- 
sorption, volume resistivity, phase dif- 


| ference angle and dialectric constant. 


These are the major qualities which 
determine the suitability of any radio 


panel for its particular work. 
* * * 


The Jobber Salesman’s Relation 
to His Dealers 


By L. W. PASSANO, Manager Radio 
. Dept. Southern Electric Co. 


The most important point for the 
salesman to impress upon his cus- 
tomers is that of handling nationally 
advertised lines. These are the ones for 
which the manufacturers, with consid- 
erable expense, are creating a demand, 
which demand must be cashed in on 
not only by the jobber himself but 
by the dealer selling the product; 
for it is dealer who must come in con- 
tact with the ultimate consumer. So 
many of the dealers are lured into 
buying unadvertised lines, ones gen- 
erally sold by the manufacturer direct 
to the dealer, believing they are in 
this way able to buy at longer dis- 
counts cutting out the jobber’s pro- 
fit. This you must impress on them 
is not so profitable. All manufac- 
turers of nationally advertised lines 
that have real merit have no trouble 
in securing reliable jobbing houses to 
distribute their products. In fact 
they have more applications for jo)- 


| bing propositions than they can take 


These well advertised lin:s 
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“Built First to Last" 
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most particular customers. 


frequency type that is worthy of the famous name Coto. 





Coto Features are 


1. Tone Purity. 


Radio frequency circuits are com- 
pletely shielded from audio fre- 
quency circuits. This radical im- 
provement results in exceptional 
volume and faithful reproduction. 


2. Economy. 


In the first place why pay for more 
than four tubes? And afterwards, 
why incur the daily cost of unnec- 
essary “A” and “B” battery cur- 
rent, 


3. Coast to Coast! 


K, G. O.—Oakland, Cal., received 
at Providence, R. I., with W. S. A. 
I, Cincinnati going. K. G. O. is 312 
meters. W. S. A. 1 is 309 meters. 
This is a record hard to beat. 





———— 

















Coto Symphonic—the Radio 
Achievement of 1924 


A real musical instrument which brings in the masterful rendition of classical 
gems with the same faithful clarity with which it reproduces the spirited 
dance music of famous orchestras. 


Months of experimentation and many more months of trial have convinced 
our engineering staff that here is a 4 tube radio receiver of tuned radio 


In appearance 


and performance it is also supremely worthy of a place in the homes of your 


Available to a Limited 
Number of Selected Dealers 


We do not propose to have this splendid radio set cheap- 
ened in the eyes of your customers by suicidal price 
cutting. Every legitimate expedient of restricted distri- 
bution will be used to make and keep Coto Symphonic 
business clean and justly profitable for dealers and 
jobbers who invest their sales efforts in Coto business. 
Price is only $125 with interesting discounts. 


Our Fall and Holiday Production Schedule should 
include your order. Write us. 


* 87 Willard Ave. 
Coto-Coil Co. wirementel RI. 
Sales Representatives 


HARTZELL SALES COMPANY 


508 Dearborn St., Chicago, Ill.; 56 Church St., New York City; 302 
Flatiron Bldg., Atlanta, Ga.; 705 Granite Bldg., Pittsburgh, Pa.; 
623 Victory Bldg., Philadelphia, Pa.; 2005 Main St., Dallas, Texas. 


Marshall & Co., 1111 Wall St., Los Angeles, Ca'- 
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NATIONAL 


ELVET 
ERNIER 


nAPIMNO OZ 


DIALS 





LUPEAOPD OZ 


PERFECT RESONANCE CONTROL 


Jobbers Salesmen, we are making it easy for you to put in a 
stock of National Velvet Vernier Dials with each of your dealers. 
We are advertising this dial to your dealer in his trade papers 
and to the consumer in such papers as “‘Radio News,” “Radio 
in the Home,” “‘Popular Radio,’’ Q.S.T., etc., which means that 


your sales resistance is practically nil. 


The Velvet Vernier Dial 


is made of Bronze and does not wear out and is ideal for use 


with Condensers, Variometers, Variocouplers, etc. 
ard equipment on the National Type DX Condenser. 


It is stand- 
The fol- 


lowing jobbers now stock and sell National Type DX Conden- 


sers and Velvet Vernier Dials. 


Atlantic Radio Co., Boston. 

Lewis Elec. Supply Co., Boston. 
Hill-Smith Metal Goods Co.. Boston. 
Pettingell-Andrews Co., Boston. 
Chandler & Farquher Co., Boston. 
Sager Elec. Supply Co., Boston. 

N. E. Elec. Specialty Co., Boston. 
Wetmore-Savage Co., Boston. 

Whitall Radio Co., Worcester, Mass. 
Mountain Elec. Co., Pittsfield, Mass. 
DeLancey-Felch & Co., Pawtucket, R. I. 
Stanley & Patterson, N. Y. C. 
Wholesale Radio Equipt. Co., N. Y. C. 
Paramount Radio Supply Co., N. Y. C. 
Albany Hdw. & Iron Co., Albany, N. Y. 


Robertson Cataract Elec. Co., Utica, N. Y. 


eer Elec. Supply Co., Rochester, 


Robertson Cataract Elec. Co., Rochester, 
Wheeler Green Co., Rochester, N. Y. 


Robertson Cataract Co., Syracuse, N. Y. 
H. I. Sackett Elec. Co., Buffalo, N. Y. 


Robertson Cataract Elec. Co., Buffalo, N. Y. 
Union Elec. Supply Co., Providence, R. I. 
Music Master Corp., Philadelphia. 

Music Master Corp., Pittsburgh. 

ne Elec. Supply Co., Washington, 


¥Jos. M. Zamosiki, Baltimore, Md. 
Haas Elec. Co., Cleveland. 

‘Newman Stern Co., Cleveland. 

F. Bissell Co., Toledo. 

Erner & Hopkins Co., Columbus. 
|Wm. Hall Elec. Co., Dayton. 
‘Ainsworth Gates Co., Cincinnati. 
Milnor Elec. Co., Cincinnati. 
Johnson Elec. Supply Co., Cincinnati. 
Commercial Elec. Supply Co., Detroit. 
Chicago Radio Appr. Co., Chicago. 
Badger Radio Co., Milwaukee. 
|Peerress Elec. Co., Minneapolis. 

St. Paul Elec. Co., St. Paul. 

The Sieg Co., Davenport. 

'The McGraw Co., Omaha. 

Western Radio Co., Kansas City, Mo. 


“Wholesale Radio Equip. Co., Newark, N. J. 


NATIONAL COMPANY Inc. 


CAMBRIDGE 39 


BOSTON 


MASS. 





















L. W. Passano 


|are the ones that offer the dealer 

quick turnover, a good profit, sure 
sales and do not require him to ti 
up a lot of money in stock, as he can 
secure them from his jobber at any 
time to meet his immediate requir: 
ments. 


Where the manufacturer sells direct 
to the dealer his selling expense is 
‘high for he must charge this to thie 
| price of his particular products. 
|whereas a jobber handling several 
‘lines can distribute this expense 
‘among them all in such a way that 
-none of them carry a very large sel 
‘ling cost. The jobber being on the 
ground is in a much better position 
to know the credit situation and does 
'not suffer the losses a factory selling 
‘direct to the dealer must suffer. Thi 
|dealers paying his account must pay 
a proportion of the ones that ar 
| lost. 


You must make the dealer under- 
_stand that the jobber’s only chance of 
| disposing of his wares is through the 
‘dealer. Therefore, before the job 
ber handles any line he tries to study 
| it very carefully from a_ technical 
‘and merchandising point.- The job- 
| ber tries to study the advertising that 
will be put behind the line, and from 
‘this judge the demand that will be 
‘created for it. 
| 


| As a general rule, it is found that 


where the dealer buys direct from 
the manufacturer, a larger quantit) 
'than what he can properly handle is 
‘insisted upon. One dealer I know of. 
/and there are many more like this one. 
| bought 100 pairs of phones at 40 cen's 
|per pair better than I could offer ‘0 
/him in another make, equally as goo. 
|in small quantities. He sold 60 pairs 
(the first month and was very mu!) 
pleased. Several months later I n 
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“GOLD SEAL” HEADSETS 


“‘The Best That Money Can Buy”’ 






2200 Ohms 
$6.00 






3200 Ohms 





“GOLD SEAL” HEAD SETS are electrically and mechanically,—as well as 
from a radio standpoint,—as perfect as the highest-priced Head Set on the 
market,—-yet, with all their perfection, they retail at only $6.00 for 2200 
Ohm, and $8.00 for 3200 Ohm. 


The trade mark “DEVEAU”’ has stood for the highest quality in telephone 
apparatus for thirty years,—a guarantee that every known advantage in 
design and manufacturing has been taken into careful consideration. 


Magnets are extra-heavy one-piece units; cups are of aluminum to keep down 
the weight but unlike other Head Sets, every exposed metal part of the set 
is finished in genuine 24-karat gold,—under a protective lacquer so that the 
finish will last for years; the terminals of each unit are concealed,—no contact 
possible with users’ hands. 


“DEVEAU GOLD SEAL” HEAD SETS are like a piece of fine jewelry in 
appearance, but with all the radio niceties that the most advanced radio en- 
thusiast can desire. DEVEAU Units exactly match each other in tone,—each 
has maximum sensitivity and perfection of tone quality. 


“DEVEAU GOLD SEAL” HEAD SETS are guaranteed to be electrically and 


mechanically perfect,—our Guarantee protects every purchaser. 


STANLEY & PATTERSON 


INCORPORATED 


General Offices and Factory: 250 West St., New York, U.S. A. 


(3 Blocks Above Franklin St.) 
Cable Address: “Eleclight’’ New York 
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LANCASTER, 


RaD10-6 ee BATTERY, 
30 CELLS 45 VOLTS 


| For YOUR FALL RADIO SALES 


This new ACE Radio-B Battery should make every 
| jobber’s salesmen’s sales volume take on added size. 


It’s a big seller for fall radio business and calls for re- 
peat orders from radio fans and dealers all through the 
year. 


Built right to last long and accordingly gives the best 
of service to users. May be connected to give voltages of 
1614, 18, 1914, 21, 221% and 45. 30 cells. 


Stock your dealers for fall business. 
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Innovations that Set 
NEW Standards of 


Condenser Efficiency 
plus 


Types 3, 4, 5 and 6 guaranteed 3%, 
or minus, from indicated capacity. 
TYPES 5 and 6: LOW LOSS; METAL 
END PLATES. : 

ALL VERNIER TYPES: equipped with 
“patent applied for” friction vernier mech- 


anism. 

ONE PIECE STATOR: 
condenser construction. 
contacts and soldered joints. 
sults. No leakage. 
HEXAGON SHAFT: 
of rotor blades. 
PIGTAIL CONNECTION: soldered to ro- 
tor shaft; best positive type of connection. 
MOUNTING LUGS—Three lugs creating 
3 point suspension, mechanically correct 
—condenser alignment without undue 
strains on front end plate or panel. 
These new types are being nationally ad- 
vertised—types 3 and 4, celeron end plates; 
types 5. and 6, low loss metal end plates. 
The trade will demand these types. Add 
them to your line. 


100% GUARANTEED 


Write for Proposition 


U.S. Tool Co., Inc. 


124 Mechanic St., Newark, N. J. 


Mfrs. of special tools, dies, jigs, 
machinery and sub presses. 


biggest advance in 
Eliminates broken 
Positive re- 


eliminates fanning 


automatic 

















Radio 


Insulators 


We have produced in these Radio 
and Antenna Insulators high grade 
products which the jobber may sell 
at a low price and still make a good 
profit. 

They are vitreous, brown glaze 
and are very well and neatly made. 
A sample of either size insulator 
will be mailed to any radio jobber 
upon request. 






No. 1—2¥4 in. long, 13% in. cverall diameter. 


No. 2—4'4 in. long, 15% in. overall diameter. 


We also manufacture a complete 
line of Electrical Porcelain— 
in standard or special 
patterns. 


THE MOGADORE 
INSULATOR CO. 
MOGADORE, OHIO 



































The Frank H. Stewart Elec. Co., 37 N. 
Seventh street, Philadelphia, Pa., gave its 
employees a little airing at Knight’s Park, 


Collingwood, N. J., recently. One of the 
features of the afternoon was a _ base- 
ball game between the store men and the 
office force in which the former emerged 


triumphant. The heroes are as follows: 
Standing — Maier, Donnelley, Gilmore, 
Cashin, Derbyshire and Shaw.  Sitting- 


Barton, Jewett, Brice and Shoemaker. 





ticed he still had 30 pairs remaining 
on his shelves, the manufacturer in the 
meantime having dropped the list 
price considerably; in fact to such an 
extent that the dealer informed me 
that after he sells the remaining 30 
pairs he will only come out with his 
original investment. He had _ tied 
up all this capital for this length of 
time without a cent of profit and 
stands a chance of taking some loss, 
as the phones themselves have lost 
their popularity and it is doubtful 
if he will sell many more. In the 
future he insists he will buy them in 
lots of six or 12 at a time, taking 
what appears a little less actual dis- 
count but he will get a quick turn- 
over and a profit, 


Another question that has _ been 
argued pro and con is that of 


whether the radio salesman of today 
needs to have any technical know- 
ledge. While technical knowledge 
would be an advantage to some pro- 
perly used, to the majority it would 
be more of an encumbrance. 
organization all of our men are 
making a good job of selling radio 
and they all willingly admit that their 
knowledge of radio from the technical 
side is small. These men sell radio 
as they would sell appliances, fans, 
etc. 

You salesmen should try and show 
your customers the sales to be made 
from the proper use of the advertisinz 
helps in the way of window trims. 
envelope stuffers, posters and counter 
displays the various manufacturers 


In our 
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San Francisco 
595 Mission St. 
oston 


New York 
114 Liberty St. 


The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


Ch 
2001 W. Pershing Rd. 


icago Philadelphia 
Atlanta 





“CIRCLE T” SAFETY SWITCHES ) 





Switches 


switches is unsatisfactory. 





A—Actual Photograph of Arc, 30 Amp. 
600 V Switch—Old Type 


rule, be broken. 





600 V.A.C, “Snuf-Arc” Type “A” Safety 


The ordinary construction of inclosed 600 V. 
With stalled motors 
or other inductive loads they are not dependable 
to break the load they might be called upon to 


handle. 


It is common 
knowledge _ that 
by stretching the 
path of the arc 
to the breaking 
point and by 
cooling the gases 
once 
formed can, as a 


an arc 


This is accomplished by inter- 


) posing some non-conducting material in its path. 


graphs. 


by the Snuf-Arc 
Type Switch. 


(Note the 

switches are not 

inclosed.) 
Tests have 


shown that the 
Snuf-Arce Bar- 
riers practically 
eliminate 
the arc. 
to users of 600 Volt switches. 


The results of innumerable tests have proven 
that the “Snuf-Arc” Type, an exclusive “Circle 
T” design, is 100% safe under any condition 
that may arise in 600 Volt work. 


All sizes (30-200 Ampere) were tested under 
50% overload 600 V. with perfect success even 
when hitched to a stalled A.C. motor. 


Notice the difference in the arcs in the photo- 
Illustration A shows an arc produced by 
an ordinary 600 V. circuit and B an are produced 





B—Actual Photograph of 600 V. A. C. 
“Snuf-Arc” 


This is a matter of utmost importance 





The Snuf-Arc type of 600 V.A.C. Switch is of 
the regular knife switch design and material. 
But it also has a swinging moulded barrier 
hinged on each end of the contact jaws. This is 
operated by an insulated connecting rod at- 
tached to each blade which, when the blade 
leaves the jaw post, causes the barrier to in- 
stantly swing between the breaking points ex- 
tinguishing the arc. 


Take careful 
notice of the illus- 
trations (1, 2, 3) 
of the operation 
of the 600 V.A.C. 
Snuf-Are Type A 
Safety Switch. 
These 
tions 


illustra- 
the 
movement of the 
(center 
and side) as the 
blade swings out 
of the 

jaw posts. 


show 


barriers 


contact 


There is no side 
flare of the arc as 


the side barriers 
swing with the 
blade. 

As the center 
connecting barrier 
swings with the 
blade across the 


top of the contact 
jaw it crosses the 








1—Blade in Contact 





2—Blade Leaving Contact 





3—Blade Out of Contact 











path of any arc that may have been formed, 


snuffing it out immediately. 


The barrier is made in one piece of fire-proof in- 


sulating material. 


The Snuf-Arc is safety itself. 


Bulletin No. 5 tells you more of this effective safety 


switch. Send for it. 








THE BETTER A SALESMAN UNDERSTANDS HIS PRODUCT 
THE MORE. INTERESTING WILL BE HIS SALES REPORT 
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There’s Profit in the 
SUPER-HETERODYNE 


you are banking on posi- 
tive profits when you sell 
RECEPTRAD Super-Hetero- 
dyne parts. They are the 
product of proven engineering 
skill. They are backed by ex- 
tensive. national and local ad- 
vertising and wide-spread pub- 
licity. 


RECEPTRAD Super-Hetero- 
dyne parts stay sold and make 
for satisfied customers. 


Each RECEPTRAD OUT- 
FIT, selling for $53.50, con- 


tains :— 


1 Oscillo Coupler (SW21) 

1 Tuned Filter Coupler (H34) 

3 RF1716 Transformers. Each...... 

1 Audio Transformer (AT3). 

1 Audio Transformer (ATX) -....... 

2 Bypass Condensers 1 Mf. 
oe "a See 


Also, the Greiff Super-Het 
Manual—a big seller at $1.50. 


ACT ! Get in touch 
with us at once. 























OSCILLO 
COUPLER 


FILTER-COUPLER 
RECEPTOR, 





| electrical trade papers request me to 


| dealers that I knew of who were 


| give them a single name. 


| at a very small charge, circular letters | 
| imprinted with his name showing and % 
| giving the sales arguments on the 
| sets, which if properly sent out and_/| a! 
| followed up should increase sales to a 


_ dresses of your customers in order) Are happy to see you 
| that they can send them information| 
_ and data direct and not through the 


_ via the jobber some time is lost which 
| may be valuable. Keep your own 


| up-to-date list of your radio custom- 
| ers. 


send to them absolutely free of — 
charge. In other words, merchandise | Ps 


































the manufacturer’s helps to the dealer. | 
These cost the manufacturer a lot of | 
money and are for the dealer to use 
to further increase his, yours and the 
manufacturer’s sales. Some of the! 


» ° q ° | 
manufacturers will furnish the dealer, | 
















great extent. Also the manufacturers | RADIO DEALERS 


would like to have the names and ad-| 


if you sell 
jobber, for the reason that when sent. the Allen-Bradley line 


radio department supplied with an 


I believe there is a golden oppor- 
tunity awaiting the salesmen who can 
get their dealers to go out and sell 
radio on a house-to-house campaign, 
whether the dealer be in the city or 
small country town. I had one of the 





send them the names and addresses of 
doing this, and it was not possible to 


* * * 


First World Radio Show | 
The first “World Radio Show” ever | 





| undertaken is to take place September REGISTERED U S. PAT. OFF 


PERFECT FILAMENT CONTROL 


22 to 28, inclusive, in Madison Square 


Garden and the 69th Regiment Arm- The famous Bradleystat was the 


ory in New York, N. Y. For this! forerunner of the present Allen- 

radio show, exhibits are being brought| Bradley line of radio products which 
P " : | now include: 

to this country by England, France, 

Germany, Italy, Switzerland and va-| 1—Bradleystat 

rious other countries and will disclose | 2—Bradleyohm 

to the American public the advance- | 3—Bradleyleak 

ment in radio broadcasting in the for- | 4—Bradleyometer 

eign countries. America is reported | 5—Bradleyswitch 


far ahead of all the other countries, Radio experts describing new cir- 


_ but we have heard of several surprises cuits mention Allen-Bradley prod- 
_in the way of broadcast receiving ap- ucts in their layouts and radio fans 
chs i eagerly follow. these instructions. 

paratus which will be shown by the Talat thive i6 & comdiemt de- 
foreigners. There will also be a na- mand for Allen-Bradley products 
tional meeting of three American radio everywhere. Tell your dealers about 


_ displays will surpass similar shows 


| signer of note, which is typical of 


it and get them to stock more Allen- 
Bradley equipment. 
Co, 


for their beauty. The C. D. Tuska Electric Controlling Apparatus 


Co., of Hartford, Conn., has an artis- 
tic exhibit which has been carefully 492 Clinton AB) Milwaukee, 


prepared by an American window de- Street Wisconsi: 





trade organizations. 
American manufacturers are taking 
great pains with their exhibits. These | 





Gam CAEXITY amy Wy “% 9%, 
j (4 Ng 8) Co 8 Sy 


ae, 


Manufacturers of graphite disc rheost:'s 
what may be expected at the show. for over twenty years. 


> <i 


1e 


ir- 
d- 


e- 
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‘INSULATE’ 


(Molded Composition) 
Registered Trademark 


Also 
“HI-HEET”’ 


(Bakelite.) 





We mould 
all shapes and sizes 
to order 





Insulators, 
Mouth Pieces, 
Binding Posts, 
Knobs, etc. 


In stock 
for quick 
J shipment 


200 
Styles 
General Insulate Co. 
1033 Atlantic Ave., Brooklyn, N. Y. 


Established 1904 








Ready for 
Manufacturers! 


We invite your inquiry for details 
and prices of the Lincoln Low-Loss 
Condenser .. . used now by many 
manufacturers of America’s finest 
Radio sets. The 23-plate model is 
now ready for delivery. Construc- 
tion is rugged and electrical char- 
acteristics as near perfection as pos- 
sible. Several radical improvements 
as to position of dialectric incorpo- 
rated into this condenser. Conical, 
adjustable bearings. Pigtail rotor 
connection. Grounded rotor and 
end plates. Complete die-cast job. 





If you are building sets don’t go another 
step without investigating this condenser. 
It will positively improve your set. Write 
for further information and prices today. 
Jobbers and Dealers: Write for proposition 
and illustrated literature of other Lincoln 
Products. 


Lincoln Radio Corporation 


224 North Wells Street Chicago, Illinois 























| 


The above photograph shows the Madi- | 
son, Wis., branch of the Crescent Electric | 
Supply Co, Dubuque, Ia. It was described 
in a previous issue. 





Credit Delinquencies in July 

The accompanying tabulation shows 
the number of accounts reported to | 
the National Electrical Credit Asso- 
ciation by member manufacturers and | 
jobbers during June, 1924, and July, | 


1924, as compared with the same | 


| 


months the previous year, together | 
with the total amounts and average 
amounts of the delinquencies. 


Branch Number of 
and Accounts Total Average | 
Month Reported Amount Amount | 
| Central Division 
| June, 1928.............. 721 $ 95,133.51 $131.95 | 
| June, 1926..........:... 889 108,723.48 122.30 | 
Al a? 724 91,394.71 126.23 
July, 1924.............. 885 107,773.30 285.79 
New York 
| June, 1928.............. 428 50,758.00 118.00 
June, 1924.............. 336 49,433.00 147.00 
vury, ISSS.............. 1-4 61,434.00 152.00 | 
July, 1924.............. 356 60,164.00 170.00 
Philadelphia 
| sume, 1928.............. 227 24,580.58 108.28 
June, 1924.............. 248 28,063.46 113.16 
| July, 1923.............. 238 20,651.30 86.77 
| duly, J90é............. 270 30,596.62 113.82 
New England 
vune, 1988... 29 2,825.95 80.20 | 
June, 1924.............. 88 7,021.00 79.78 | 
| July, 1923.............. 26 3,062.32 117.78 | 
ouly, I19D%.........2... 112 10,683.63 95.40 
| Pacific Coast 
| June, 1928.............. 52 13,873.41 266.80 
June, 1996. _.......... 22 3,877.39 176.25 
July, 1928.............. 36 7,992.57 222.01 
July, 19@6........... 19 616.00 32.42 | 








After selling a million lamps (more or 
less), these boys decided on a brief rest. 
They are: Daniel A. Scullin, of the Man- | 
hattan Electric Supply Co., St. Louis (on | 
the left), and K. Cortelyou, who repre- 
sents the Bryan-Marsh Division, at ease on | 
the running board of Dan’s new Franklin. 


MODERN 


“Push-Pull’”’ 
Transformers 
Were First 


—to be offered the Radio 
public. Today, they are 





recognized as the last word 
in “‘push-pull’’ amplifica- 
tion. 








Amplify the MODERN way! 


The MODERN 4-TUBE 
REFLEX is the peer of all 
Reflex circuits. New sim- 
plified wiring diagram of 
this circuit is now ready. 
Write for it. 


MODERN 30 K.-C. 
TRANSFORMERS for 
use in Super-Heterodyne 
and Ultrodyne assure bet- 
ter-than-ordinary results 
from these circuits. 


We are manufacturers of 
Transformers exclusively, 
every coil being wound in 
MODERN 
engineers devote their entire 


time to keeping MODERN 


Transformers modern. Those 


our own plant. 


facts mean a lot. 


The Modern Electric Mfg. Co. 
Toledo, Ohio 


Builders of nothing but 
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HISSING AND SIZZLING 
ENDED: IN RADIO 
RECEPTION 


One of the most important develop- 
ments in radio and that will have the 
most far-reaching effects is a new “Bb” 
storage battery that eliminates hissing 
and sizzling in reception and does away 
with the annoyance of constant retun- | 
ing. 

This achievement has been made pos- 
sible by. the discovery of an entirely} 
new way of making batteries—the only | 
different. method since batteries were | 
first made. 

As a result of this new method—| 
known the Lavier Formula—no 
separators are used, thus completely 
doing away with current resistance that | 
causes disturbances and noises usually | 
laid to static. Another remarkable| 
characteristic of this revolutionary bat-| 
tery is that it increases in strength in 
use for a long period of time. 

Clear, distinct reception is attained | 
and the greatest single step in perfect- | 
ing radio has been realized. 
All these things are making the Ray-| 
dio “B” Storage Battery the most 
sought after radio battery ever made— 
and dealers everywhere are finding a 
tremendous demand for them. 

This battery is known as the Ray-dio| 
“B” Storage Battery, and full particu-| 
lars, may be had by writing to the} 
Jordan Battery Co., Dept. No. 3, Ypsi-| 
lanti, Mich. 


as 

































Looking for 


Something 9 
New and Salable, 


A new and unusually opportune prod- 
uct gives your selling talk a refreshing 
appeal. That’s why you can make 
good with the 


RELIABLE 


RADIO 
BATTERY FILLER 


radio fans have ulways 
holds a half gallon of dis- 
tilled water. Makes easy, quick and 
safe work of an otherwise tedious 
sloppy job filling “A” and “B” bat- 
teries. 


THE RELIABLE PARTS MFG. CO. 
2819 Prospect Ave., Cleveland, O. 


\ 
| 


comes 
wanted. It 




















The 


You in Business 
(Continued from Page 6) 


they kept track of the successful sales- | 
_ men in one division and moved them 


to the other divisons as the campaign 
progressed; (5) and they rendered 
actual sales assistance in the field. 


Service of this kind will, I believe, | 
gradually switch the central station | 


5 


over to rely on the jobber 100 per | 
merchandise 


of 


involving highly technical knowledge 


cent. Some classes 


will always be sold by factory men, | 


but the great bulk of the central sta- 
tion’s requirements will be handled 
through the jobber. 
central station through the obsoles- 
cence of prime movers is enough, but 


losses through obsolescence or decline | 
in price of the stock of general sup- 


plies is too much. 
The increase in the syndicate busi- 
ness to our company can be attributed 


to the additional material needed to | 


build and maintain the lines between 
towns, the 24-hour service to the smal- 
ler towns (making appliance sales pos- 
sible) ; the opportunity for rural line 
development, and the natural growth 
of the industry in the community 


where a large syndicate operates and | 
| makes low rates for power possible. 


When small power plants are aban- 
doned for syndicate sub-stations, the 


tension of service resulting from such 


Factor That Keeps_ 


Losses to the | 


| equipment so abandoned is rarely in | 
| the jobber’s line anyway, but the ex- 


changes requires materials found in | 


every jobber’s stock. 


The larger the station, the more en- | 
gineers and trained men in their em- | 
ploy, but with the smaller stations the | 


manager relys a great on the informa- 
tion given to him by the salesman. 
The salesman should be prepared to 
give the smaller station the benefit of 
those things learned from the men em- 
ployed by the larger stations. The 
same campaign will not work out for 
both the small and the large com- 
panies in the same way. Plans must 
be changed and suited to size of the 
company which is to undertake the 


campaign. Syndicate companies oper- | 
ating in the larger centers can employ | 
| strangers to do their house-to-house 


selling, but in the smaller towns, the 


| people want to buy from the local 
| manager—they know him and they 
| buy what he recommends. 


Local tal- 
ent in selling for smaller stations I 
believe is to be preferred to factory 
men coming from the outside. 








ONE-DAY 


‘ AUTOMATIC 


TIME SWITCH | 


Filling a long-felt want for a me- 
dium priced time switch. 


Employing two clock movements, 
eliminating all load of turning 
switch with clock movement spring. 
The result of which is accurate 
timing. 

The switch is operated by a sepa- 
rate spring—no load on the clock 
movement. 


Will operate ON and OFF within 
fifteen minutes of each other. 


The best clock movement operating 
a standard snap switch, mounted in 
a substantial case. 


Can be used any place where cur- 
rent is required to be turned on and 
off at a given time. 


Rugged and Dependable. 


THE DIMLER MFG. CO. 
2903 W. Third Street 
Dayton, Ohio 











A GOOD 
BUY 


A majority of the job- 
bers’ 


country 


salesmen of this 
The 


JOBBER’s SALESMAN the 


consider 


best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Subscribe 
today and recommend 
THE JOBBER’s SALESMAN 


to your friends. 
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Morethan 3,000,000 C-H 
Seventy-Fifty Switches in 
‘ use today 








TheC-H Push Button Socket 


—beauty combined with Thousands of Hands Every Hour 


Little wonder that many people have the 
idea that every push button operated device 
is built by Cutler-Hammer! Pioneered by these 
engineers who have contributed so much to the 





wine cae industry—and serving well in millions of 


length socket 


places today, this most convenient of all switch 
mechanisms has made many friends. Thousands 
of hands every hour reach for the buttons of 
C-H switches—and eyes follow to the C-H 
trade mark close by. What greater asset could 





any one enjoy than the acknowledged satis- 


Thepush besttonineshontem faction of the people he serves? 


is distinctly Cutler-Hammer 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Department 
MILWAUKEE, WIS. 


‘CUTLER-~HAMMER 
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Uilileae 


SNAP-IN BLANKS 
and BUSHINGS 


Save U 








Al 


Utility Snap-in 
Blanks and Bush- 
ings because they 
are made entirely 
of metal, do not 
break. They will 
outlast other bush- 
ings; consequently 
are cheapest in the 
long run. Like 
every other com- 
modity, the best is 
always the cheap- 
est. 


EASY TO INSTALL IN BOX 
One of the big ad- 


vantages is the ease 
with which they are 
attached to the box. 
Just snap them on 
like a glove fastener, 
and they are there to 
stay—and they make 
a neat looking job. 


_ N. E. C. STANDARD 
7 prs. Write for Samples 


UTILITY 


TOOL, DIE & STAMPING 
COMPANY 
TOLEDO, OHIO 


837 Bartley Place, (out Broadway) 














































In selling syndicates the salesman 
should know everybody down to the 
meter reader—for the meter reader of 
today* is the superintendent of to- 
morrow. In selling syndicates the et- 
fort should be made on load buildiny 
devices. It is hard to create a cd 
mand for cross-arms. When these ar. 
needed they are purchased. By load 
building devices I have in mind par 
ticularly the Mazda lamp—it is th 
source of about 70 per cent of the cen 
tral stations’ revenue. A systematic 
campaign on the part of the jobbers’ 
man to sell larger voltage lamps and 


| to get the dealer to do the same, is 


good business. Until very recently 
the central stations have not appre- 
ciated the lamp business and the re 


| sults to be obtained from a systematic 


campaign to sell large wattage lamps 
are well worth while. An activity of 
this kind can be put across by the job 
ber and should be done. 


A syndicate buys nearly every item 


in your warehouse. Its wants are 








many and often. It is not in th 
warehousing business, so relys on you 
to take care of its requirements at all 
times. A large investment in stock 
merchandise will tend to increase the 
cost of its lines and repair work. And 
so for efficiency in the operation of a 
central station, the jobber must be pre 
pared to serve promptly. Storms, 








CN AE ttt sen e e ond 
ss ae ° pe ies 








It was Saturday when the camerama) 
caught Dick Keller coming from the bank. 
Dick is assistant secretary and paymaster 
of the Illinois Electric Co. of Los Angeles. 
Saturday is the day the Ghost walks and 
we wonder if the big package is the pa 
roll. 
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/ | “PUTTING A SOUNDER HEART IN RADIO” 






































¢ 
u 
I] 
k 
ie 
d LIST PRICE WHOLESALE 
a $3 50 Everywhere $2 25 
: Distributor-Jobbers write for quotations. 
es : hee mi? ’ Pr... me ‘y ' : . Ps y P48 x a ae ‘ 
> 4A | 
| The: Factory behind the BREN DONNE ube 
\ a a ~ ie , SAS. 
Nn rm ” - ‘al ee - cn 
OUR GUARANTEE National iiageel is ee our sales ” SALES POLICY 
We authorize dealers to repiace any great momentum. A BRENDONNE dis- Dealers will be given exclusive sale of 
BRENDONNE Tubes that light but tributorship will be a valued asset. Write Po ea pate sive a — ager 
prove unsatisfactory. New tubes or l at once! Dealer agencies e will co-operate wi ealers 1 ’ 
money will be refunded immediately sae wa ck No obli nine advertising provided they maintain = 
upon receipt of any such tubes— wi e ta cn up quickly. + ga full list price of $3.50. Their name wt 
svithout question. whatever. So doit before it slips your mind! appear in all local advertising. 





|PBREN DONS! 


i CORPORATION 
ORANGE NEW JERSEY 


MAKERS OF THE BRENDONNE RADIOMETER—PRECISION TUBE CERTIFIER 
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PRICE 


$6.00 


Moderate first cost 
Economy in the long run 


A Voltage Tester 


requiring no lamps 


¢ 


Here is a brand new type of voltage tester—a Square D product—which 
indicates actual voltage, and does away with troublesome costly lamps. 


It also shows at a glance whether current is AC or DC—which a lamp 
will not do. . 


This tester will sell readily——because it offers so many advantages over 
present methods of voltage testing; because it is backed by the Square D 
name and reputation; and because we are helping you sell it by advertising 
in the electrical trade papers. 


The Wigginton Voltage Tester, as offered by Square D, comes in one 
compact, pocket size that can be used for all low tension circuits up to 600 
volts. There is nothing to break or get out of order—the tester is enclosed 
in a light but rugged fibre housing. 


Everyone who has worked on electrical circuits knows the disadvantages of 
devices formerly used for estimating voltages—the constant breakage of 
lamps, the different sizes of lamps that must be carried for different voltages, 
the inaccurate suggestion of voltage obtained from the brilliance of the lamp. 


Anyone working on electrical circuits will find this new Square D product 
invaluable. It entirely replaces lamps in locating open circuits, blown fuses 
and motors running single phase. It may be used in emergencies as a 
voltmeter. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. (64) 

BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 

burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 

Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 

New Orleans, Rabi : C 1 hk Mi p 13. * TInAi F ti. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 

BRANCH OFFICES: Toronto, Montreal 














Manufacturers of the Square D Safety Switch 





etc., call for unusual service and t! 
jobber should be ready. 

Selling to municipal plants involy: 
many other angles which arise fro 
changes in administration and the vo 
ume of this class of business receiv: 
is usually in direct proportion to t] 
amount of time spent with the pla: 
engineer and the help given to hi: 
and the city clerk. Municipal plant 
as a rule, I believe, are loyal to th 
distributors in their state. The sales 
man can do a lot to promote good wi! 
between the municipal station and th 
local dealers, for as a rule the munici 
pal plant is not aggressively soliciting 
new business and the dealer can liv 
only by doing this. 

So in soliciting central station busi 
ness keep in mind: they buy nearl) 
every item in your line; they have th: 
time payment facilities on merchan 
dise in connection with their bills: 
they are primarily interested in load 
builders; they want quality material 
only; their financial problems are your 
problems; their good will and spher: 
of influence can be increased by you: 
that they are keeping their wheels 
turning 365 days a year and for 2! 
hours of each day, so that the manu 
facturer, contractor-dealer, and you 
can stay in business. More power to 
them! 

If the jobber will continue his edu 
cational work throughout his territory, 
the central station, will, I am sur 
recognize him more and more as one 
of the real branches of the industry. 
The jobber’s real opportunity now lies 
just ahead, in the lighting educational 
campaign of the N. E. L. A. Every 
jobber should get into this movement 
with all his heart and soul, and see 
that it is put across right in his par 
ticular locality. 

N. E. L. Aj also stands for: “Near 
ly Everybody Likes Assistance.’ So 
let’s give plentifully of our time and 
energy. 








Good hunting! Some job to get this tri 


together! They represent Varney Ele 
trical Supply Co., Indianapolis, Ind. Le 
to right they are M. J. Finn, purchasin 
agent, George Baily, president, and W. \ 
Makepeace, sales manager. 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories, 
Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Ideas from a Model Job- 
bing Establishment 


(Continued from Page 68) 


aluminum proved the best carrier of 
the voice. 

Behind the steel shelving is the 
shipping department. Here _pro- 
vision his been made for six trucks 
to back into the building and load or 
unload simultaneously. In the center 
of the shipping department floor is 
the terminal of a spiral chute down 
which merchandise it shot from any 
of the upper floors. Along one of 
the walls are the packing departments 
for both city and country deliveries. 
Alongside the spiral chute is the 
freight elevator. 

In the extreme rear of the ground 
floor are specially built racks for pipe 
and conduit. The supports for these 
racks are embedded in the concrete 
of the building, insuring strength: for 
each individual bin, which have a to- 
tal combined 
loads. 


capacity of six car 

On the second floor along the front 
of the building are the executive offi- 
ces; along the inner side wall are 
the fixture display room and the 
salesmen’s room. To the rear are the 
filing room, stationary supply room 
and the catalog room. In the great 
open space in the center of the sec- 





ond floor is the general office 
tirely independent of artificial light 
in the daytime and well ventilated. 
Floor outlets provide accommoda- 
tions for 26 telephone stations that 
give each department communication 
with every other department. These 
telephones are mounted on stands in- 
dependent of the desks. 

The salesmen’s room is interesting 
from the fact that unlike similar 
rooms in other jobbing houses there 
is an absence of individual desks— 
only one long table. 


en- 


desk,” said 
Mr. Hartley, “and immediately there 
is a tendency to collect papers and 
odds and ends and stuff these in and 
about the desk. An outside sales- 
man has no need for a desk.” 


“Give a salesman a 


A rack is provided for magazines, 
notices, etc., and each salesman is 
given a small individual locker. The 
latter gives each man ample space in 
which to keep the necessary papers 
and miscellaneous matters that of 
necessity he should keep and refer 
to. Three telephones on the long 


table provide plenty of access for tele- 
phone communication for all the sales- 
men. 

The upper floors of the building 
are devoted to the stock. On the 
third floor is the carton stock; on the 
fourth, the shelf stock, wire, etc.; and 
on the floors above, the heavier mer- 
chandise. ‘In the arrangement of the 
stock,” said Mr. Hartley, “it was 
planned that the quicker moving 
stock was placed near the spiral chute 
and the elevator and the slower mov- 
ing stock placed at more remote dis- 
tances. 

On each floor is a stock man re- 
sponsible for his floor. Orders are 
shot to each floor through the Lam- 
son pneumatic each 
floor a bell rings as the carrier drops 
from the tube into a basket. Even 
if the floorman is in a far corner the 
signal reaches him and the order is 
immediately filled and dropped down 
the spiral chute (or the elevator) to 
the shipping department on another 
floor. 


tube and on 





Electric Corporation’s New Building.— 
Top, Shipping Dept. Middle, Typical 
Stock Floor. Bottom, Stock Floor 


Showing Spiral Chute. 





When a customer comes in with an 
order, it is filled out and in an in- 
credibly short time with the aid o! 
the speaking tubes, intercommuni- 
cating telephones, pneumatic tub: 
system and spiral chute the goods ar. 
on the way down to the shipping de 
partment. 

Not the least important feature o' 
the building is that providing park 
ing space for the automobiles of th: 
customers of the company. Wit) 
traffic congestion in all the cities be 
coming more and more severe it be 
hooves all jobbers to give some 
thought to this problem of parking 
as The Electric Corporation has done. 
The lot adjoining the building is 
owned by the company and provides 
a parking space of 50 by 150 ft. for 
its customers. “Our company spent 
$30,000.00 for this parking space,’ 
said Mr. Hartley, “to make it easier 
for our customers to buy from us. 
With this available space they can 
drive to our warehouse and park their 
cars with no worry about where to 
park and no fear of being tagged. 
It is $80,000.00 well invested and we 
feel that it will bring us big return in 
the years to come.” 


With this description of this mod- 
ern, well planned building, it will not 
be amiss to sketch briefly the history 
of this company. The Electric Cor- 
poration is an independent jobbing 
home that was started in 1908. In 
1917 the present management con- 
sisting of Ross Hartley, president. 
and Ed Reilly, secretary and treas- 
urer, took over the control of the 
business. During the last seven years 
the business has shown a remarkable 
growth and has become one of the 
largest electric jobbing houses on the 
Pacific Coast. 

The activities of this rapidly grow 
ing company extend through Califor- 
nia, Arizona, Oregon and Washington. 
Branch houses which were estab- 
lished in 19238 are maintained in 
Portland and Seattle. The business 
of the company is in miscellaneous 
supplies, radio, fixtures and appli- 
ances. Its policy in both selling and 
buying on a high ethical plane and 
it handles quality merchandise. 

The new building is viewed wit! 
great pride by every member of tlic 
organization and rightly so. And as 
long as the building endures it will 
be a fitting monument to the hard 
work and skilful management of its 
officers and its entire organization. 
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NEW HOME or MAGNUS PRODUCTS 


EGINNING with the Plugall Heater Plug four and one-half 
years ago, the Magnus Electric Co. has grown from a very 
small assembling plant to the spacious factory shown below, 

producing 250 different items of wiring devices and radio equip- 
ment. 









New and automatic machinery, four times the old production 
capacity, better labor conditions and improved shipping facilities 
will enable the Magnus Electric Co. to serve its many customers 
far better and more economically than ever before. 














: Our new plant at 787 East 138th Street, New York City. To be occupied on or about Sept. Ist. 


Magnus wiring devices and radio products are standard throughout the 
world. One thousand jobbers in the United States and foreign countries 
are now serving the trade with Magnus products. No better testimony 
of their worth could we offer. 


A Magnus representative is located near you to assist you in moving 
Magnus products after they are placed in your stock room. It is our 
. honest and sincere desire to render a greater and better service to our 
s jobbers and jobbers’ salesmen in the busy months and years to come 
s and the new Magnus factory is another step in this direction. 


MAGNUS ELECTRIC CO., INc. 


NEW YORK 


NGS 

































THE JOBBER’SfA)SALESMAN 











SELL THEM ALL 
FITZ-M-ALL!? 


Fitz-M-ALL 


OUTLET BOX HANGER 
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Get FITZ-M-ALL on your 


trades’ shelves to take care of | 


demand. 


Jobbers and their salesmen 
who are selling this new Mid- 
West Product have the finest 
possible selling mate for the 
Kruse Switch Box Supporting 
Strip. It’s being accepted by 
everywhere. It's 
making them money and giving 
good service on the job. 


contractors 


The FITZ-M-ALL Outlet 
Box Hanger can be used with 
equally good results on old or 
new work with either conduit, 
loom or armored cable. It can 
be positioned up or down for 
deep or shallow boxes, in or out 
to the exact position desired. 


Any style box can be used. It 


does not interfere with conduit | 


It is made 
in two sections for easy and 
quick installation on all work. 


pipes, cable or wire. 


It can be used between stud- 


dings for side outlet boxes, as | 


the two sections may be made 
into an adjustable bar which ex- 


| a tumble! 


| 
} 


| 








| Hardluck Sam 
@ontinued from Page 12) 
Boland would give me all their fis 
| except six apiece and I must go bac 
| and razz the gang to a finish, whic 
would serve ’em right for doubtin, 
| my word. 
You should have seen the hound 


that mess of fish! Babe Rutl, 
could of come along and never go 
I told them I slept mos: 
of the day but managed to get a few 
Then they took a picture of me and 
the fish. Just then here came one o{ 
the natives, a quiet looking duck witli 
a big hat and carrying a kodak. H: 
wanted a picture too and I says, sure. 
As he was posing me, Shorty yelled. 
“Come away from that man, Sam, | 
saw him scratching himself.” Tl: 
native looked kind of sore, so I says. 
“Don’t pay that ape no mind, friend. 
he’s jealous because he only got six 
fish.” “Oh, that’s all right” he says, 
“T know him. How many you got?” 
“Sixty-nine !’’ I says proudly. “Fine! 
he says, “the limit is 25. The mini 
mum fine is $10 plus another buck 
for every fish over. That'll cost you 
$54 all told.”” Then he throws back 
his coat and shows a star and a gat 
the size of a quart bottle. 

A‘game warden, Phil! The dirt) 
half-witted bums framed me! Joke’ 
JOKE? Har! Har! Har! (I hope 


| when I came up the street wit! 


| you choke !) 


| 
| 


tends from studding to studding. | 
The clip fastens the box and at | 


the same time clamps the bars | 


together. 





THE KRUSE 


The Kruse Switchbox Sup- 
porting Strip is a packaged prod- 
uct. It comes in 164% inch 
lengths. Made of soft metal and 
is easily snipped. Lath ends en- 
ter holder easily without whit- 
tling. Short pieces can be used 
without waste. Saves hours of 
time, both yours and your cus- 





tomers’. 

Over 400 jobbers are selling 
the Kruse. 

Sell it to your trade. It’s the 
original switchbox supporting 
strip. 





Patented 








MID-WEST METAL PRODUCTS CoO. 


MUNCIE 


INDIANA 





} 


| 








Yours for an open season, 
SAM. 
P. S. If he'd of found the four 
cans of sardines in my pack I guess 
I'd be in Leavenworth. 
** * 


Facts About Tape 


While essentially non-conductors 
tapes are employed as binders merely 
because of their tensile strengtli 
and it is only the varnish, with whic!) 
they are impregnated, that furnishes 
the insulation and which also greatl\ 
increases both the heat-resisting and 
dielectric properties of the tape it 
self. The more open the tape, ther: 
fore, the greater amount of varnis! 
it will carry and the higher the in 
sulation. 

oe 

New Home for Jones-Beach 

Jones-Beach & Co., Philadelphi 
Pa., have recently moved into thei 
new five-story building located at 30 
North Seventh street. 
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Known Goods Net 
have the Call a | 


If you were a grocer wouldn't you naturally sell widely advertised goods 
—goods that people ask for, or at least know and accept when you offer 
them? If you were in any other line wouldn't you sidestep unknown, fly- 
by-night brands and stock up on goods of known reputation? 





For the same reasons you will find it profitable to sell “‘Union’’ Renew- 
able and Non-Renewable Fuses. We have been hammering the “Union” 
trade mark into the minds of fuse users for the past twenty years through 
our extensive advertising. They are known everywhere as a dependable 
quality product. 


Tie up with “‘Union’’ Fuses and you identify yourself with a line for 
which there is an established demand—a line that sells easily and gives 
satisfaction. 


@ The “Union”? saves more 


@ than ANY cther Renew- 
; ; able Fuse 
|| | Write today for Catalog of 
12GG2. 4BRI Complete line. 
{ 
2p 


RENEWABLE FUSES 


Chicago Fuse Mfg. Co. 


Manufacturers also of Switch and Outlet Boxes.  Cut-out 
Bases, Fuse Plugs, Fuse Wire and Automobile Fuses 


bus. Paro. CHICAGO NEW YORK 
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Activities of the Society for Electrical | 


Development 


Work Under Way and Suggestions of Business Building Value to the Industry 





Details of the Fan Prize Contest 


For the purpose of stimulating the 
use of electric fans all-year-round, 
the Society has offered $250.00 in 
prizes (12 prizes in all) for the best 
plans on how to sell electric fans 
for any one of the uses given below 
or any other off-season use. The 
contest is open to all dealers in fans 
and their salesmen, beginning Sep- 
tember 1, and closing on October 15, 
1924. 

Admitting that the weatherman is 
always the best fan salesman during 
June, July and August the S. E. D., 
for the purpose of informing the in- 
dustry, wants to know how dealers 
are going to sell fans during the rest 
of the year. The Society is trying 
through the dealers to sell the public 
on the idea that the same fan which 
keeps them comfortably cool in June, 
July and August, will increase the 
warmth in the home and office during 
the winter months; that it should be 
used consistently for hair drying, 
drying of clothes, aerating closets, 
ete., and that it is an all-year-round 
appliance instead of just a summer 
appliance. : 

Many dealers have taken advan- 
tage of the diversified uses of the fan 
by combining them with window dis- 
plays and sales campaigns on other 
commodities. In displaying washers 
or ironers, for instance, there is a 
splendid opportunity to emphasize 
the use of the fan for drying clothes 
just as in showing curlers, the use of 
the fan for hair drying can be com- 
bined effectively. When advertising 
ranges, fixtures, table socket appli- 
ances and so on, the use of the fan 
as an all-year-round servant in the 
home can be fitted in and will result 
in increased sales. 

The first prize will be $100.00, sec- 
ond prize $50.00 and third to twelfth 
prizes will be $10.00 each. In case 
of ties the full amount .of the prize 
tied for will be awarded to each ty- 
ing contestant. 

Rules for the Contest. 

1. Select any one of the uses of 


the fan listed below or any other 
off-season use and tell how you would 
plan a campaign to sell fans for that 
use. Be brief but make your plan 
sufficiently inclusive so that other 
dealers may put it to work. 


2. Contestants should suggest 
three additional off-season uses for 
fans. 

3. Contestants should accompany 
plans with a photograph of a window 
display showing off-season use of 
fans of any make or showing fans 
displayed in connection with other 
commodities. 

4. All plans become the 
property of the The Society for Elec- 
trical Development and will be put 
to such use as it may wish to make 
of them for the benefit of the indus- 
try. 

5. Contest begins September 1. 
Contest closes October 15, 1924. 

6. Judges: Messrs. E. W. Austin, 
Toronto, Canada; S. W. Bishop, Den- 
ver; C. L. Chamblin, San Francisco; 
J. W. Collins, Chicago; and J. E. 
North, Cleveland, have kindly con- 
sented to act as judges. 

7. Prize winners will be 
nounced in the December issue of 
this publication. 


will 


an- 


8. Prizes will be awarded on the 
basis of practicability, completeness, 
inspirational value of the plans and 
originality of ideas. 

9. Sales plans and photographs 
should be sent to The Society for 
Electrical Development, 522 Fifth 
Avenue, New York City, attention 
of R. G. Zindle, Supervisor, Electric 
Fan Promotion. 

Among the diversified uses of elec- 
tric fans for which they should be 
sold are: 


Stimulate radiation in cold rooms 
with hot-air furnace. 

Speed up the drying of laundry. 

Increase draft in furnace. 

Speed up the drying of freshly 
varnished furniture or floors. 

Aerate the refrigerator after it has 
been cleaned. 


Dehydrate fruits and vegetables. 
Dry white shoes after cleaning. 
Dry hair quickly. 

Remove frost from windows 
winter. 

Eliminate cooking odors from the 
kitchen. 

The Society has just produced an 
issue of “Sales Helps” containing a 
number of merchandising sugges- 
tions for off-season fan selling. Cop- 
ies of this “Sales Helps,” (price 50 
cents each) will be sent for 25 cents 
prepaid upon request (to be accom- 
panied by remittance) to contestants. 
This is not a requirement to enter 
the contest. 


in 


* *« * 


Organizing Community Electric 
Exhibits 

The work of organizing and con 
ducting a Community Electric Ex- 
hibit, which was successfully pio- 
neered by the Edison Electric Illumi- 
nating Co. of Boston, is now being 
carried on through the guidance of 
the Society. 

The cost of conducting one of these 
exhibits is too great for some of the 
smaller central stations. The Society, 
realizing this, in order to gain gen 
eral industry experience, undertook 
the underwriting of the construction 
of a set of standard display and wir 
ing equipment. 

The display equipment is patterned 
after material developed for this pur 
pose by the Edison Electric Illumi 
nating Co. of Boston and used by 
them for the 10 exhibits held to date. 
This equipment is available on a 
rental basis te central stations in New 
England, at the present time, whicl 
put on an exhibit in conjunction with 
the Contact Bureau of the N. E. L. A. 
and the Society. The rental fee is 
$243.00 per week in any one locality 
except where the central station is 2 
member of the society. In this case 
the rental fee is waived except 2 
nominal fee of one dollar. 

The main objects of a Communit) 
Electric Exhibit are to further th: 
interests of the local electrical fra 
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It’s a DURABILT PRODUCT 


Reg. U. S. Pat. Off. 


—that means Quality. 





[DURACORD 


Reg. U. S. Pat. Off. 





The pioneer of heavy-duty cords has proved its long 
life under extraordinary conditions of service. 


heavy woven cover of DURACORD will give consistent 
service with little upkeep. 


It’s the special weave, every thread locked in place so 
that it can’t loosen, chafe or fray, that puts the under- 
the-surface quality in DURACORD. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 





Used in places where extra strength is needed, the 















































































THE JOBBER 








ternity by (1) arousing greater in- 
terest in electrical service and appli- 
ances, (2) improving the relations 
between the light and power com- 
pany, the contractors and dealers of 
the community, the users of current 
and appliances, and the public in 
general. 

Some 10 community exhibits of this 
type have been held to date and the 
following accomplishments actually 
reported have shown unquestionably 
that they have repaid their sponsors 
for the effort and expense involved. 

1.—The sale of electrical appli- 
ances in each community has been 
greatly increased during and follow- 
ing the exhibit. 

2.—There has been a noticeable in- 
crease in the wiring business. 

3.—A more friendly attitude has 
developed on the part of the con- 
sumers and the general public toward 
the light and power company, due to 
more intimate personal contact with 
its officials and representatives. 

t.—Greater harmony has resulted 
the members of the local 
electrical fraternity. A basis of co- 
been laid for 
tensively developing business. 


between 


operation has in- 
5.—The engendering of a spirit of 
co-operation and good will which 


de- 


signed to give continuous effect to 


augurs well for future efforts 
any program which may be promoted 
for co-operatively developing busi- 
ness. 

6.—The opening of new outlets in 
the locality for manufacturers and 
and dealers 
have been impressed with the local 


jobbers. Contractors 
sales possibilities of all kinds of elec- 


trical goods. A number of factory 


agencies have been opened where 
these did not exist before. 
7.—The education of contractors 


and dealers and their salesmen in bet- 
ter merchandising methods. 

A representative of the Society has 
visited almost all of the exhibits to 
date and has secured at first hand, 
information concerning their prepa- 
and And 


time goes on and the mistakes are 


ration management. as 
thrashed out and the creative genius 
of the Society brings into being new- 
er and more effective methods the 
exhibits will improve accordingly. 

The sponsors of this movement de- 
serve sincere thanks and commenda- 
tion on their farsightedness. 

The electrical jobber will be great- 
ly benefitted by this, as well as any 





A group from Manhattan Electrical 
Supply Co. St. Louis. Left* to right 
they are: C. A. (Come Acréss) Force, 
credit manager; Lillian Wehmeyer (Okla- 
homa papers please copy); Prewitt 
Creecy whose father was one of St. 
Louis’ best police chiefs; Maude John- 
son, who hails from dear ol’ Lunnon and 
Eugene Hagen, a pocket edition of Babe 
Ruth, both in looks and skill’ with the 
bat. 





other campaign that will increase the 
sales of electric equipment as a 
whole. At present, the movement is 
confined to New England, to exactly 
measure the extent of its success, but 
in time will be available to the four 


corners of the U. S. 
ok 


Electrical Exhibits 
The Essex County Electrical Club 
opened its first Electric Home in 
Salem, Mass, on June 2. Reports re- 
ceived so far indicate a splendid at- 
tendance and commensurate 
for the electrical industry. 


results 


In conjunction with several con- 
tractor dealers, the Central Hud- 
son Gas & Electric Co., conducted 
a Community Electrical Exhibit at 
Poughkeepsie, N. Y., May 17 to 24, 
as part of an Industrial Expositon 
held in that city. Over 25,000 visi- 
tors passed through this exhibit. 


The Hartford Electric Light Co. 
has held two Community Electrical 
Exhibits, May 27 to June 7, one at 
Fast Hartford, Conn., and the other 
at Weathersfield, Conn. The exhibits 
have been notably successful from 
the standpoint of attendance, good 
will created for the company and 
stimulation in sales of electrical ap- 
pliances. 


Philadelphia’s second Electric 
Home opened May 24. There are two 
homes under one roof which are dec- 
crated and furnished in duplicate. 
One of these is on exhibit from 2 to 
10 p. m. every day and the other 





is throwm open to the public whe: 
the number of visitors is too larg: 
to be accommodated by one home. Tl: 
two homes are located on Roosevel 
boulevard which forms part of th: 
main highway between Philadelphi: 
and New York. ‘he attendance th: 
first Sunday exceeded all expectation: 
and the Electric Home Exhibit Com 
mittee anticipates that by the time 
the home closes, the total attendanc: 
will exceed that of the first Electric 
Home, which numbered over 50,000. 


The electrical industry of New 
ark, N. J., had a very successful 
Electrical Exposition in the Essex 
Troop Armory, June 2 to 8. Manu 
facturers, distributors and the con 
tractors and dealers of Newark ex- 
hibited electrical products in some 50 
booths. Some novel features were 
shown, prominent among which was 
a clock of mammoth size depicting the 
electrical appliances carried by the 
Newark Electrical Supply Co., suited 
to the various hours of the day. 

* * * 


Factory Lighting Booklet 

A 24-page consumer booklet, en 
titled “Better Factory Lighting 
Pays,” for mailing to executives and 
managers of industrial plants, is just 
off the press. It is well illustrated 
and takes up every phase of the value 
of better lighting in factories and in 
dustrial plants and shows by graphic 
illustrations the benefits obtained by 
improved illumination. This booklet 
has been produced by The Society 
for Electrical Development, Inc., 522 
Fifth avenue, New York, N. Y., to 
which you are referred for prices and 
information. 


Problems of the Sales- 
manager 


(Continud from Page 14) 

Salesmanager and the Customers 

It my aim to get out among 
the customers every three or four 
weeks at least. I am fortunate in 
knowing about 30 per cent of our 
customers by their first names, in all 
parts of the territory. If I can’t get 
out and see them I at any rate call 
them up on the telephone for a little 
chat without any direct bid for busi 
ness. I find that this helps tremend- 
ously. 

Every now and then I like to get in 
a salesman’s car and spend a week with 
him. On these trips I do not attempt 
to do any actual selling. But these 


is 
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Special Announcement 


To Every esa ad ’s Salesman 


Ate manufacturers of HEMCO products 
A\ have arranged a special prize contest among 
By Jobber’s Salesmen for September. Opening 
date September Ist; closing date October 5th. This 
is in connection with the big HEMCO “Better 
Business Campaign” among electrical retailers in- 
cluding a September Window Trim Contest with a 
dealer’s prize for every photo submitted. 





: Enter your name now fora FREE subscrip- 
tion to °*The HemCo-Operator’’ giving full 
details of the three Jobbers’ Salesmen’s 
. prizes and our unique plan by which you 
, can easily increase yur HEMCO sales 





oe nnn es mete nn 
one oe ner — oe ie 


THREE 1. -A six-tube HEMCO Radio Receiving Set 
SPECIAL 2. A handsome Gold Watch 
; §F PRIZES 3. A genuine Leather Traveling Bag 

















r Write your name and address clearly on this line and mail to us today 


| GEORGE RICHARDS §. COMPANY lhe 


' 957 W. Monroe Street Chicago Illinois 
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Anylite Products 


are 


Real Profit Makers 


There is a need for Anylite 
Products in every wired 
home, office, factory or 
store. 





Purchasers recognize the 
quality of Anylite Prod- 
ucts and get a lifetime of 
satisfaction from them. 


Quality considered—Any- 
lite Products are very in- 
expensive. See that your 
customers are supplied 
with them. 


Anylite Electric Co. 
Fort Wayne, Ind. 




















The Metal Washer 
That KEEPS 


ull Dog 


REGISTERED 


Split Knobs Assembled 


Contractors know that when they use Bull 
Dog Knobs, there will be no time wasted 
assembling them. They are assembled in the 
factory and stay assembled because of the 
tiny metal washer that is slipped on over the 
nail after the other parts have been put on. 
Crimping the nail (a process that greatly 
weakens the nail) is done away with because 
the washer does the job better. 

When ordering split knobs spe- 

cify BULL DOG Assembled 

Split Knobs. 











Has a Grip 
Like Its 
Namesake 


Manufactured by 


MACOMB, ILLINOIS 

















friendly* calls on the trade eases thic 


way for the salesmen very perce)- 
tibly and in some cases where some 
little misunderstanding has arisen se‘s 
us straight with the customer. 


“‘Bogey and Special Compensation” 

Our men are paid a straight salar». 
At the end of the year, if we make 
money the men get additional com- 
pensation. The amount is not stipu- 
lated. 

Every territory carries a set 
“bogey” and the salesman is required 
to make it or show a wonderful reason 
why. All salesmen are entered and 
their records posted each month. We 
determine what the bogey for each 
territory is to be after a very care- 
ful study of the situation in each case. 
This study involves such factors as: 
number of towns; their population; 
class of community (farming, manu- 
facturing, etc.); wealth of the com- 
munity ; number of homes wired; busi- 
ness, in last 10 or 15 years, etc. 

Sales curves of all territories are 
also plotted, which helps. 

Bogey is also divided as to lamps, 
radio, construction material, etc. 

When it comes to manufacturers’ 
prize offers and other inducements to 
our salesmen, we do not fuss about 
the matter or place restrictions on the 
men. At the same time we do not 
think that they are a good thing from 


the point of view of our business. 





C. O. D. Until Further 


Notice 
(Continued from Page 10) 


each year. Many of them could have 
been saved with proper accounting. 
They do not take to accounting natu- 
rally, however, because they think it 
is too much bother. 

In a way they are like children who 
fight against taking medicine because 
they don’t like the taste of it. The 
jobber owes it to himself to administer 
this medicine and insists on its use. 
The jobber is in a position to do this 
with every customer to whom he 
grants credit and whose account is not 
in the prompt pay class. 

The records show that where the 
jobber has insisted on the use of the 
Standard Accounting System that the 
business of his customer has grown. 
One New York contractor for years 
did around $25,000 of wiring instal- 
lation. He installed a Standard Ac- 
counting System and did $40,000 
worth of work the next year, over 


































eS ua oe ae 


Bieetetinnnen al 


egigitaeg 








ve 


2", 


u- 


ho 
ise 
he 


BC. 
nis 
he 


10t 


September, 1924 THE JOBBER’SMA)SALESMAN 














TS RN | 7TH A ia zy ony { VERE IT e" Pee 
“SS. Sr ae id ie 

? Le Ed, Hot i] 
Ve a | ? | ; ; 

.% fs 


a . . 
mm ey 
» I 
bh | 














Sell H&H Receptacles 


for the Show-places! 


Anything like a complete wiring job puts 
in many Convenience Outlets—where 
they show. So that many a job may be 
sized up, offhand, by the outlets. 


Seen everywhere on walls and wood- 
work, they share the positional import- 
ance of switches, as show-places of your 
customers’ work. 


So contractors look more to the makers of fine 
switches, as the logical makers of fine receptacles. 
He&H ona Convenience Outlet means what it’s 
meant on a Push Switch for 30-odd years— 
though the standard is new to receptacles. 


THE HART 6 HEGEMAN MrFa.Co. HARTFORD, CONN. 


T-Slot openings (take ali standard plugs) with 
channel grooves for guiding the parallel blades. 
One-piece composition, with cross-hatched face, 
so neatly cast that it seems carved. Contact jaws 
with a sure grip, tempered to hold. Gun-metal 
(rust-proof) finish on supporting frame, match- 
ing the composition base. Side-wired, with /ine 
side ee identified by nickel binding screw 
c. 


In some ways the product seems better than 
receptacles need be—if the quality made the price 
any higher. But receptacles by H&H cost no 
more than others by anybody, though more easy 
to sell wherever you've sold the H&H standard 
in switches. 
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e New Cabinet Model 
Music “Master 


See our Exhibit at the First Radio World's 
Fair, Section D, Booth No. 2, Madison 
Square Garden, September 22-28, 1924. 





NOTHER voice—clear, true and 
resonant — has been added to 


Radio. 


It is that of a second Musie Master, as 
sweet and mellow in tone as the famous 
original whose merits you know so well. 


This newer Music Master, a cabinet 
reproducer, embodies all the proved prin- 
ciples of sound reproduction which have 
made the familiar horn type Music Master 
model supreme among loud speakers. 


The highly sensitive precision instru- 
ment is the same. The tone chamber is 
‘ast aluminum, so notably free from blast 
and distortion. And the horn of violin wood is 
“full floating’’—it hangs suspended in_ perfect 
balance, wholly free from contact with the cab- 
inet--a feature of the utmost importance. 


And what a wonderful difference that makes! 
The most delicate inflections and modulations of 
voice or instrument are re-created with a purity 
and faithfulness truly astounding. 


The Music Master Cabinet is a handsome piece 
of furniture—a suitable housing for the fine in 
strument it contains. The case is solid mahogany, 
beautifully designed and sturdily built. 


The factory is in production now, so the needs 
of your customers can be taken care of promptly. 
As national advertising will quickly follow this 
announcement, it would be well to urge dealers to 
place their orders at the earliest moment. 


Model VIII $3 ) 
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—And the Original Musical 


Instrument of ‘Radto 


HE cabinet type Music Master 
shown on the opposite page was <le- 
signed not to supplant the horn type 
Music Master but to supplement it. Both 
types have their adherents, one as enthu- 
siastic as the other. Both are indisputably 
leaders in their respective fields. Each is 


unrivalled except by the other member of 


its own family. ‘They differ only in out- 
ward form—the component parts of each 
are alike in principle and construction. 
differing but slightly in design. 


It is the combination of these parts 
the extraordinary unit, the vast aluminum 
tone chamber and the violin wood ampli- 
fying horn—not any one alone, but all 
together as a complete assembly—that is 
responsible for the beautiful, natural tone 
quality of both Music Master Speakers. 


Attach either Music Master Repro- 
ducer to the receiving set as you would 
headphones. No batteries are required. 
No adjustments are necessary. Uneon- 
ditionally guaranteed. 


Music Master Radio Reproducers offer 
the jobber’s salesman opportunities un- 
surpassed by any other item in radio. 


flusic Master Corporation 
Makers and Distributors of High-Grade Radio Apparatus 
S. W. Cor. 10th and Cherry Streets 
Chicago PHILADELPHIA Pittsburgh 







y 


SS YY 
Seem 





REPRODUCER 


= 


14-inch Model VI—for 
the Home 


21-inch Model VII—for 
Concerts and Dancing 


~ 


=, 


$30 
$39 


* 
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THE DOUBLE-DUTY 
Two Flashlights in One! 





A Bull’s Eye at one end, with outer 
convex lens, which gives a diffused 
light over a wide radius. 


A Spotlight at the other end, with 
focusing reflector and lens — throws a 
clear, sharp beam of light over 300 feet. 








e * * 


ELL your customers they need never 
be in the dark. If one bulb burns out, 
switch on the other. Or you can burn both 
at once, lighting the way ahead as well as 
the path behind for those following you. 


Write concerning this YALE flashlight 


3302 D, giving us the name of your near- 
est jobber. 


Increase your Hlashlight Sales ! 


The complete YALE line of flashlights is 
comprised of 21 different models. All are 
equipped with the famous Three Way Switch 
and have eight or more distinctive YALE fea- 
tures—each one a convincing Sales Talk in 


itself. 
YALE MONO-CELLS 
Fit All Standard Tubular Flashlights 


HE patented construction of the YALE 
= Mono-cells makes a short circuit impos- 
sible in a flashlight. 


They are “chock” full of dark-dispelling energy. 


YALE ELECTRIC CORPORATION 


Chicago Brooklyn San Francisco 
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60,000 the next and proportionately 
nore each year. 

Was it the system? Yes, because 
it opened his eyes to his costs and 
le found out for the first time why 


there hadn’t been any money for him 


in the contracting business. 
He decided to revise his selling 
prices and he found it was possible 


to make a profit in contracting. His | 


old pep was restored when he found 
that every job meant a profit and he 
went out and got contracts. 

Was that fellow’s account a better 
one for the jobber after he has in- 
stalled the system? 


Or ask anyone in Milwaukee 


whether or not the contractors’ busi- | 


ness is worth any more now than it 


was a year ago, particularly those | 
who are using the Standard System? | 


The Milwaukee plan is nothing more 
or less than making a profit after 
knowing the cost. 

The Standard Accounting System is 
built for electrical contractors and 
dealers and is suited to business of all 
sizes. 
too large for small businesses. W. 
J. Schuelke who is installing the sys- 


It has been criticised as being | 


tem in Milwaukee and probably knows | 
better than anyone else what its value | 
is said before the last convention of | 
the National Electrical Credit Asso- | 


ciation. 


“The Standard Accounting System | 


is a very flexible system. 


large business. Such a system can be 
installed and operated in a two thou- 


sand dollar a month business as well | 
as a ten thousand dollar a month busi- | 


ness. The beauty of the system is the 
flexibility of it.” 

If the jobbers really want the con- 
tractor’s business, if they really want 
him to become a better business man; 
if the jobbers are really honest in 
their desire to improve electrical con- 
tracting as a business let them make an 
effort to do only one thing—improve 
the contractor's knowledge of costs 
by insisting on the installation of the 
Standard Cost Accounting System. 

I should almost like to suggest that 
we set apart a week this Fall as the 
Standard Accounting System Week 
during which time every jobber would 
make a serious effort to place this 
system in the business of as many of 
his customers as possible. It would be 
« fine thing for the business if only a 
few more hundred contractors and 
dealers could start off the new year 
on a real cost accounting basis. 


It is adapt- | 
ed to a small business as well as to a | 


} 
| 
| 
| 

































Announcing the New, Improved 





REG, U.S, PAT. OFA 


SLevotter 


Conduit Box and Fixture Switch 


6-Amp., 125-V. 


3-Amp., 250-V. 


Approved under the Underwriters’ Laboratories’ New Specifications 


EACH CONTACT IS 





PLACES. PERFECT 
ELECTRICAL CONNECTIONS. 
NO SHIFTING OF CONTACTS. 


CONTACTS MADE FROM 
HEAVIER BRONZE 
THAN FORMERLY. 


RIGIDITY AND 
ALIGNMENT. 


extaA BOX FiTT En 


For 








Commercial 
Kitchen Lighting Units, this switch has 
no equal in size, constant performance 
and price. 






EACH TERMINAL IS 
RIVETED TO DISCS 
IN FOUR PLACES 


UPPER AND LOWER 


BAKELITE MATERIAL) 


The strongest, smallest, most efficient 
6-amp. switch ever produced. Note the 
big improvements. Has passed all full 
load endurance tests and the 50 per cent 
overload test 100 per cent. 


Lighting Units and Levolier Hickey 






Built to take 











the Levolier 
Fixture 
¢ Switch 
We are broadcasting the story of the New, 
Improved Conduit Box and Fixture Switch 
to Electrical Dealers, Fixture Manufac- 
turers, Industrial Plants and Commercial il ali 
Buildings everywhere. There will be good gee apts 
business for you and the house in this wetaphineeSoagyie 
: , This Hickey is Standard 
item. Equipment in the Wake- 
field Commercial Unit 























Heavy Dury Put Sockers 
Heavy Duty Pur. Husxs 
Comourt Box ano Fixtune 








tn- Between Switcnes 
Fiusn Leven Switcnes 
Fiusm Puce Swircnes: 
Camory Switcn Hickey 


| PAC GILL/: 


MANUFACTURING CO. 


Electrical Specialties 


VALPARAISO - INDIANA 


Hanger, 





of Quality 







ESTABLISHED 19004 
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NEWS 





Marathon Battery Company 

Starts Operations 
E. J. McEachron, for many years 
factory manager for the French Bat- 
tery and Carbon Co., and E. A. Fuller 
of Madison, Wis., felt that there was 
a good field for a new manufacturer 
of dry batteries. Three things stood 
out in their minds as necessary to ulti- 
mate success. First, the company 
should have sufficient capital. Second, 
the product should be of the best pos- 
sible quality and always remain so. 
Third, the sales policy should be sound 
and rigidly adhered to from the begin- 
ning. 

A group of men prominent in Wis- 
consin lumber and paper industries 
became interested in the proposed 
company with the result that the 
Marathon Battery Co., Wausau, Wis., 
was organized. 


O. E. Ruhoff, chemical engineer for 
the French Battery and Carbon Co. 
for the past 12 years, was secured as 
chemical engineer for this company. 
Mr. Ruhoff’s experience and ability in 
the dry battery field are such that the 
research, development and _ control 
work on Marathon products is in the 
proper hands to assure the highest 
quality. 

D. E. Wyre, sales manager, states 
that in formulating the sales policy, 
they were agreed that good jobbers 
are the logical channel through which 
to merchandise the products. With 
this general principle in mind they 
have adjusted all their plans so that 
ultimately they will be in a position 
to distribute all Marathon products 
through electrical jobber distributors 
of the better class. 


*¢ @& @ 


Toledo Cooker Changes Name 


The Toledo Cooker Co., Toledo, 
Ohio, will henceforth be known as 
the Swartzbaugh Mfg. Co. No radi- 
cal changes are involved but the com- 
pany announces it will shortly be in 
production on a new glow heater and 
an electric iron. 








David E. Drake, Electrical 
Pioneer, Retires 

David E. Drake, dean of the sales 
department of the Westinghouse Elec- 
tric & Mfg. Co., over 50 years in the 
electrical industry and 34 years with 
this company, has retired. He will 
make his future home at San Diego, 
Cal. 

A luncheon was tendered Mr. Drake 
by the officials and members of the 
sales department of the Westinghouse 
company. During the luncheon, Mr. 
Drake was presented with a purse of 
gold and speeches were made by E. 
M. Herr, president of the Westing- 
house Electric & Mfg. Co.; Loyal A. 
Osborne, president of Westinghouse 
International Co., and other officials 
of the company, many of whom were 
associated with Mr. Drake in the 
early days of the industry. 

Here are a few of the pioneer in- 
stallations made by Mr. Drake, before 
the old United States Electric Light 







Co. was absorbed by Westinghouse: 
1879—The first arc lamps in New 
York, which illuminated Harry Min 
er’s Theatre and part of the Bowery, 
and were supplied by current from a 
station in Center street. 
1880—The first are lights in Chi- 
cago, which were installed by the 
Palmer House on the occasion of the 
meeting of the Republican Conven 
tion that nominated Garfield. 
1880—The first electric lights in 
Newark, supplied by one of the first 
central stations in America located 
in Mechanic street. 
1881—Incandescent lamps on the 


Pennsylvania Railroad ferry boats. 
1881—Arc lights in the U. S. Mint, 


Philadelphia. 

1882—Lighted the Capitol at Al 
bany. 

1885—Lighted the Brooklyn 
Bridge. 

1885—Lighted the Washington 
Monument. 











This attractive window display of the Commonwealth Edison Co., Chicago, IIll., mak: 
a special feature of N & K head phones, imported by the Goldschmidt Corp., 15 Willian: 


street, New York, N. Y. 
corner of Adams. 


This was in their feature window at Clark street near th 
The display has great human interest value and an attractiv: 


setting, and created a great amount of comment and interest on the part of passersb: 
It was one of a series of window displays that have been appearing from coast t» 
coast on N & K phones and which have appeared in the windows of the leading r: 
tailers of radio products including many of the largest nationally known departme! 


stores. 
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Cleveland Engineer Dies 


Claiborne Pirtle, for 20 years ac- 
tive in the affairs of the Electric Con- 
troller & Mfg. Co., died recently at 
his home in Cleveland, O. Mr. Pirtle 
was born in Louisville, Ky., educated 
at Rose Polytechnic Institute and was 
with the General Electric Co., before 
migrating to Cleveland. He resigned 
as president of the Electric Controller 
company last March to take things 
easier. 

Mr. Pirtle was a business writer of 
no mean ability and took active in- 
terest in labor and economic problems. 
He was on the governing board of the 
American Plan Association until his 


death. 


*+* + 


Day of Sport for General Radio 
Employees 


That makers of “Quality Radio Ap- 
paratus” are equally adept as fun 
makers, was proven recently by the 
employees of the General Radio Co., 
of Cambridge, Mass., at their fifth 
annual outing and field day at Lake 
Pearl, Wrentham, Mass. 

A procession of 68 autos and four 
large busses, gayly decorated with 
banners, transported the party from 
the General Radio factory to Lake 
Pearl where they arrived about 9:30 
A.M. The program of events was in 
operation shortly thereafter, consist- 





4 imate commen ee a ae 





ing of all kinds of athletic and aquatic 
events for both men and women. Some 
of these events are shown in the ac- 
companying photographs. 

Unusual skill was shown in many 
of the field events, particularly in the 
potato race for women, which was 
won by Miss Doris McNabb after a 
very game and closely contested race. 
In the 100 yard dash for men, Charles 
Hills, of the sales department, showed 
exceptional ability as.a sprinter and 
repeated his performance of the past 
two years by winning by a good mar- 
gin. Following the field events a 
very well prepared and generous din- 
ner was served in the park dining 
pavilion. 


After dinner R. S. MacArthur of | 
the sales department, gave a thrilling | 
exhibition of rough riding as shown | 
This was fol- | 


in the picture No. 3. 
lowed by a very interesting but loose- 
ly played ball game between the mar- 
ried men and single men, which was 
handily won by the former. 

The feature events of the day, 
however, were the canoe tilting con- 
tests for men and swimming races 
for women, in which plenty of good 
form was displayed. At the conclu- 
sion of the program of sport events, 
prizes were awarded the winning indi- 
viduals and teams, and dancing was 
enjoyed, music being furnished by the 
General Radio orchestra. 



































Some Views of the General Radio Co.’s Annual Outing. (1) Melville Eastham, 
President and E. H. Locke, Vice-President; (2) H. B. Richmond, Secretary and 

Sales Manager; (3) R. B. MacArthur, Sales Department; (4) Canoe Tilting; (5) | 
Car With Banner; (6) Group of General Radio Office Girls; (7) Miss Mowatt, 
Winner of Bathing Beauty Contest. 











AND 


“AMERICAN 
BRAND” 


| Weatherproof and 


Bare Copper Wire 
and Cables 


MORE AND BETTER 
SALES 


It is the experience of salesmen 
selling “American _ Brand” 
Weatherproof and Bare Copper 
Wire and Cables and *‘A-|"" Mag- 


net Wire to receive repeat orders. 





This happy state of affairs is 
attributed to the high quality of 
the wire they're selling. 


*‘American Brand” and “A-1” 
have a well-known reputation for 


giving long service on the job. 


Jobbers’ salesmen talking these 
two lines get more and better sales. 


Send for samples to show your 
trade. 


American Insulated 
Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND” 


A WEATHERPROOF WIRE AND CABLES | 
HAS NO EQUAL 
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Hotpoint Enlivens Business 
Possibilities 

“Business is as good as we make 
it,’ and accordingly when the busi- 
ness wheels should begin to move 
faster Hotpoint is stepping out by 
announcing 12 new appliances to the 
trade. These new devices should be 
real sales builders, as they possess 
many details to please the consumer, 
increase comfort, and insure lasting 
service and economy. 

The new Hotpoint servants are: 

De Luxe Curling Iron—An elec- 
tric curling iron similar to the L6, 
but fitted with an ivory handle and 
neatly arranged in a special box lined 
with changeable colored silk. The 
cord is covered with a special gray 
and the plugs are moulded in a spe- 
cial gray to match the cord. 

Table Stove with Dishes—A set of 
aluminum dishes have been designed 
for use with the 116D29 table stove 


which has already met with hearty | 


public acceptance. 

Large Sugar and Creamer—Simi- 
lar in design with the sugar and 
creamers already in the line but with 
greater capacity. The sugar comes 
with a neat fitting top. Made in 
plain and paneled design. Finished 
in polished nickel. 

Duplex Grill—A_ six-inch square 
grill complete with aluminum dishes 
which will perform all operations of 
previous models as well as poach 
eggs. It will be the lowest price grill 
on the market with a complete set 
of dishes. 

Hotpoint Cooker—Will the 
advantage of electric cooking to the 
housewife at an extremely low in- 
vestment and at a minimum oper- 
ating cost. Consists of a 6 in. stove 
controlled by a three heat switch and 
a complete set of dishes for baking, 
boiling, frying, steaming, etc. It will 
cook three things at one time. 

Ornamental Waffle Iron—An im- 
proved design both in beauty and 
utility. It embodies the same sheath- 
wire patented units for which the 
present model is known, but will re- 
quire only one appliance plug. 

Ornamental Turn-over Toaster— 
Bigger, better and more beautiful 
than the present model. 

New Marcel Iron—Identical to the 
“L6” model except that the waver 
rod has a diameter of 14 in. and will 
part a perfect marcel. 

Then, too, there is the “Dolly 
Madison” percolator set, ‘“Hedlite” 
heater, table stove and soldering iron. 


give 





Wiremold Official Dies 


C. C. Sibley, New York manager 
for the Amevican Wiremold Co., Hart- 
ford, Conn., died suddenly early in 
August. A pioneer in the electrical 
business, he was closely identified with 
its development, having founded the 
Sibley & Pitman Electric Corp. Dur- 
ing the late war he was manager of 
the United States Cartridge Co., 
Lowell, Mass., actively engaged in 
munitions production. 





C. C. Sibley 


Later Mr. Sibley took over the east- 
ern agency of the Dayton Fan & Motor 
Co. and the management of the Wire- 
mold office in New York. He is sur- 
vived by his wife and five children. 
His oldest daughter married Andrew 
Jackson of the Economy Fuse & Mfg. 
Co. 


* * * 


Production Increase Planned 
By Pacent 

The Pacent Electric Co., Inc., 22 
Park Place, New York, N. Y., manu- 
facturers of the Pacent radio es- 
sentials, announces the opening of its 
enlarged factory, laboratories and en- 
gineering department at 91 Seventh 


avenue. The old factory on 38th 
street was unable to cope with the 
increase in production that was 
necessary. 


In their new factory the testing 
department has been considerably 
enlarged and improved in every way. 
For the use of this department a 
number of unique testing instruments 
have been constructed. Each is de- 
signed for one purpose only—to 
detect every possible weakness that 
might be found in the particular radio 
part for which it is used. 

In one corner of the factory there 
is a model room. In this room may 
be found practically every kind of 
radio apparatus ever designed. It is 
used by Mr. Pacent and his engineers 
for their experimental work. 


Radio Advertisers’ Data Book 
The radio department of the Arthur 
Rosenberg Co., Inc., advertising 


“agents, 110 West 34th street, New 


York, N. Y., is now distributing to 
radio manufacturers the first issue of 
the “Radio Advertisers’ Data Book” 
which it has compiled and published. 
This 54 page book contains the adver- 
tising rates, circulation, mechanical 
requirements and other data regarding 
all the radio consumer and trade pub- 
lications, as well as those general 
magazines which feature radio. 


Data is also given regarding more 
than 300 newspapers which print 
radio news, programmes or features. 
This matter is arranged by states, 
towns and cities. It includes data on 
circulation, radio advertising rates, 
and the paper’s method of featuring 
radio. 

* * * 


Fire Does Little Damage to 
American Wire Plant 


It is a pleasure to announce that 
the recent fire reported at the plant 
of the American Insulated Wire & 
Cable Co., Chicago, IIl., was not 
serious, but merely damaged one of the 
three braiding departments. The mag- 
net wire department, copper and roll- 
ing mill and copper drawing depart- 
ments were not damaged at all. The 
company is now working three shifts 
in all departments not damaged, mak- 
ing stocks available for immediate de- 
livery. 

The damaged department is now 
being rebuilt and furnished with the 
most modern equipment which will 
tend to even improve upon past service 
on “‘American Brand’ weatherproof 
wire. 

* * * 


New Curtis Engineers 
Curtis Lighting, Inc., Chicago, IIl., 
announces the appointment of two 
new resident engineers in the field to 
give added illumination service. 
Karl Anton Piez, resident engineer 
at Boston, is located at Room 69, 146 
Summer street, and is available to all 
needing his services in Boston and the 
surrounding New England states of 
Connecticut, Maine, Massachusetts, 
New Hampshire, Rhode Island and 
Vermont. George P. Prichett, whose 
office is at 510 Securities building, 
Des Moines, Iowa, assists Harvey B. 
Wheeler in the states of Iowa and 
Nebraska. 
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MOST ELECTRICAL JOBBERS FIND IT INDISPENSABLE 





WHATEVER YOU WANT TO KNOW-—IF IT’S ELECTRICAL 
LOOK IN THE “EM F”—YOU’LL FIND IT THERE 


Published by ELECTRICAL TRADE PUBLISHING CO., CHICAGO, ILL. 
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New Electrical Products, Illustrated 



















A new type of electric iron is being introduced by the 
Quality Appliances Co., 277 Gage Road, Riverside, IIi., 
of which Nelson S. Moore is president and general manager. 
High class electrical jobbers will be sought in the distribu- 
tion of the device. It is a 6-lb. household type with a 
pure white porcelain body and handle, giving not only an 
exceedingly handsome finish, but good heat insulation be- 
tween the heated parts and the hand of the user. A light 
weight aluminum stand furnished with the iron is made 
double, or reversible, so that it is always right side up, 
and is also provided with rounded rests of soft copper so 
that the polished surface of the iron is not scratched. 








A medium priced time switch that is at the same time 
rugged and dependable is manufactured by the Dimler 
Mfg. Co., Dayton, O. Two clock movements are employed, 
resulting in accurate timing. The switch is operated by a 
separate spring—no load on the clock movement. 





‘ T Wa bs Bi 
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This new sign, manufactured by the Flicker Sign Co., 
5 North La Salle street, Chicago, Ill. “catches the eye”. 
Light flashes on and off; stencil slogan, (can be changed 
in 10 seconds) lies between one glass and one flicker color; 
mounted in a neat cabinet made in a large variety of fin- 
ishes. Electrical jobber distribution is sought. 














A new floor box adaptable to residence, apartment build- 
ing and similar construction is being introduced to the job- 
bing trade by the Kussell & Stoll Co, 53 Rose street, New 
York, N. Y. It consists of a heavy, electro-galvanized body 
with four one-half inch conduit outlets, three of which are 
plugged with solid brass screw plugs, the box is mounted 
on a heavy electro-galvanized steel plate which drops into 
a recess in the box and is secured by the clamping action 
of the gasketed brass plate. The receptacle used is the 
standard and interchangeable. type taking standard parallel 
or tandem blade caps. <A forged brass bell nozzle is also 
provided 











The latest departure in the line of fixtures developed by 
John I. Paulding, Inc., New Bedford, Mass., is a flush re- 
ceptacle, pictured at the left, a receptacle with screw ring, 
shown at the right, and a receptacle for conduit boxes with 
metal cover, pictured below. 
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Just A Minute <— PLEASE 


OW’S this for a novel display stand demonstrating the ILGAIR Portable Ventilator? Placed in 
the window or on the floor it makes a notice spot that commands attention, creates interest 
and desire. One glance at the pictures in realistic colors puts over the idea of correct ventilation. 
Here’s a junior salesman that demonstrates, displays and makes sales for ILG Ventilating Fans in 
July or January. Everywhere this new ILG Display Stand is identifying the stores of live dealers 
who are cashing in on the ever increasing demand for ILG Ventilating Equipment. Write for 
full particulars — tear off, sign and mail the attached coupon. 


ILG ELECTRIC VENTILATING CO. 
2854 North Crawford Avenue, Chicago, Ill. 


\ a 
P. 
s* 


FOR OFFICES- 

STORES: FACTORIES- 

PUBLIC BUILDINGS- THEATRES- 
RESTAURANTS *HOUSES-ETC- 
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New Electrical Products, Illustrated 


























The new X-Ray reflectors especially designed 
for show-window lighting are the “Giant” pictured 
at the left and the “Leviathan” 
ufactured by Curtis Lighting, Inc., 1119 West 
Jackson boulevard, Chicago, III. 
flectors are made for use with 500-watt Mazda 
lamps and each is equipped with special holder 
and mogul socket to provide easy installation. 
The high intensities produced by these lights tend 
to counteract to a great extent the problem of re- 
flections in the plate glass window front, the 
manufacturer states. 


(right), man- 


These new re- 











Harvey Hubbell, Inc. Bridge- 
port, Conn., announces the new 
switch plug illustrated herewith. 
This new device is ideally suited for 
kitchen lighting units and may be 
adapted for many other uses. The 
Hubbell switch plug combines a 
pendent push button switch and a 
handy convenient outlet. The switch 
controls the light only—the conven- 
ience outlet is always alive. The 
T-slots of the outlet provide for 
the attachment of any electric ap- 
pliance such as an iron, toaster, 
percolator or vacuum cleaner. 








The Bryant Electric Co., Bridge- 
port, Conn., has redesigned Bryant 
No. 95 “Wrinkelt” keyless socket 
body. The terminals to which the 
wires are attached have been altered 
so that bigger binding screws can be 
used. This change permits the use 
of stronger porcelain base and 
allows the terminals to be more 
firmly supported. The Bryant 
“Wrinklet” line of fixture sockets 
and caps has the same method of 
attaching cap to shell as the “New 
Wrinkle” line; 20 different pos- 
sitions of adjustment are provided 
by this type of fastening. 





The gigantic Clicquot Club 
sign occupying the site of the 
well-known Wrigley sign across 
from the Hotel Astor in New 
York, makes the most extensive 
and effective use of color ever 
attempted in sign advertising. 
While the sign is so tremendous 
that the “galloping kids” take 
20 foot strides, it is the won- 
derful colors that the millions 
of spectators have commented 


on most. As the sun rises, the mountain peaks change from blue to yellow, 


a gorgeous effect. 


It is the first large installation of Reco color hoods for 


the P-19 General Electric Co’s new mill type lamp. 





The Toledo cross 
arm is attached with 
a heavy steel plate 
which fits snugly the 
curvature of the 
pole. No gaining— 
no splitting. Two 
through bolts hold 
the plate to the pole 
securely. Cannot 
tilt or give under 
strain—no braces 
needed. Only two 
holes are drilled 
through the pole as 
contrasted with the 
gaining—four holes 
and braces _neces- 
sary for wood arms 
less labor and a 
more rigid arm. 
Toledo cross arms 
permit side arming 
large braces and 
without the use of 
expensive construc- 
tion. Many combi- 
nations are possible, 
such as transformer 
platforms, exten- 
sions, dead ends and 
buck arms. A wide 





range of flexibility of construction is offered. 




















These arms can replace any 


wood cross arms without interfering with service. This cross arm has been 
developed by the Swartzbaugh Mfg. Co., formerly tha Toledo Cooker Co., 


Toledo, O. 
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Net Prices Replace List and 
Discounts 


Since the days when Billy Low, 
Sam Chase, E. Ward Wilkins and 
other old timers first started out to sell 
wood rosettes, it seems to have been 
the custom in the electrical industry 
to quote a list price less a discount. 
Today when a_ jobber’s 
wants to quote a porcelain discount he 
says to Mr. Dealer: “Your price is 
$75 a hundred less 50-10-10-5-5 and 
one quarter of one per cent off for 
cash.” Then a fifteen minute recess 
is called to figure out what the actual 
price really is. 


salesman 


There have been a number of 
opinions expressed as to the virtues 
and advantages of the old list and dis- 
count system but no one ever seems to 
be able to explain why time is wasted 
with mathematical problems when it 
is just as easy for manufacturers to 
quote net prices. However, it has re- 
mained for the E. H. Freeman Elec- 
tric Co., Trenton, N. J., to carry into 
effect the conviction that to quote net 
prices is not only more convenient but 
far more pratical. 

The result is a net price list, as the 
section of the catalogue page here re- 
produced indicates. Every item in the 
Freeman catalog of “Circle F” 
ing devices is listed. First is the cat- 
alog number, then a description of 
the product, the carton and standard 
package quantities and the net prices 
of each article in various quantities. 
Last but not least is a retail price, not 
a list price, which is a suggested sell- 
ing price at which each particular item 
can be sold at a profit. The last fea- 
ture is a welcome innovation and saves 
the contractor-dealer much time and 
ink in figuring. In setting the sug- 
gested retail price the average con- 
tractor-dealer’s overhead and other 
costs have been taken into considera- 
As the retail price is 20 per 
cent higher than the highest cost price 
the contractor-dealer knows in advance 
that he will make a profit on the sale 
of each item purchased if the retail 
price is followed. 

Jobbers who have been interviewed 
on the subject have pronounced them- 
selves emphatically in favor of the 
new system and the comments of other 
iobbers are invited. The sheets are 
made to fit the jobber’s price book and 
from all appearances look like a time 
aver to a salesman so pressed for 
ime as an electrical jobber’s salesman. 


wir- 


tion. 


National Screw Promotes Kyle 


W. H. Kyle, formerly in the pro- 
duction department of the National 
Screw & Mfg. Co., Cleveland, O., has 
been promoted by the same company 
to the position of sales promotion 
manager. He has also been placed in 
charge of advertising. These large re- 
sponsibilities seem to promise Mr. 
Kyle some lively times, but no one 
doubts his ability, through training, 
to eat up everything in the way of 
work coming his way. 


* + * 


Standard Stove Has New 
House Organ 

The “Standard News’ is to be pub- 
lished monthly by the Standard Elec- 
tric Stove Co., Toledo, O. The first 
issue is in the form of a broadside 
illustrating nine Standard models—a 
reminder that this line, in price range, 
takes the buyer by graduated steps 
from the neat and efficient little apart- 
ment model well under $100 up to the 
largest and most elaborate. Under the 
heading of ‘“‘News” the first issue de- 
scribes for the convenience of distrib- 
utor and dealer the leading features 
which have helped to popularize the 
line—particularly the aluminum lin- 


ing. 


Electric Power Club Fall 
Meeting 
The Electric Power Club will hold 
its Fall meeting at the Greenbriar, 
White Sulphur Springs, W. Va. The 
dates of the meeting are October 20 
to 23, 1924, inclusive. 


* * * 


“B” Battery Without 
Separators 


The Lavier formula has just been 
applied to radio batteries by the Jor- 
dan Battery Co., Ypsilanti, Mich., 
manufacturers of the “Ray” batter- 
ies. This battery is called the “Ray- 
dio” “B” storage battery. 


Among the unusual features of this 
battery is the fact that no separators 
are used, giving free, unobstructed 
passage of the current, thus eliminat- 
ing the hissing and sizzling that are 
often laid to static. 

These batteries are said to respond 
instantly to atmospheric variations, 
thus eliminating the annoyance of con- 
stant tuning. They are easily and 
quickly rechargeable and a_ small 
amount of current from the electric 
light circuit keeps them fully charged 
all the time, doing away with the an- 
noyance of using batteries after they 
have been partly discharged. 


E. H. FREEMAN ELECTRIC COMPANY, TRENTON, NEW JERSEY 





























Sue DESCRIPTION Carton —— = yg pow Fm Retail 
16 Keyless Weatherproof Socket with Bind- 
ing Plates and 34” Male and 14” Fe- 
CR rdckdedhieseccascekamses 1 | aay’ $.53 each | $47.50-C | $.66 each 
67 Keyless Weatherproof Socket 34” Cast 
Iron Cap Copper Plated............ 1 | A eee 48 each | 42.50-C | .60 each 
68 Keyless Weatherproof Socket 14” Cast 
Iron Cap Copper Plated............ 1 50 48 each | 42.50-C | .60 each 
69 Keyless Weatherproof Socket 34” Cast 
Iron Cap Copper Plated............ 1 50 48 each | 42.50-C | .60 each 
65 Keyless Porcelain Socket 4’ Aluminum 
Pauls ck Geddee tis ouuedens 1 50 -5S6each | 50.00-C | .70 each 
66 Keyless Porcelain Socket 144" Aluminum 
i encéemnvadbdedtnecacannecaaas 1 50 -56 each 50.00-C -70 each 
224 Porcelain Mogul Receptacle Cleat Type 1 50 42 each | 37.50-C | .53 each 
MISCELLANEOUS | SOCK/JETS A/|ND RECE/PTACLES 
120 Porcelain Weatherproof Socket Page 40} 10 250 | $.12 each | $10.74-C | $ 9.67-C | $.15 each 
828-C | Porcelain Reflector Socket—Page 40... 10 100 .24 each 21.60-C 19.44-C .30 each 
273 Border and Footlight Receptacle page 40} 10 250 -26 each | 23.33-C 21.00-C | .33 each 
PORCELAIN F re SOC|KETS— Plage 41 
155 Porcelain Weatherproof Fixture Socket 
%” Aluminum Cap with Binding 
ET ca hdwews awe ees Reneak dace 10 100 -$25 each | $22.22-C | $20.00-C | S$” 
0155 Porcelain Weatherproof Fixture Sicket 
%” Aluminum Cap with Lead Wires} 10 100 32each | 28.30 ~ 
156 Porcelain Weatherproof Fixture Socket 
1%" Aluminum Cap with Binding 
Mak 2c 05800 cb aedeceeveeseccs 10 100 
0156 Porcelain Weatherproof Fixture Socket 
4” Aluminum.Cap with Lead Wires} 10 
160 Porcelain Fixture Socket }” Cap with 
on ese age -oee whe “Gechet K" Cap wir Sample Page of Freeman Net Price 
eee tas: Catalog. Note Retail Prices in Last 
161 _| Porcelain Fixture Socket 34” Column. 
Binding Plates. . .— 
0161 Porcelair ™* 
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A year ’round R 


esidence Fan! 


Emerson Junior Ventilator 


Emerson Junior Ventilator will sell the 
year ‘round and that’s where the profit 
comes in for your dealers. 


Emerson Junior is a 9-inch A. C. ven- 
tilator with a capacity of almost 500 
cubic feet of free air per minute. It 
will pull out smoke and odors the year 
‘round and in summer expel super- 
heated air from the kitchen. 

Show your dealers the possibility of 
selling Emerson Junior Ventilator for 
installing in home kitchens, pantries, 





bathrooms, lavatories, small private offices, telephone and phonograph 


booths—in any small room where fresh air is needed. 


Emerson Junior Ventilator with mounting boards lists for only $17.50. 
Emerson 12 and 16-inch Ventilators also sell easily the year ‘round. Listed 


in Price Book No. 57. 


The Emerson Ele 


ctric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
50 Church St., New York City. 


The Emerson Company sells 


no apparatus at retail. 






















ice and quality. 
have been giving last 
over thirty years. 


three sizes, 214”, 


dry batteries or our 
formers. 


Ringing 


in the Signal line. 
—no-load losses are 


capacity and better 
oughly impregnated. 
sheet steel is used. 





Manufacturers of Bell Ringing Transformers, 
Electric Fans, Wireless Sets, Ra 
Condensers and Tube Sockets. 


SIGN AUS 


Boston, Chicago, Minneapolis, 
San Francisco, Toronto, 


You’ll find our local address in 


Montreal, 


SIGNAL 
Iron Box Bellse 


Time is the test which measures serv- 


Signal Iron Box bells 


They are made for 
either instant or continuous ringing, in 


3” and 4” 
They will work equally well with either 


Philadelphia, Los Angeles, 






ing satisfaction for 


gongs. 


bell ringing trans- 


Porcelain Housed Bell 


Transformers 


This bell ringing transformer is upholding the good 
name of Signal equally as well as the other products 


Porcelain housed, highly efficient 
negligible. Both primary and sec- 


ondary windings are liberally designed to give more 


voltage—well insulated and thor- 
Only the best grade of electric 


Bells, Buzzerss Telegraph Instruments, 


dio Cabinets, Radio Tables, Rheostats, Potentiometers, 


Factory and General Offices 
1970 Broadway, 
MENOMINEE, MICH. 


New York, Pittsburgh, St. Louis, 
Havana, Cuba, Seattle, Winnipeg 


your Telephone Directory. 









Latest Trade Literature 


Autovent Fan & Blower Co., 730 W 
Monroe street, Chicago, Ill—Nev 
catalog, 11th edition, with complet: 
data on entire line of fans, lourres 
motor and pulley driven blowers and 
accessories. Also contains valuable 
data on the subject of ventilation. 


Standard Electric Stove Co., To 
ledo, O.—Booklet describing their 
complete line of ranges, toasters, broil- 
ers, etc. 


Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa.—‘‘Handy Wir- 
ing Tables and Illuminating Data,’ 
completely revised. Fifty-two pages 
of detailed instructions for accurately 
laying out the wiring for an industrial 
or commercial lighting system. 


The Westinghouse Electric & 
Manufacturing Co. East Pittsburgh, 
Pa.—Two supplements to its 1923- 
24 catalogue of electrical supplies. 
One, supplement 4, gives a description 
and price list of ‘Paragon’ post tops 
for ornamental street lighting. 


The F. W. Wakefield Brass Co., 
Vermilion, O.—A _ folder entitled 
“This is all you need”, which briefly 
outlines the 10 essential steps in a 
store lighting campaign and gives 
examples of the inexpensive advertis- 
ing material which has proved suc- 
cessful in the seven cities where this 
activity has been carried on. 


Barber Electric Mfg. Co., North 
Attleboro, Mass.—lIllustrated price 
list on Barber entrance and meter 
switches. 


Curtis Lighting, Inc., 119 West 
Jackson boulevard, Chicago, [ll.— 
“Store Lighting with X-Ray Reflec- 
tors” is the title of a 32-page booklet 
containing the answers to the many 
problems confronting the average 
store owner. How to plan, method 
of installing, color lighting, foot 
\lights, flood lights, spot lights, show 
case lighting—all these subjects and 
many more are treated in detail, with 
a large number of drawings and pho 
tographs of installations to describ: 
/every step. 

| Mid-West Metal Products Co., 
Muncie, Ind.—New folder on th 
|“Fitz-Mall” outlet box hanger, used 
'on new and old work. 





The Premier Electric Co., Chicago 
|Ill.—Vest pocket memorandum en 
| titled “Hook-up Sketch Book” fo 
| jotting down the various hook-ups en 
| countered. 


A , 
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“CENTRAL” 
Rigid Steel 


CONDUIT 


“Central White” is elec- 
tro galvanized and is made 
especially for high class 
installations, concrete con- 
structions and exposed 
work where the conduit is 
to be painted. 


Approved by the Under- 
writers Laboratories. 


“Central White” 
(Galvanized) 


CENTRAL TUBE CO. 


PITTSBURG, PA. 


“Central Black” 
(Enameled) 














BRUNT 
aaitty PORCELAIN 


QUALITY 










Manefactured under 
license from the 
Porcelain Appliance 
Corp. 


Patented 
Feb. 3, 
1920 


Our goods marketed.through the 
Jobber. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


BRUNT TILE & PORCELAIN CO., 


COLUMBUS, OHIO 

















Taplet Manufacturing Co., Phila- 
delphia, Pa.—Advance Catalog A, 
telling how to use “Taplets” for easy 


wiring; also illustrations, sizes, prices, | 


etc., on complete line. 

Moe-Bridges Co., 223 Broadway, 
Milwaukee, Wis.—A fixture booklet 
of unusual beauty 
wrought iron lighting fixtures in 
Polychrome finish for homes. 

National Screw & Mfg. Co., A. B. 
Division, Cleveland, O.—A new book- 
let (Catalog No. 177) containing 
complete information on “Abolites” 
—porcelain-enameled steel reflector 
equipment. 

Birtman Electric Co., Chicago, IIL. 
—New bulletin on the Bee-Vac 
cleaner, featuring the ballot idea. 

Frank W. Morse Co., Boston, Mass. 
—An attractive 314 by 6 in. con- 
densed catalog showing the complete 
line, including the unique “Spring- 
Clip Binding Post.” 

Beardslee Chandelier Mfg, Co., 
Chicago, Ill—An effective mailing 
broadside featuring lighting for 
schools and classrooms, with pictures 
of actual installations. 


Edison Electric Appliance Co., 
Chicago, Ill—New supplementary 
catalog in colors showing large cuts 
of all lamp-socket appliances with 
complete information. 

Waterbury Metal Wares Co., Wat- 
erbury, Conn.—Catalog No. 2, 45 
pages showing the ‘““Warneco” line of 
holders and fixture accessories. 

General Radio Co., 


_ Mass.—An eight page folder entitled 
| “Quality Amplification” vith valu- 








able information on amplifiers and 
transformers. 

Cutler-Hammer Mfg. Co., Milwau- 
kee, Wis.—Catalogue No. 3131, cov- 
ering wiring devices, including also 
listings and descriptions of radio 
rheostats, polentiometers, grid leaks, 
switches, sockets and resistance units. 


Premier Electric Increases Pro- 
duction Capacity 


The premier, Electric Co. is in- 


creasing its production capacity in the | 


factory for an output nearly 100% 
over last season’s production. 


with complete and modern machine 
equipment. 


department used in the production of 
high quality radio material. 


illustrating | 


It has | 
a very up-to-date factory building and | 
occupies over 30,000 sq. ft. of space, | 


At this writing it is in- | 
stalling its own Bakelite moulding | 















































The 

Red Devil’’ Trade 
Mark Radiates 
Quality in Pliers 





LL pliers point to “Red 
Devil” quality. Your 
customer is not buying 

in the dark—he knows “Red 
| Devil” quality because he has 
been using “Red Devils” for 
over a quarter century. 


The “Red Devil” trade mark 
means all there is in good 
pliers. 





Drop forged from tool steel. 
Made in a hundred styles, for 
every practical purpose. 


“Red Devil” Display Easel 
Boards make it extremely 
easy to go after, all the plier 
business the right way. 


Cambridge, | 


Better send for the “Red 
Devil” Display Board Book 
—shows just the boards to 
clinch your plier sales. 


Smith & Hemenway, Inc. 
Mfrs. of ‘Red Devil” Tools 
266 Broadway, New York, N. Y. 





| “Red Devil’? Glass Cutters, Snips, Hack Saw 
| Blades and Frames, Screw Drivers, Wrenches, 
| Chain Drills, Auger Bits, Cold Chisels and 
| Punches, Linemen’s and Electricians’ Tools, 
| etc. 
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TYPE 
IN VERTICAL 


POSITION 


i. Y 
FITTING 





ELECTROLET> 
CONDUIT FITTINGS 
Write for booklet 


Killark Electric Mfg. Co. 


3940-48 Easton Ave. 
St. Louis, Mo. 


































ing Strips, 


stalled. 


Independent 


too! 


Detroit, 





Strips and Lath 


make you big profits! 


Switch- Box 


Prices 


Jobbers! 


Independent Switch-Box Support- 
and Lath Holders will 





They are quickly and easily in- 
The design of these sup- 
ports prohibits the disalignment of 
the job once it is positioned. 


Supporting 


Holders have exclusive 
features which put them far above any- 
thing on the market. 


are right, 


This line is a time saver for the con- 
tractor and electrician and a money maker 
for the jobber. 

Send for jobbers’ proposition and prices. 





Independent 


Stamping Company 


5938 Chene Street 
Michigan 











Mixed Philadelphia Solons 


It is unfortunate that in the August 
issue, on page 86, we got the pictures | 
of Clifford H. Furness and Charles | 
N. Wiltbank of the Paragon Electric | 


Sales Co. mixed. “Cliff” is the man | 
above while “Chick’’ Wiltbank is the | 
one in the car. Both were mildly | 


offended over the error. 


* * * 


Concrete Products Plant Pur- 
chased by George Cutter 


The purchase of the Milwaukee | 
plant of the Massey Concrete Prod- | 
‘ucts Corp. and the concrete post busi- | 
ness by the George Cutter Co. of 
| Indiana has just been announced by | 
| the Westinghouse Electric & Manu- 
| facturing Co. The Massey corpora- 
| tion has been engaged in the concrete 
| post industry, manufacturing the line 
‘of “Hollowspun” reinforced concrete 
| street-lighting standards and concrete 
poles for street railway service at the 
Milwaukee plant and the George Cut- 
ter Co. will now undertake the manu- 
facturing of these products. 





For a number of years, the West- | 
inghouse company, through connec- | 
‘tions and relations with the George | 
Cutter Co. has been engaged in the | 
manufacture of cast iron poles for | 
industrial, ornamental and_street- 
|lighting purposes at the George Cut- 
'ter works at South Bend, Ind. The | 
|addition of the “Hollowspun” line to 
| the line formerly manufactured as-| 
‘sures the Westinghouse company a_| 
|place among the foremost manufac- | 
|turers in ornamental street-lighting | 
The transfer of the Mas- 
| sey plant became effective July 1. 





| equipment. 








The Signal Electric Mfg. Co., Menomi- 
nee, Mich., held a sales conference during 
the week of June 23 to 28. Most of its 
sales representatives from coast to coast 
were present. Chas. E. Hammond, the | 
smiling gentleman in the front of the pic- 
ture is secretary-treasurer and general | 
manager of the company and is responsible | 
for the fine time that everyone had on the 
occasion. 

















“POWERLETS” 





POWERLET 


uv 





fe) 


None Better To Use 
None Easier To Sell 


Sales of POWERLETS 
mean repeat orders. 


They make customers that can be de- 
pended on for a nice yearly business. 


Salesmen that go after POWERLET 
sales are getting the orders. 


There’s none better to use and none 
easier to sell your contractors. 


Your trade can have POWERLETS 
in all types and sizes. They are neat in 
appearance, have integral hubs, clean cut 
threads and perfect alignment. They 
don’t break because all fittings subjected 
to strain are made of malleable iron. 


Full jobber data on request—send for it. 


MULTI ELECTRICAL 
MFG. CO. 


1848 W. 14th St., Chicago, Ills. 














“AUTEX” Extension 
Reels 


TO YOU, Mr. Salesman 
—See that your house 
provides you with sales 
sheets on “‘Autex” Reels 
for your price cata- 
logues. There is a large 
and constantly increas- 
ing demand for these 
Reels, and there is no 
reason why you should 
not assist your firm in 
securing their share of 
the business in them. 
Fully approved by the 
Underwriters. 





The following illustration shows an in- 
terior sectional view of the Jonas-Cadil- 
lac Service Station at Milwaukee, Wis., 
where over 100 “Autex”’ Reels have given 
over two years satisfactory service. 


4 
os a. 


ai. aoe _— ll, 


<r eteee ms oF, 


THE CINCINNATI SPECIALTY MFG. CO., Inc., 
Manufacturers 
1915-17 Powers St. CINCINNATI, OHIO 
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YOU CAN SELL 


AISLELITES 


AT A PROFIT! | 











| 

ISLELITES light the aisles of motion picture 

A theatres with a diffused light. They elimi- | 

nate overhead and side lights and make | 

going in and out of theatres quick and safe. | 
They fit in beside the seats, out of the way. 

Aislelites are made of strong metal with a | 
white porcelain inside and an outside finish of 
any desired color. | 

The porcelain socket is for a 10-watt, S-14 sign 
lamp and is equipped with a nipple for connection 
to conduit. 

The glass window is made of double strength | 
corrugated diffusing glass so fitted as to exclude 
dust. Aislelites never need repair—nothing gets 
out of order. 

Every motion picture theatre in your territory | 
is a prospect for a complete installation of Aisle- | 
lites. Either you or your dealers and contractors 
can sell them quickly and easily. Get your share 
of this business. 


WRITE FOR JOBBER PROPOSITION 
AND PRICES. 


EXHIBITORS SUPPLY 
COMPANY | 
825 S. Wabash Ave., Chicago, Ills. | 





WorkRite Opens Chicago 
Factory 


To take care of increasing sales of 
the new “WorkRite” super-neutrodyne 
radio sets, the WorkRite Manufactur- 
ing Co. of Cleveland, O., has opened 
a Chicago factory in addition to its 
factories at Cleveland and Los An- 
geles. It also has taken out export 
licenses under the Hazeltine patents 
for the manufacture and sale of the 
new sets in foreign countries. 


* + * 


Fullman Family Enjoys Outing 


V. G. Fullman, sales manager of 
the Steel City Electric Co., Pitts- 
burgh, Pa., left August 16 on an inter- 
esting vacation trip—driving first to 
Atlantic City and then to other eastern 
points. He was accompanied by Mrs. 
Fullman and their four young chil- 


dren. 
* * * 


| Magnus Electric Moves Factory 


On August 15, the Magnus Electric 
Co., Inc., moved its factory and 
executive offices to its own building 
located at 138th street and Southern 


| Boulevard, Bronx, New York, N. Y. 


| It has expanded its export trade to a 








TheStandardSafe 
Frosting Solution 


For incandescent lamps and other 
glassware. 


Etch-O-Lite produces a smooth, 
white frosted surface, superior to 
acid etch, by simply immersing the 
ware in the liquid and washing in 
water. 


It is clean, rapid, economical, 
and will not produce an acid burn 
on hands or clothing. 


Guaranteed 
Permanent—Uniform—Heat Proof 
Handles Etch-O-Lite 


Your Jobber 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 














| Electric 


large extent and Export Manager, Mr. 
S. Ginsbury left on a trip around the 
world on May 14th, his first stop be- 
ing New Zealand. Another employee, 
L. Weinstein, is at the present time 
in South America on a trip for about 


six months. 
* * * 


The Two Hollys Active in 
Chicago Agency 


Holly Brothers, 207 south Green 
Street, Chicago, Ill., have been ap- 
pointed manufacturers agents for the 
following lines: The Steelduct Co., 
rigid conduit and fittings; Bonnell 
Mfg. Co., pipe fittings, 
armored cable connectors, locknuts, 
bushings, service heads and etc.; 
Seward Wire Co. Inc. rubber covered 
wire; General Porcelain Co., standard 
electrical and high tension porcelain; 
Eastern Tube & Tool Co. Inc., 


| “Etteo” products. 


Ed. and Fred Holly have been in 


| the electrical field for a number of 


years; Ed. having been with the 
Central Electric Co. for 1614 years, 
spending a number of years on the 
road for the Central Electric Co.. 
Both have a wide acquaintance in this 


field. 












For 
“Super-Quality” 
Wiring 
WiREMOLD 
CONDUIT 


For 
Surface Wiring 





Original 
Coil-to-a-Box 
Guaranteed Loom 


American Wiremold Co. 
HARTFORD, CONN. 


















Reaches the job 
ready to install 


Once! 


HE one-time customer 

becomes the every-time 
customer when he once in- 
stalls a job of Pittsburgh 
Standard. 


This patented Thread Pro- 
tected Enameled Conduit is 
ready to use. Clean, sharp, 
true threads. It saves time! 


Costs no more than ordi- 
nary enameled conduit. In- 
stalled easier, sells quicker. 


Enameled Metals Co. 


PITTSBURGH, PA. 
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AIR - BLAST 


FANS 


A dealer merchandis- 
ing plan with a 
punch—built around 
that big Peerless fan 
feature, the air-blast 
blade. 





Write us for details. 


THE PEERLESS 
ELECTRIC CoO. 


Warren, Ohio 





WALGER 


CONNECTORS 


Do a better job 
in one-fifth the 
time at  one- 
half the cost. 


No solder, no 


blow torch 
necessary 





Makes _ every 
connection 
100% perfect. 


4] S.H.STOVER& CO. 
PITTSBURGH, PA. 


Ig 


“TECCO” Wiring Devices and Electri- 
cal Supplies and Specialties look better— 
are better and give better results on the 
job. Sell faster, in bigger quantities with 
longer profits. 








The 





A jobber line that jobbers sell. Write for 
details of our jobber proposition. 


TRENTON ELECTRIC AND CONDUIT CO. 


TRENTON NEW JERSEY 
















Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


NS 


Peerless Patent Book FormCards 





are used by many of America’s 
largest card users—superiority 
of engraving and _ the 
convenience of the book 
form style ex- 
plains why. 

Send for 






tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


} 
The John B. Wiggins Company | 
Established 1857 } 
Engravers Plate Makers Die Embossers || 

| 
| 


Li ponies Gas Mar. CHICAGO | 











| later acting as sales engineer. 


| School. 


Square D Co.’s Prosperous 
Period 

The Square D Co., Detroit, Mich., 
announces through T. J. Kauffman, 
treasurer and general manager, that 
the six months period just closed in 
June, 1924, was the most prosperous 
in the history of the company, which 
has, for the last 10 years, been manu- 
facturing its present type of safety 
switches. 

A porcelain plant located in Peru, 
Ind., was purchased in 1920 and has 
been in continuous operation ever 
since. This record is the more re- 
markable in that, despite the fact 
that the plant had been in existence | 
over 20 years, it had never enjoyed 
four years continuous operation prior 
to its acquisition by the Square D Co. 

* * & 


McGill New York Office 


The McGill Manufacturing Co. of 
Valparaiso, Ind., is now represented 
by a New York Office at 67 Park 


Place. 
. 2 


Business Is Good Says Prosser 














The Mid-West Metal Products Co. 
of Muncie, Ind., through its sales 
manager, Clay Prosser, states that 
May, June and July were the three 
biggest months in the history of the 
company, as nearly half a million sets 
of the Kruse switch box supporting 
strips were sold. 

He also states that the new “Fitz- 
M-AIl” outlet box hanger has proven 
a great success and that they are get- 
ting repeat orders from most of the 
jobbers on their list. Their distri- 
bution now covers over 400 jobbers. 

* * # 


Woodford Rises With Eise- 


mann Organization 


On July 1, B. B. Woodford becomes 
assistant sales manager of the Eise- 
mann Magneto Corporation, Brook- 
lyn, N. Y. Rapid advancement has 
attended Woodford’s association with 
the Eisemann organization. He en- 
tered the experimental laboratory in 
the fall of 1919 and some months lat- | 
er was transferred to the service de- | 
partment. Early in 1922, he was ap- 
pointed assistant service manager, 
Wood- | 
ford comes from New Haven, and re- 
ceived his education at Phillips-An- | 
dover Academy and Sheffield Scientific | 
He is a member of the Yale 
Club of New York. | 
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GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











A new firm of factory 
agents wants an additional 
line or two to carry. Satis- 
factory representation un- 
conditionally guaranteed. 


Address Box 71 | 


The Jobbers Salesman 
53 W. Jackson Blyd., Chicago, Ill. 
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rOUNGstoWwNOM'S 


RIGID STEEL 
CONDUIT and FITTINGS 


The Steelduct Company 


Youngstown, Ohio 
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TRADE MARK XX 





PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








Complete Service 





INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 











Wrigley for Quality 





HOOD RIVETED ON 





Wrigley Toggle Bolts 


i Made of heavier gauge steel. 
Can be put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
‘| 504 Sherman St., Ohicago, Il. 











| Dusseau Hangs Out Shingle 


The A. E. Dusseau Co. is the new 
| mame under which “Al” Dusseau will 
| operate in representing various man- 
\ufacturers around Detroit. The list 
|includes Diamond H, Chicago Signal 
'Co., Enameled Metals Co., Airway 
|Electric Appliance Corp., ete. Al’s 
office is at 313 Moffat building, De- 
troit. He works Michigan, the west- 
ern half of Ohio and Indiana, and 


| has a close acquaintance with all his 


|trade. He is ready now to take on 
ja few additional lines. 
} * * * 


The Eagle Builds.His Nest 

The Eagle Radio has recently ac- 
|quired almost the entire building at 
| 16 Boyden Place, Newark, N. J., 
|which is four stories high. It is par- 
|ticularly well located. Newark has 
earned a reputation as being an ex- 
ceptional city for manufacturing pur- 


poses, and Boyden Place is a clean, 
quiet little corner near several car and 

'bus lines that makes it most conven- 
i ] that k t t 

lient for the workers. 
arge, high-ceilinged, with num ess 
large, high-ceil d tl berl 

| ° e . 

'windows through which the sunlight 


The factory is 


‘and pure air are admitted in abund- 
ance. The workers have a happy time, 
‘because there are two testing rooms 
'from which music can be heard almost 
| any hour of the day as sets are being 
| put through the necessary examina- 
| tions. 

John W. Weber, Jr., Inc., 1271 
Bedford avenue, Brooklyn, N. Y., has 
recently acquired the distribution of 
the Eagle neutrodyne receiver. 

* & 

Price Reduction in Lighting 

| Units 
| Increased production of Flood-O- 
Lite, Jr., and Color-Lites enabled the 
Reflector & Illuminating Co., 565 W. 
|Washington boulevard, Chicago, IIl., 
to reduce the price of the Flood-O- 
| Lite complete with the Color-Lite, 
'from $18.50 to $15.00. This reduc- 
| tion in price will not in any way effect 
| the quality of this spot-flood light unit. 

°e- 6 

“Copperclad” is Now 
“Copperweld” 

“Copperweld” is the name of the wire 
| made 
brought out by the Copperclad Steel 


by a molten welding process 


| Co., Rankin, Pa. The new name has! - 
| so far superseded the former that the! RK 
to} } 
The title is}: 


(company deemed it advisable 
|change the firm style. 


now the Copperweld Steel Co. 


| 





| 
| 


| 


| 
| 


} 


j 
| 
| 
| 


| 


| 
| 





Double Duty High Resistance 


VOLTMETER 


real necessity for 
those who insist on 
accurate readings. 
Good sets are incom- 
Les without Dongan 
oltmeters. A splendid 
item to merchandise 
backed with the Don- 
gan guarantee. 

Write at once—also ask 
about the Dongan Type 
C Audio Frequency 
Transformer. Cuts fur- 
nished for your catalog 
on request. 


DONGAN ELECTRIC MANUFACTURING CO. 
2993 Franklin St., Detroit, Mich. 


Transformers of Merit for 15 Years 
Northern 


White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 


POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


A 




















220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 























WESTERN RED 


GUARANTEED GRADES 

24Hour Service. 
BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashIn On BELL Poles 


S) SEND FOR BOOKLET CONTAINING? = 
- VALUABLE 
< ~ - 
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190Wireholder 


There are four good reasons why every Central Station 
in your territory should be using Peirce No. 190 Wire- 
holders. 


1. The Linemen like them because they are easy 
to install. 


The Superintendent likes them because he can 
depend on them to support the service wires un- 
der all conditions. 


The Manager likes them because of their low 
first cost, low installation cost and no main- 
tenance. 


The House Owner likes them because they are 
neat and inconspicuous and do not split the wood 
or make rust stains on the building. 


Write for a sample to take with you on your next trip 
and see how easily it goes over. 


HUBBARD & COMPANY 


PITTSBURGH CHICAGO 
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TWIST of the wrist 
changes Eveready’s 

‘ : | rays from a widespread 
3 2 : light to a long, narrow 


ata J beam, or back again. 
OW ——— This applies to the 
|. > Eveready Focusing 


Flashlights with 200, 


{ eC : “ , x 300 and 500 foot range. 


| To focus one of these 

1 Biuscs ad | “Oar | long-range Evereadys, 

| \G ) press the switch-button 

Va and slide the switch-bar 

| fo Cu sy ing =| | forward. Turn the end- | 

=) cap until you have the j 

ae | smallest spot of light. 

| fe ature ‘ : a This will give you the 

E VAD) longest range. For close- 

THT; up work, turn the end- 

. cap until you have a 
widespread light. 


















Demonstrate this 
focusing feature. Itwill 
increase your sales of 
these popular outdoor 
lights. 






tea: 


ms |/ 





The control : 
is in this f 
End-cap it 


; 





il 


iin — 
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No. 2671 — Eveready 
2-cell Focusing Spat- 
light with 200-}t. range. 


z a = nathan . 


The focusing device 
Eveready Unit Cel is another of the features 
an improve a maxes . 
of flashlights. They in- which make Eveready 
longer battery life. . 
the outstanding portable 
light for every purpose 
and purse. Ask your 


Ne 950 \ jobber. 
y A sf 5 ERCADY Manufactured and guaranteed by 
UNIT. cet | NATIONAL Carson Company, Inc. 


FLASHLIGHTS eas peevion yee 
‘ “TIONAL carson COM Canadian National Carbon Co., Limited 
& BAT TERIES | S Toronto, Ontara 
“ SALESMEN—A_ great national advertising 


campaign is helping dealers sell Eveready 
they last longer ‘ ; i Flashlights. And intensive advertising in ail 
8 : 3 & the important trade magazines is helping you 
, sell Eveready Flashlights to the dealers. This 
is a reproduction of the current advertisement 
in trade papers. 
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| J.S. This Will Make Dealers 
“Sit Up and Take Notice” 


You know that every dealer thinks and nearly always says “Will it sell?,” 
and “What is there in it for me?” If you are selling Hold-Heet appliances 
the answers are easy and convincing. Hold-Heet appliances are the fastest 
selling items in the industry today. This is proven by the fact that we are 
the world’s largest manufacturers of lamp socket heating devices. Yes, Hold- 
Heet travels fast after it reaches the dealer. This thousands of dealers know 
by experience. 


an |e 


Now about profits: We hear a lot about quick sales and SMALL profits. 
The principle is good. But quick sales and LARGE profits is a better idea. 
Hold-Heet merchandise will give dealers quicker sales and larger profits 
than any other reputable, nationally advertised, standard line of electrical 
merchandise. 


Turnover Plus 40% 


No dealer can or will turn a deaf ear when you tell him that the purchase 
of only 24 assorted pieces of Hold-Heet merchandise earns our maximum 
discount of 40%. This is a fair operating profit—a real cash register reaction. 


Every number is a proven red hot seller—every number carries a two year 
guarantee of service satisfaction. 24 pieces is a small order; it equals the 
investment in about six pieces of ordinary merchandise. And the beauty 
of it is that Hold-Heet sells rapidly. 


Tell your dealers to concentrate on this consumer-wanted line and not scat- 
ter their efforts over Tom, Dick and Harry lines. If they will do this the 
frequency of their reorders will astonish them. Several orders a month is 
the regular record of many Hold-Heet dealers. And frequent 24 piece orders 
mean 40% discount. An ever growing army of Hold-Heet dealers have 
learned that the Hold-Heet line means good profits—rapid turnover and per- 
manent good will. 


Vacation Days Are Over 
Fall Buying Time Is Here 


Get the old order book out, sharpen up the pencil, brush up on the latest Hold-Heet 
catalog sheets—and GO to IT! Don’t forget the new Russell 
“Hold-Heeter”—the radiant heater that startled the country. It is 
going like “hot cakes.” The Hold-Heet Professional Type Marcel 
Waver is also breaking records. Dealers everywhere are taking to 
these two numbers like a duck takes to water. Good luck! 


RUSSELL ELECTRIC COMPANY 


The World’s Largest Manufacturers 
of Lamp Socket Heating Devices 


340 W. HURON ST. CHICAGO, U. S. A. 











